














36 yews 
without 
one cent for 


repairs! 








Write for new catalog 
HUNTER FAN & VENTILATING CO., INC. ¢ 392 SOUTH FRONT ST., MEMPHIS, TENN. 

















; A new, smaller diameter cable. "Canvas-Back” 

Moisture and eae” els 

FI Loomwire is the most economical system for farm 
ame 


NORMAL REQUIREMENTS Smooth, Slick subject to undue moisture, drastic changes in atmos- 


pheric conditions or severe usage. Available with 
Type R or Type T conductors. 


wiring. Ideally suited for all types of wiring not 


Easy Working 











“ KG 


1aasMnhhs. 








SEALS OUT: 
Fumes, Flame, 


Moisture, Ideal for barns, stables, milk houses, hatcheries, 
Oil and Grease and other locations where moisture, ice, ammonia- 
RESISTS: laden air, rot, fungus and drastic weather changes 
DESIGNED FOR WET LOCATIONS =. 


are destructive to other approved types of wiring. 
— SEVERE USAGE Fungus, 


Mechanical Abuse 


NON-METALLIC UNDERGROUND CABLE 





6-2 - TYPE USE STYLE RR —- 600V - | 


CA “ LES RESISTS: 


Abrasion, Water, Type USE, Style RR, ‘‘Flexlay’’ Cables provide the 


FOR UNDERGROUND SERVICE Grease, Oil, most economical, permanent underground electric 
Soil Acids service installation. The direct burial of ''Flexlay” 

— ELIMINATES OVERHEAD in the ground eliminates overhead wires from power 
LINE HAZARDS EPEC ANTES: line to meter and to the various farm buildings. 





Flexing, Kinking 


PLUS WIRING SYSTEM ACcessoRIES for all Farm Wiring Jobs: 
tL 


“REDEGE”’ EZ”? EZ” 
Outlet and device boxes Box Connectors Cable Ripper 


You are a/ways safe when you recommend National Electric Wiring Systems. Sold NATIONAL 
through leading electrical wholesalers. Write for the new Farm Wiring Catalog Today. 


National Electric Products Corporation 


1307 CHAMBER OF COMMERCE BLDG., PITTSBURGH 19, PA. 
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by GIBSON 


H?’GH. EFFICIEN Ge 


The Highlander achieves the rare combination of rich, stream- 





lined beauty plus the unusually high efficiency of nearly 80% by 


ETL analysis. Only the finest ETL approved brick type ballasts 


| | 


and components are used, thus assuring quiet operation with 


maximum efficiency and longer life for both lamps. 


LOW UNIT COST 


Because economy is a major consideration in most installations 
today, every detail has been considered to make the Highlander 
a truly outstanding value. Materials and workmanship meet the 
highest standards of quality. The finest tooling has been designed 


and provided to produce this fixture at lowest possible cost. 


WIDE ADAPTABILITY 


Designed especially for high intensity, continuous row lighting, 





the Highlander is equally suitable for individual mounting be- 
cause of its high efficiency. Relamping. installation and service 
are easier with the [ighlancer than with most open type units. 
It is a perfect fixture for modern public buildings, stores, schools 
and offices. Write today for. complete information. 


ot 


1919 PIEDMONT CIRCLE, N. E. 


e 
Anu] Ca. ATLANTA, GEORGIA 
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/, SURE, you have to put on the heat 
fy for greater productivity with today’s 
more competitive market. 





But, you don’t have to work harder 
to turn out more goods—not when you (® 
let Dieflex Varnished Tubing Products 
take the extra load. . and Dieflex will! 
The secret lies in easier handling, greater 





DIEFLEX PRODUCTS LIST 


MADE WITH BRAIDED COTTON SLEEVING BASE 
Grade A-1 Magneto Grade Varnished Tubings 
Grade B-1 Standard Grade Varnished Tubings 


flexibility, non-fraying ends. No time is 
wasted struggling with hard-to-assemble 
pieces; slow-down causes are eliminated, 





Grades C-1 and C-2 Heavily Coated Saturated Sleevings a / — is greatez...with ee 
Grade C-3 Lightly Coated Saturated Sleevings LO in effort! And the smooth inside bore 
Heavy Wall Varnished Tubings and Saturated Sleevings of Dieflex prevents snagging, guarantees 
MADE WITH BRAIDED GLASS SLEEVING BASE ERE TECHNICAL a rapid, even flow of production. ‘ 
Grade A-1 Magneto Grade Varnished Glass Tubings LITERATURE A ee ne eT ae 
Grade C-1 Extra Heavily Saturated Glass Sleevings Send for your free copy of the rrange £ : : P 
Grade C-2 Heavily Saturated Glass Sleevings p tome deanna > seep and prove to your own satisfaction that 
. : describes the different types : é 5 
Grade C-3 Lightly Saturated Glass Sleevings and grades of Dieflex Varnish- Dieflex increases production. Contact 
ili : i H i d Tubings and Satu d . 
Silicone-Treated Glass Varnished Tubings and Sleevings = mE sheet — your nearest Dieflex sales office, today. 
help you to select the right 
tubing or sleeving for your par- 
ticular application. 








Insulation and Wires Incorporated 


IWI WAREHOUSES ARE LOCATED IN 





‘4s0n Aan 





NOM Any 








ee ATLANTA, GA. DETROIT, MICH. HILLSIDE, N. J. Aaseting 
1))) | Fa BOSTON, MASS. HOUSTON, TEX. ST. LOUIS, MO. | # 
SERVICE 
IWI SALES OFFICES 
ADRIAN, MICH. FORT WORTH, TEX. PHILADELPHIA, PA. 
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Q > 
ANW 

(Anaconda 

Network) 
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Time-tested since 19% 
quent improvements provide additional security in this long- 


32 under all service conditions: subse- 
famous network cable. 


Tough, easily handled, Type ANW-insulated, neoprene- 
jacketed cable incorporates six important advantages . . . im- 
portant to you for underground duct installation. 


1. Better heat and flame resistance— protected by the same 
neoprene jacket as Anaconda mining cables which must and 
do meet the severe flame test of the U.S. Bureau of Mines. 


2. Higher resistance to duct acids and alkalies— years of ex- 
perience with Type ANW insulation with only a braid cover- 
ing showed it to be highly resistant to oils, acids and alkalies 
encountered in soil and sewage waters. NOW it has the addi- 
tional protection of the neoprene jacket which itself has 
shown by test and experience, excellent resistance to these 
agents of destruction. 


umer 
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3. Higher operating temperature—now 75 C copper ters- 
perature, continuous duty, 


4. Superior aging— Type ANW insulation has demonstrated 
year after year ... and now even better . . . long-aging char- 


acteristics under severe oxygen bomb and air bomb tests. 


5. Low Moisture absorption —Type ANW insulation has 
always had low moisture absorption ... far less than is 
detrimental to safe operation. 


6. More easily handled — passes 180 degree cold-bend test 
at 0° C without damage to jacket. Cable is lighter, easier to 
pull. No lead to fuse, insulation and jacket do not support 
combustion. 49444 


DPA ANACONDA WIRE & CABLE COMPANY 


25 Broadway, New York 4, N.Y. 
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ERTIFIED BALLASTS ° 


® Do customers complain that fluorescent tubes in your fixtures 
seem to burn out too soon? Perhaps the trouble lies in the ballast that operates them. 


One of the advantages of CERTIFIED BALLASTS is that they assure Fu// Lamp Life. : 
Leading fluorescent tube manufacturers recognize that CERTIFIED BALLASTS in a fixture 
are evidence that full rated tube life should result. 
Other worthwhile advantages of CERTIFIED BALLASTS include: Rated Light 
Output and Long Dependable Performance. 
CERTIFIED BALLASTS are made to exacting specifications, then tested and certified by 
Electrical Testing Laboratories, Inc., an impartial authority, to assure best 
operation of tubes and ballasts. 
Your fixtures sell more readily—give greater 
customer satisfaction—when they are equipped 


with CERTIFIED BALLASTS. 





CERTIFIED 


SPEC. NO. 6 
baHIGH PF 






Makers of Certified Ballasts for Fluorescent Lighting 





2116 KEITH BLDG., CLEVELAND 15, OHIO @ 
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HAZARDEX SNO-FLEX CABLE 


Here’s a non-metallic sheathed cable 
smooth white finish that gives you 
e to handle, requ 





ires no conduit, 
onstruction 0 Sno-flex ma 
splice and install. Sno-flex is t 
answer to the problem of 
after plastered walls are finis 
no more than regular Hazar 
by the Underwriters 
both open work and 


It’s the cleanest cabl 
and quickly. The 


simple ¢ 


’ Laboratories, 











HAZARD SERVICE ENTRANCE CABLE 
With types UBN and ABN, black and red Okobestoprene Tapes are 


wrapped over the individual i 


‘9 ordinarily used color coded braids. Okobestoprene Tape, an Okonite 
developed asbestos-neoprene combination, gives extra protection 
against flame, moisture, mildew, acids and 


alkalis. 
wrappe 


Another 
d over the 
as a moisture seal and to 
absolutely clean concentri 
work with. This long 
tion is another “no 
Hazard engineers 
business. Hazard 
carry full approval © 
Laboratories, Inc. 


layer O 


bare neutra 


‘lived cable construc 
-extra-cost 
that helps you 
Service Entrance 
f the Underwriters’ 




















nsulated conductors in place of the 





f this tape 1S 
1 conductor 
help assure an 
c conductor to 


” special from 
get more 





with the extra advantage of 4 
a distinctive product to sell. 

‘¢. strips neatly 
kes it fast to 
he perfect 
wiring houses 
hed. It costs 
dex. Approved 
Inc. for 


concealed wiring. 








Cables 


























cence aa 


HAZARDEX-WATERTITE ML 


g or other severe service locations, 
j and acid engineered into this special non- 
rd cable ts without equal. The individual 
re protected with Watertite insulation. This Hazard 
e-resistant insulation has proved its durability 
i r many years, in both 


For farm wirin the extra protec- 


tion against moisture 


metallic sheathed Haza 
conductors 4 
developed, moistur 





° 


AALAKL, 
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in severest service fo 

above-ground and direct-burial installa- 
tions. Over each insulated conductor a thin 
neoprene covering is added for still more 
protection. The entire cable assembly is 
finally guarded against moisture, destruc- 
tive fumes, oil, fire, heat, sun, weather and 
abrasion by 4 tough Hazaprene Sheath. 
Hazardex-Watertite ML is a compact, easy 
to handle, unusually quick to install cable. 


For more information 
jobber, your Hazard about the above Hazard cabi 
Wire Works, Division of ative or write to Haz oe eee 
The Okonite Company, whore 
rre, Pa, 

















Anchors, Guy Guards and Guy Wire Clips 


















This certified malleable iron expansion anchor with special blade 
contour gives you additional holding power by exerting an outward 
as well as an upward pressure against the earth. Blades are easily fr ff 
tamped into position wth a tamping bar with no disturbance to the 
earth and when fully expanded, 63°; of blade area lies under un- 
disturbed earth. 












These anchors can now be shipped from stock. Screw types are / 
also available. ) 


KEARNEY ALUMINUM Full-Vu Guy Guards... 
Lighter in Weight, Equal in Strength to Galvanized Steel 


The aluminum alloy used in these guards was selected for its strength 
and ability to retain a bright finish. Non-corrosive, these guards 
are safer for the public because of their light-reflecting qualities. 
Available in all round tapered and half round. 


p 


Serve Up Strand Ends the Modern Way... 
Use KEARNEY Guy Wire Clips 


Requiring only one-fourth the time aswas // f /, 
required by the use of waste strand, this Se j 
method is less expensive and does the 7 if 

job better. 


JAMES R. KEARNEY CORPORATION 


4224-42 Clayton Ave. e¢ Saint Louis 10, Missouri 
Canadian Plant * Guelph, Ontario 





JAMES R. 


KEARNEY 


CORPORATION 
ST. LOUIS, MO. 
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EO—A pull- 
bathroom 
F for good 
Imination, 
lem back 
pal glass 
E 40-watt 












a: more than ever, it’s the 


little extra features in a home that 














catch the buyer’s eye, mean faster 


salability, especially to women. 


For example, lighting fixtures by 





Virden not only assure good lighting 

but also add tasteful decoration and 
color that mean extra ‘buy-appeal”. 
And produced in volume, they are 

popularly priced .. . offer real value 

... Virden value. TF sebed 

mel, chrome 

jen ceiling 


low power 
accommo- 













So we suggest that you'll both benefit 


when you urge home builders to 






[four 20-wati 


° ‘scent lamps. 
“raise the fixture allowance.” r 






\{ virDeN value )/ 


John C. Virden Company ° Cleveland, Ghio 
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New 100 Amp. 
Pullout 
Switch 














CAT. NO. 1166 





Service Equipment 
with 100 Amp. Main Disconnect 












GENERAL’S new 100 Amp. pullout service equipment r St wi i ir al 1 
, : ‘ | 
is modern in design, appearance and performance and | Have you seen... | 
: : : ; ; | . the new light gray baked en- | 
the latest result of General’s long range product devel | amelGnishonallitemsintheGen- | 
opment program. Examine the construction features of eral line? | 
+3 | 
this new equipment at your earliest opportunity. Avail- | . the way General packages | 
able everywhere exclusively through wholesalers. most items in individual cartons? ; 
es 
. the new designs with more 
| knockouts and knuckle room? 
| | 
| The New catalog supple- | 
| ment 4911 completely | 
describing the 100 and 
200 Amp. lines? 
nerd | | 
| ~ | 
| fe 
e 
Switch Corp. ; The latest General 
| Switch Catalog 4809 
ith price li le- 
49 Roebling Street Brooklyn 11, N. Y. rr 
| Ask your wholesaler or write today! | 
SALES OFFICES IN EVERY MAJOR CITY TR Spe cae tk Ape ae 7 
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Brrr cere RET I EHO, b sae adiicaids ichacaaiiin cadens eae z - . PTET LT LET RE PT LI I RI EP er a RR 
Rey . é ‘ fe 


\ My 
ow to make a noman (=) 
v u VEN if your prospect isn’t in a buying mood, 
Sa eS ( ) here’s how to keep from going away empty- 
handed. Remind him that you handle General Electric 


lamps and just ask for the order. Every customer 
you call on needs lamp bulbs. And since G-E 
lamps are tops in preference, it often only takes 





a suggestion from you to clinch a sale. 












THE REPLACEMENT MARKET for fluorescent lamps is 
getting bigger every day. Help your customers 
get all the light they pay for by reminding them 


JUST ABOUT EVERYONE uses incan- 
descent lamps somewhere in his 
plant or office. G-E makes all 











“a to replace worn-out tubes with new General 
q types and wattages for every . 
dS Electric fluorescents. 
requirement. 
zs bi a si eee ¥. 
MORE AND MORE places being lighted by G-E s/im/ine . 
. = ae fluorescent lamps! Point out they’re the zewest in fluo- ae | 
rescent—instant starting—extra long—more efficient. Bl sions 
Now available in a wide range of lengths << e 
and diameters to fit all types of > AND DON'T FORGET G-E ae 
installations! | miniature lamps! ie 


They can add up toa 
good-sized order be- 
cause they’re used in 
so many ways—in 
elevators, indicators, | 
instruments — hun- 

dreds of other places. 





EVERYBODY USES LAMPS... 
THE EASIEST TO SELL ARE 





af G-E LAMPS 
GENERAL @®) ELECTRIC 
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In solid and in stranded 


constructions 


yi 


\ 


For all voltages and 
in all sizes... 


——a_——_ 


including the HH 
hollow conductors. 


Conductors of General Cable 
at exactly the same price as 


wreowgses: 
‘ . 


Very <= i Si 


ae 


_— o- 
 s 


eersyye 
. cae a 


Sout yey 








OV Vaya) cb ie 





A, important Added Factor of Safety in long term resistance to annealing 
is inherent in General Cable’s TENSILOK COPPER...On short lines sub- 
stantially heavier base loadings may now be practical. On any lines, successive 


temperature overloadings of great magnitude can now safely be contemplated. 


Hard-drawn TENSILOK COPPER stays hard, retains its tensile strength under 
conditions which would soon anneal commercial copper... The TENSILOK 
ultra-slow-annealing characteristic results from precise though minute metallic 
alloying. Purity, electrical conductivity, and tensile strength all exceed ASTM 


requirements for ordinary electrolytic copper. 


Time-endurance testing at the General Cable Research Laboratory has 
produced strength retention figures which outdistance anything heretofore known. Our 
Engineers will be glad to lay before you the as-yet-unpublished Performance Curves for 


Tensilok Copper, and to discuss its possible application to your “look-ahead” planning. 


eV a a EN A im Ee 


GENERAL CABLE 


ae, ee ee ee, a 












PUSH 
it’s ON! 
it’s OFF! 


it’s ON again! 
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,eand electrical service is 
restored with BullDog 


L e 
Mite 
HAT’S ALL there is to it! A simple push of the finger 
makes or breaks the circuit. No resetting manually 
when the circuit is broken by short or overload. Just PUSH 
—and service is restored. 

Pushmatic is compact, sturdy, simple... the most versa- 
tile and flexible unit available today. It will meet every 
new or changing load condition. 

And Pushmatic units are easy to install! There are no 
complicated group mountings . . . individual single-pole 
units make additions and changes a simple matter. 

There are four types of Pushmatics: THERMAL ONLY, 
THERMAL-MAGNETIC, or either of these types with 
AMBIENT COMPENSATING FEATURES. All are identi- 
cal in size and contour, in ratings of 15, 2C, 30, 40, and 50 
amperes, 120 V., 1 pole, or 120-240 V., 2 poles, AC. All are 
interchangeable for rating and type. 

Write today for Pushmatic Bulletin #493. This descrip- 
tive bulletin contains complete information and prices on 
BullDog Electri-Centers and the new Pushmatic. 


Only sh matic Electri-Centers 
provide push-button control, 
automatic protection! 


 aptenslgnreane new Pushmatic ELECTRI-CENTERS 
provide electrical control centers that are the last word 
in efficiency and protection. 

They are attractive, compact, simple ... easy to wire. 
There’s plenty of gutter room even in the smallest cabinets. 

With Electri-Centers there are no fuses to buy, no com- 
plicated operations or installation techniques to remember. 
You get versatility and adaptability, ease of installation 
and operation never before obtainable in any panelboard. 

See the new ELECTRI-CENTERS at first opportunity, 
or write today for Pushmatic Bulletin #493. 


BULLDOG ELECTRIC PRODUCTS COMPANY 
DETROIT 32, MICHIGAN — FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 


BuLL Doc 


HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 
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i 
H 
You always find the EXACTLY RIGHT 
TERMINAL — in the Complete Ii 
Shown above, at center, is one of the various Multi-Slit Tapered Sleeve lugs in the Penn-Union 
catalog. You'll also find E-Z lugs with Post-and-Nut, Vi-tite, Multifit, and numerous clamp types. 
These pictures can merely suggest the variety. 
Below are shown Thread-On, Shrink-Fit and screw types, soldering lugs, a wide selection of 
sheet metal terminals, ete. Penn-Union makes the terminal you need. 
Also, Tee Connectors; Cable Taps; Straight, Parallel, Elbow and Cross Connectors: 
Bus Supports, Clamps, Spacers; Grounding Clamps; Service Connectors, etc. 
Penn-Union fittings are the choice of leading users, who have found that if 
Penn-Union made it, it’s dependable—mechanically and electrically. 
Sold by Leading Wholesalers 
BEN K. PATTON L. MORRIS LANDERS WALTER J. HUEMMER 
Gulf Sales Agency Dallas Transfer & 
@t= 504 Delta Bidg. o> Vm ae Term. Wareh. Bldg. 
New Orleans, La. Atlanta, Ga. Dallas, Texas 
— PENN-UNION ELECTRIC CORP. Jit 
ER'tE, PA. 
i 
c o 
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NOW...in 


midget size 






Sectional view show- 
ing bus in positior 
sii 








ne - Feedin Box 
2 or 3 pole 
Plugin Outlets 

spaced on 20-inch 


centers 


thie WEW 





Plugin Device 
2 or 3 pole 






End 


Closure 


THE COMPACT MIDGET SIZE PLUGIN BUSDUCT 


Designed i The PLUG-IN convenience, flexibility and efficiency of Plugin 


Busduct is now available in midget size . . . 50 Amp., feeder 

50 AMP., 240 VOLT capacity ... for equipment requiring connections for 42 to 3 HP 

MAXIMUM FEEDER motors, 240 volts or less AC or DC... 7% HP maximum, with 
dual element fuses. o 

CAPACITY, AND POWER PLUGIN provides convenient plugin outlets all 

Y to 3 HP MOTORS along the line. Approved by Underwriters’ Laboratories, the duct 

is made in 5-foot and 10-foot sections with plugin outlets every 

20 inches... additional outlets on special order. Special lengths 


(7% HP MAXIMUM WITH 


DUAL-ELEMENT FUSES) are available for application on production benches and machines. 


Midget PLUGIN UNITS, fitted with standard 30 Amp. capac- 
ity fuse connections, serve as excellent disconnect devices for the 
power feeder to the motor . . . permitting production machines 
to be moved in or out of the production line without slowing 
down or delaying plant production. 

POWER PLUGIN’s midget size (3 inches wide by 2 inches 
deep) provides a new flexibility in power distribution for even 
greater production efficiency. 

You'll find much more information in our new Bulletin No. 
703. We will gladly send it to you. 


Frank o€dam Glectric Co. i» 


ST. LOUIS 13, MISSOURI 


Mahers of BUSDUCT * PANELBOARDS * SWITCHBOARDS © SERVICE 
EQUIPMENT © SAFETY SWITCHES © LOAD CENTERS © QUIKHETER 
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WITH THE NEW-TYPE 


EASIER TO INSTALL... 
The COOLAIR Attic Fan Package is easier to install, 
allows the dealer to sell at lower cost for the com- 
plete job. Lower cost means more sales and greater 
profits for the dealer! 


MORE SIZES TO CHOOSE FROM... 


Choice of EIGHT sizes of single and twin units mean 
more sales, too, because there’s a Coolair Attic Fan 
Package to fit every size and type of home. 


SHUTTER IS COMPLETELY AUTOMATIC ... 


Coolair Attic Fan Packages offer greater convenience 
and safety to the user. The patented shutter opens 
and closes as fan is turned on and off. Closes 
automatically in case of fire. 


CERTIFIED RATINGS 


COOLAIR Home Cooling 
Fans are rated in accord- 
ance with the ASHVE 
Standard Test Code by A 
and M College of Texas. 
For real profits in the fan 
business, see your Coolair 
Distributor or write the 
Factory direct. 





american COOLAIR corporation 
Jacksonville 3, Florida 








Overhead Control 


“The man who brags that he has no overhead 
is actually belittling his own business tt” 


A PROGRESSIVE electrical contract 
ing organization has more to sel 
than labor and material—the “know 
how” and organization to handle an 
electrical installation efficiently and 
economically. ‘The contractor who 
considers his overhead expense as an 
item to be reduced to the lowest 
level may actually be reducing the 
services available to his customers. 

I'o get some idea of what is proper 
overhead expense, a visit was made 
to one of the outstanding contracting 
firms of the Southeast. ‘To the presi 
dent of this company was put the 
question, “Does the contractor who 
claims to have reduced his overhead 
to practically nothing operate under 
ideal conditions?” 

And back came the answer from 
D. B. Clayton, president of Electric 
Constructors, Inc., and vice-president 
of Knight Electric Company, both of 
Birmingham, Ala., “The man who 
brags that he has little or no over 
head is actually belittling his own 
business.” And then he explained 
why ... but first a little background 
on the man and his companies. 

What Clayton says about the clec- 
trical contracting industry is very 
likely to make sense, too, for forty 
years in the business, and thirty years 
of running his own, have put him 
many times slap-dab in the middle 
of the industry’s hottest and most 
serious problems. 

Yet, Clayton’s calm manner today 
is not one that rests on false assur- 
ance—he is a firm believer that a 
man’s value to electrical contracting, 
be he helper, foreman, or owner, 
cannot be estimated by the number 
of years he has been in the business. 
“There are simply good ones and bad 
ones,” Clayton says, “and you have 
to learn to know the difference. That 
difference will mean the success or 
failure of an electrical contractor.” 

The two companies, Knight Elec- 
tric Company, and Electric Construc- 
tors, Inc., are run jointly. Clayton 
is president of Electric Constructors 
and vice-president of Knight; C. L. 
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by Bolling Branham 


eal is president of Knight, and sec 
retary-treasurer of Electric Construc 
tors. ‘Teal bought into the Knight 
Company in September, 1927, and 
Clayton did so in 1936; the com 
pany, Electric Constructors, Inc., was 
formed in 1939, to handle the first 
work on the contract with Ingalls 
Iron Works, Birmingham, to wire 
in the newly constructed shipyard at 
Pascagoula, Mississippi, and to han 
dle the subsequent ship wiring. This 
company wired upwards of 100 ships 
during the war, and handled a vol 
ume that ran as high as $5,000,000 
annually. The name has been kept 
since it is already licensed in Mis 
sissippi, and the company is handling 
other work there. 

Many contractors have handled big 
wartime contracts. The question is, 
how to handle work profitably in 
peacetime economy. And that stems 
back to proper overhead for proper 
service, according to Clayton. 

What are the ingredients of the 
proper overhead? ‘They are, at this 


1) Proper staff for esti 


biggest 


company: 
mating (this is one of the 
hidden costs in the building indus 
try, Clayton believes; as many as two 
dozen firms all may spend hundreds 
of dollars estimating one contract for 
the same _ building Propet 
clerical staff, which may 
bookkeepers and accountants (keep 
ing records is one of the most impor 
tant matters at this company; audi 
tors are called in regularly, and books 
kept completely up-to-date). 3) 
Proper purchasing agent, or provision 
for skilled buying at right prices and 
right amounts. (4+) Proper engineer 
ing staff for such engineering as 1s 
necessary for the contractor to do, 
and every contractor must use some 
engineering. (5) Proper construction 
superintendent, one of the most im 
portant of all. (6) Proper provision 
for warehousing, keeping plenty of 
standard supplies on hand so that 
no job will be slowed up for lack of 
materials. 

“How else can vou give service to 


include 





D. B. Clayton, Sr., left, and C. L. Teal, top executives of Electric Construe- 
tors, Inc., and Knight Electric Co., of Birmingham, Alabama. 
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vour customers without this _ over- 

head?” Clayton wants to know. 

‘What is the contractor selling but 

his skill and service based on _ his 

knowledge of the services necessary 

§ to do a thorough electrical construc 
- tion job?” 

It is this that makes the close rela 
tion between the general and elusive 
term of “good will’ and overhead, ac 
cording to Clayton. “A business 
man should be proud of the proper 
imount of overhead, and other busi 
nessmen will recognize its value. No 
one will give construction work long 
to a man unless that work is serviced 





properly. And it is through proper 
ervice that good will is built.” 
“4 \ closer look into this business 


shows how the work is handled; 
shows the value given to this ove 
head, and how the $300,000 con 
tracting volume was done last year. 

[aking the number one _ require- 
ment of overhead, estimating, it is 
observed that this company has two 
estimators, and that both of them 
ire skilled and experienced men. D 


In these views of the Knight Electric 
organization are shown some of the 
elements that enter into proper over- 
© head expense. At the top of the page, 
left to right, are D. B. Clayton, Jr.. 
and J. E. Galloway, Jr., estimators, 
looking over plans. Center, L. C. 
Curlee, far left, superintendent, and 
George Schreck (with hat) are 
charged with construction responsibi- 
lities on jobs such as this one at the 
new City Hall, in Birmingham. Be- 
low, Tom Farrior, seated at his desk, 
. charges out material in his capacity 
as materials clerk and time-keeper. 


B. “Don” Ciayton, Jr., son of Mi 
Clayton, is a graduate of Clemson 
in architecture, and having grown 
up in the electrical business, has 
many years’ experience. His archi 
tectural work has been very valuable 
to him in industrial contracting. 

J. E. Galloway, Jr., who was with 
the company during the work at 
Pascagoula during the war, is the oth 
er estimator. ‘These two experienced 
men also do most of the buying, 
seeing that stocks are kept complete, 
without too great inventories in any 
one type of supplies. 

Two bookkeepers are employed by 
the company. A complete financial 
statement showing all phases of the 
company’s financial standing is pre 
pared each month; and great pains 
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This attractive building in Birmingham is the joint headquarters for Knight 
Electric Co., and Electric Constructors, Inc. Below is a partial view of the 
general offices of the organization. 


are made to keep the records straight. 
Clayton wants no single figure out 
of place for he well knows that in 
this day and time of government con 
trol getting behind in records is sure 
to cause troubles with tax men and 
other officials. “The biggest single 
factor in record-keeping,” says Clay- 
ton, “is keeping them up-to-date. 
Nothing is harder than to go back a 
month or two, or sometimes even a 
few days and try to sort out accurate 
facts about business or material trans 
actions.” 

This record-keeping extends into 
all phases of the business, and into 
time and material supply records. 

Time-keeping and materials record- 
keeping are two duties handled by 
one man at this company, who has 
his hands full, but is helped in his 
work by the efficiency of special 
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forms and systems worked out for 
this purpose. 

Here is roughly how Tom Farrior, 
entrusted with these duties, explains 
it: “Our stockroom, approximately 
20 by 40 feet, enclosed with wire 
mesh, houses most of our standard 
supplies, such as floor or wall boxes, 
receptacles, fittings, standard switch- 
es, and others. Our bulk parts such 
as conduit are kept in the main 
warehouse. I keep a running, or per- 
petual inventory on all this material, 
marking down on special cards what- 
ever is checked out, and putting in 
the new figure for what is left. 

“Each bit of material checked out 
also goes on the job work tickets, 
which are in two classifications: This 
company handles jobs of all sizes, 
from the fifty cent job to the big- 
gest, and for the small job we have 


a special work order ticket, made out 
in duplicate, giving the name, ad 
dress, telephone number, and what 
is to be done. One copy of this 1s 
given to the electrician, and the oth- 
er 4s kept by me as a record of ma- 
terials used, amount of time on job, 
and inspection information. This en- 
ables me to keep small jobs in order. 

“The larger jobs of course have 
special job tickets, and all materials 
going to those jobs are charged out 
when they leave the warehouse. It 
is the custom at this company to 
keep plenty of standard construction 
materials in the warehouse at all 
times and to work jobs from this 
stock, making purchases at regulat 
intervals to replenish this stock. 

“For keeping time on all electric- 
ians, we also have a daily time tic 
ket, and each week this is consoli 
dated into a weekly report and turn 
ed into the office for payrolls to be 
made the next day. 

“Other important forms we use 
are: the material requisition, which 
is used by foremen on the job, or 
myself to send in for purchase orders; 
the warehouse receipt, which indi 
cates catalog numbers, quantity, and 
condition of materials received; the 
hand receipt, which is kept as a re 
cord of tools borrowed or exchanged. 

“Our rate of tool loss is very low. 
Certain hand tools specified in the 
union contract are furnished by the 
electrician, and the company furnish 
es the remainder. On a special blue 
card, | keep a record of all tools 
checked out to particular jobs, and 
to particular men, and this cuts ou 
losses. Often a man asks me for a 
particular item, and I am able to 
point out to him that he already 
has such an item checked out to him, 
whereupon he usually scouts around 
and finds it.” 

This system under the control of 
an efficient worker keeps the material 
records right up-to-date, saves time 
and lost materials. 

Purchasing, the third item on the 
list of proper overhead, is handled by 
the estimators here, mostly, with ac 
curate records from which to work. 
The fourth item, engineering, is 
shared in by all the experienced men 
in the company. The elder Clayton 
is an FE. E. from Clemson, and Teai 
has been in the electrical business 
since 1917. 

Getting the proper construction su 
pervisors and superintendents is one 
of the most important matters in the 
business. General working superin 
tendent at these two companies is 
L. C. Curlee, a man who has been 
working with Mr. Clayton since 1920. 

(Continued on page 60) 
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Lishting Market ing which are considerably less than 


1% of the total. 

Measurements with foot-candle me 
ters indicated that at least 85% of 
the lighting in this average American 


Survey ina typical city discloses 


unusual facts on lighting sales city is inadequate by Illuminating En 
gineering Society standards. In a 


group of areas, all of which are re 
commended for 50 foot-candles of 


Over 85% of the lighting in the der the direction of the Electric Lea illumination by I.E..S. standards, read 
average American city is inadequate. gue of Indianapolis, Inc., was sched ings of +6 foot-candles and better ac 

Chis fact developed from a survey uled to start on October 1. counted for only 9% of the total. In 
of Indianapolis, Indiana, just com Analysis of national data revealed these same types of areas over one 
pleted for the Industrial and Com that Indianapolis lighting fixture sales third were less than 10 foot-candles, 
mercial Lighting Equipment Section were very close to national average, be and considerably cover one-half were 
of the National Electrical Manufac ing better by about 13%. less than 20 foot-candles. 
turers Association by an Independent In this average American city less These data indicate that the market 
market research agency. Indianapolis than 20% of the lighting fixtures in for lighting is not even approaching 
was selected by the manufacturers use have been installed since the end saturation Ihe Indianapolis study 
group as a test citv for studying meth of World War II. Approximately shows that the public expects to buy 
ods for marketing relighting in com three-quarters of these fixtures sold in during the next twelve months approx 
mercial and industrial establishments the postwar period have been fluores imately 24% more lighting fixtures 
in accordance with the National cent, and the balance have been in than have been purchased in an avert 
Planned Lighting Program. A vear’s candescent. ‘This does not take into age postwar year. 
promotional program of relighting un account miscellaneous types of light (Continued on page 68) 














Professional Consultation 
Considerable Sales Inertia To Be Overcome On Lighting Obtained 
Before Installation 
. ° . ae 2 96% 
Reasons for not planning on new fixtures Potal No one * 
——— Architects 3 
. . A i “a0; Electrical Contractors 38 
Present lighting satisfactory IB% cea Micdee tiie - 
Recently installed new ones 18 Lighting Engineers ‘ 
Interior Decorators — 
W aiting for lower cost fixtures » Fixture Manufacturers 2 
= , 2 Electrical Jobbers 9 
Waiting until completely redecorated or rebuilt 1 pe aie ‘ 
Publie Utilities 2 
Other 16 Friends 10 
Others 8 
= Total 109 % 
“Total 1LOL% 
Total exceeds 100% because of multiple answers. Potal exceeds 100% because of 
multiple answers. 














Level of Lighting Intensity in Selected Locations* 




















Foot-Candle Sales, Recreation, Banks, Small a Tot:l 
Reading Display Congregation Offices Manufacturers : ; 

Less than 10 29% 45% 33% 34% 21% 36% 

11—20 24 25 26 28 30 25 

21—30 23 18 24 1] 14 19 

31—45 12 § 7 14 2] 10 

46 and over 12 + 10 13 14 9 

In all areas measured the IES recommended practice is 50 foot-candles 

These charts show some of the information uncovered in is evidence that owners must be sold on the value of ade- 
the Indianapolis survey. The great majority of installations quate lighting. Electrical contractors have been the princi- 
have less than half as much light as they need, but there pal source of assistance in lighting planning. 
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This double grid un- 
derfloor duct sys- 
tem, installed in the 
John Deere Plow 
Company, Atlanta, 
indicates the com- 
plete coverage of the 
floor area obtained 
with this new type 
of electrical raceway 
system. 


Undertloor Ducts 


by Louis F. Kummel 


Sales Manager for Underfloor 
Wiring, General Electric Co. 
Bridgeport. Conn. 


A CONSYTANY? need exists m all types 
of commercial, industrial, and institu 
tional buildings for electrical systems 
which will provide the availability of 
floor outlets for immediate needs as 
well as for future alterations or in 
creased demands. 

The continual changes mm modern 
buildings are becoming a vast prob 


lem not only to the owners but also 
to the tenants. ‘l’oday, tenants are de 
manding more electrical facilities; they 
want to place equipment where it 
does the most good—not where the 
lack of electrical services dictates it 
must be placed. 

Development of new equipment is 
also a factor in the need for availability 





Fig. 1. Duet raceway and junction box with cover partially removed to show 
the adequate handhole space. : 
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of outlets. An indication of such a 
need was emphasized just recently by 
a news release which stated in part, 
‘International Business Machine Cor- 
poration offers eight new machines to 
simplify office procedures. Six of the 
new products are electrical account- 
ing machines, three of them embodv- 
ing electronic principles.” 

Here is evidence of the necessity 
of planning electrical distribution sys 
tems to take care of future needs as 
well as present requirements. New 
machines are continually coming on 
the market each year, and the electri 
cal systems must have ample capacity 
and suitable availability to accommo 
date these machines. 

Future additions are a problem in 
any building. It is interesting to note 
an actual case where an insurance com 
pany added and relocated telephon« 
units. 

When the original building was 
erected in 1923, there were 275 tele 
phone units installed. ‘Throughout 
the years, others were added until in 
1938 there were 561 units and in 
1944 the units totaled 693. 

These figures show the need for a 
system to take care of future additions 
far beyond the additions above. 522 
relocations were made in 1942, with 
136 in 1943, 214 in 1944, and 160 
in 1945. Facts of this kind show the 
tremendous drain on the electrical dis 
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Fig. 2. An underfloor duct installation 
grid and factory-set inserts spaced every two feet. set 


tribution svstem as well as the high 
maintenance costs when proper floor 
distribution not taken into consid 
cration at the time the structure is 
built. 

Modern structures arc 


wired = for 
electrical power, telephone, signal, and 
lighting circuits at the time of con 
struction. Such structures invariably 
have some kind of underfloor distri 
bution to service these svstems. 
Electrical distribution 
consists of ducts installed in the floors 


underfloor 


of such buildings. ‘These ducts arc 
capable of being tapped to bring out 
clectrical outlets under equipment at 
the exact spot where thev are needed, 
thereby climinating the unsightly ap 
pearance and hazards of portable cords 
that are too often Ieft Iving on the 
floor or draped over moldings 
Underfloor distribution racewavs ac 
commodate manv more wires than th« 
thereby 


conventional tvpe raceways, 


Fig. 4. Closeup of junction box before 





iT 
Lime 


with double duet Fig. 3. This installation is designed for use with “after- 


allowing for greater capacitv of the 
svstcm Nlost 
number of wires to nine, regardless of 


With 
ducts 


raceways limit the 


the size of wire or raceway. 
underfloor distribution, — the 
(raceways) accommodate up to 40% 
of the interior arca of the raceway; 
39 No. 14 Awg ‘Tvpe R wires can be 
used in an underfloor raceway or 3] 
No. 12 Awg ‘Ivpe R. Naturally, a 
greater number of the ‘T-type wires 
can be used without exceeding the 
40% area rule. 

An underfloor duct svstem is made 
up of four major components: ducts 
racewavs), junction boxes, duct fit 
tings, and outlets. (Sce Fig. | 

he ducts or racewavs can be ob 
tained with two types of inserts, (a 
those which are preset at the factor 
on determined centers—usually two 
feet, or (b) those which are installed 
after the concrete has been poured and 
the location. of the outlets has been 


fill is poured. 
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* outlets which can be installed at any time. 


determined. (See Fig. and Fig. 3. 

Junction boxes of grav iron cast 
ings are used as feed points, or as pull 
boxes, and for splicing the conductors 
of the various svstems. ‘hese boxes 
have ample hand hole space for casy 
handling of the wires. Maulti-com 
partment boxes, such as are used for 
combined high- and low-tension in 
stallations, have the high- and low 
voltage compartments separated by 
fixed partitions See Fig. 4. 

Duct fittings, of cither grav iron 
casting or stecl, consist of couplings 
which couple together the duct sec 
tion; intermediate supports to support 
the duct between couplings; leveling 
screws for couplings, supports, mark 
crs, floor clbows, and boxes to level 
the entire system to its proper place 
in the slab or concrete fill; end mark 
ers which close off the ends of duct 
and mark and identify these ends; 
ind floor elbows of cither 90 degrees 





Fig. 5. Completed fiberduct installation with outlets. 
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Fig. 6. Single fiberduct installation in ground slab. Fig. 7. Double duct grid in monolithic construction. 


or +5 degrees which change the direc 
tion of the line of duct when boxes 
are not used at that point. 

Outlets or surface fittings consist 





of the items for the top of the floor. 
These are the various outlets for tele 
phone, signal, and power, and_ the 
floor flanges which accommodate th« 


Fig. 9. Installation of fiberduct for the Bank of Virginia at Roanoke where 
a triple duct system, using single and double boxes was used. 
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different standpipes used with the low 
tension systems. (See Fig. 5. 

Underfloorduct systems can be in 
stalled in concrete or under wood 
floors. ‘There are two gencral type 
of concrete floor construction: slab 
and-fill, and monolithic. any varia 
tions of these occur, but there 1s prac 
tically no type of floor construction 
in which underfloor ducts cannot b¢ 
used successfullv. In the slab-and 
fill tvpe of floor, the rough concrete 
irch (or slab) is poured first on forms 
When this has set, a lightweight fill 
is poured. In this tvpe of construc 
tion, the underfloor ducts are installed 
on top of the arch and imbedded in 
the fill. With the various types of 
monolithic pours, the duct is cast in 
the slab. (See Fig. 6 and Vig. 7 

A well-designed underfloor duct 
lavout provides for future electrical 
availabilitv. Such a Javout is not diffi 
cult though it mav appear comph 
cated at first sight. The utmost in 
flexibility or availability is accom 
plished with a “grid” lavout. With 
such a layout, the floor is criss-crossed 
at regular intervals or on specific cen 
ters by the underfloor ducts 

Many jobs are laid out on six- o1 
seven-foot centers, but the best spac 
ing of ducts is on centers of four o1 
five feet. With a lavout of this 
kind, most of the equipment whether 
it is desks or machines, can have elec 
trical service without unsightly cords 
dangling from the walls or running 
across the floor. A well-planned un 
derfloor duct system should add con 
siderably to the usability and value of 
the structure in succeeding vears. 

Underfloor distribution assures 
maximum wiring flexibility for the life 
of the building. Outlets for all tel 
phone and lighting requirements mavy 
be established at any time at any point 
along the lines of duct. It offers 
strong tenant appeal and _ increases 
rental values. It permits office man 

(Continued on page 68) 
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‘ode Changes Analyzed 


This concludes the Code amendments 
adopted recently by the NFPA 


ARTICLE 430—MOTORS AND 
CONTROLLERS 


Motor Overcurrent Protection 


Section 4321. General 
Add a fine print note to follow. this 
paragraph reading 
“For fire-pump motors, see NBFl 
pamphlet No. 20—Standards for the In 
stallation and Operation of Centrifugal 
Fire Pumps.” 
Section 4322. Contmuous Duty Motors 
Change line 4, sub-paragraph 1 of para 
graph a, More Than One Horsepower, t 
read 
for motors marked to have a 
temperature ; 
Change line four of sub-paragraph 1, para 
graph c, One Horsepower or Less—Auto 
matically Started, to read 
for motors marked to have 
1 temperature 
Section 4325 
Period 
Change first sentence so that its pres 
nt first two lines will read 


Shunting During Starting 


‘If the motor is manually started (in 
luding starting with a magnetic starter 
having push-button control), the run 
ning overcurrent protection i 
Section 4326 Fuses—In 
luctor 
\dd to the present sentence as follows 

except that a fuse shall also be 
inserted in a grounded conductor under 
the circumstances set forth in_ section 
#327 for circuits supplied by wye-delta 
x delta-wye connected transformers.” 
Section +4327 Devices Other Than 
Fuses—In Which Conductor 


Insert an asterisk ) to precede the 
figure 2, third column for each of the 
four kinds of 3-phase-motors 
\lso add, in rule text, at end of table 
the following 

Note: In the case of distribution 
svstems supplying wye-delta or delta-wve« 
onnected transformers (having the wyc 
neutral point in the primary ungrounded 
or not connected to the circuit) the au 
thority enforcing this code may requir 
that three running over-current units be 
provided for the protection of three-phas« 
3-wire motors, if field experience in th« 
territory of the authority indicates that a 
third unit is desirable because of motor 
winding failures at times of primarv single 
phase failures, unless the motors are oth 
erwise adequately protected.” 

Present fine print note 


Which Con 


l’o correct a_ proof-reading oversight 
the fine print text now following Section 
+327 (NFPA edition only) is to be trans 
posed so as to follow Section 4328 
Section 4374. Switching: 

Change the final clause of the first sen 
tence to read: 

“except when a separate switch com 
plying with paragraph b of section 4386 
is used for the control circuit.” 


by Jefferson D. Brooks 


Motor Controllers 


Section 4383 
Paragraph Portable Motor of—Hors« 
power or Less: Change the value “%4’ 
to “1/3” in both the paragraph caption 
ind in its text 


Comment. }'ire-pump 
quire special treatment, therefore the 


Rating 


motors rec 


reference to the proper standard. 
Running protection set for 125% 
of the current, as 


previoush 


motor running 
permitted for 
40C. motors is no longer 
open tvpe motors 


open type 
restricted to 


Motor running protection overcut 
rent devices mav be required in all 
three circuit conductors to three-phase 
phase is 


motors where one primary 


subject to failure, to prevent singl¢ 
phase operation of the motor, which 
might damage the windings 

An attachment plug and a recep 


tacle mav serve as the controller for 


1 portable motor 3 h.p. or less 
ARTICLE 450—TRANSFORMERS 
AND TRANSFORMER VAULTS 


Section +524 Oil-Insulated ‘Transform 

CTS Installed Outdoors 

Substitute the 

the present text 
“Oil-Insulated ‘Transformers — Installed 

Outdoors Combustible material, com 

bustible buildings and parts of buildings 


1] 
rollowing yaragtTa fo 


fire escapes, door and window openings 
shall be safe-guarded from fires originat 
ing in oil-insulated transformers installed 
on, ittached to. or 
ng or 


“Space sep 


idjacent to a build 
combustible material 

rations, fire-resistant Dal 
riers and enclosures which confine the 
oil of a ruptured transformer tank ar¢ 
recognized safeguards One or more ot 


these safeguards shall be applied accord 
ing to the degree of hazard involved in 
ises where the transformer installation 
presents a fire hazard 

“Oil enclosures may consist of fire-r¢ 
sistant dikes, curbed areas or basins, o1 
trenches filled with coarse crushed stone 
Oil enclosures shall be provided with 
trapped drains in cases where the ex 
posure and the quantity of oil involved 
ire such that removal of oil is important 


Comment. ‘The phrasing is clarified 
ARTICLE 725—REMOTE 
CONTROL, LOW-ENERGY POWER 
AND SIGNAL CIRCUITS 
Class 1 Systems 


Insert two new sections, numbered 7265 


and 7266, to read as follows: 


“Section 7265. Number of Conductors 


in Racewavs: 
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[he number of conductors of remot 
ontrol or signal circuit n a racewa 
may be determined accor ( ] 
4 or 9 of Chapter 10; and Note 4 ot 
Table 1 need not be observed. Where 


power or lighting circuit condu il 
na raceway with remote-contr ondu 
tors, the provisions of Note 4 sl n 








ipply to the conductors f emot n 
trol 
Present cross referen n ’ 1] 
to be edited t es yond te n 
text 
Section 7266 Conductor f Different 
Svstems 
Conductors of two or m ( 
remote-control] and or signa ts m 
occupy the same enclosu 
vithout regard to whether t! ndividua 
systems or circuits are alternat | 
rect current yrovided all duct 
nsulated for the maximum voltage f 
inv conductor in the en ur ract 
wal Conductors of remote-control, 1 
erg power and signa 
hich the current is limited for Clas 
systems, shall be onsidered Clas 
vstem onductors for the pul e of 
this requirement t n in 
stalle 1 im accordan vith th pro\ ) 
for Class 1 system mat 
Present Sections 7265. te 72 I 
Sections 7265 to 7269 in e sh 
numbered 7267 7271 
Limitation of Cl 4 ( } 
ind Signal System 
Section 7281 Limitat ( 
Svstems 
Paragraphs a, b, and c: Change the ter 
inherent-current limitin th ’ 
sentence of each of th 
grarhs to “‘energv-limiting 
Section 7253 l'ransfori atin 
Delete the final hrase ind wh 
not of the current-limiting t 
Comment. ‘Ihe rearrangement 
clears up several differences of opin 


ion as to the intent 


800—COMMUNICATION 
CIRCUITS 


ARTICLE 


Section SOO] Scope 
Present second fine-print not Delet 


vords “burglar alarm 


Outside Conductors 


Section 8022 Lightning Conductors 
Revise this paragraph so 

‘When practicable, a se] 
least six feet shall be maintained between 
open conductors of communication 


tems on buildings and lightning condu 





tors “if 

Grounding 

Grounding 

Protector Ground, Sub 
Change last sentence to 


Section 8041. 
Paragraph b 
paragraph 5 
read: 
“The requirements for separate mad 
(Continued on page 58) 
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Unit Substations 


Advantages and disadvantages of unit 
and conventional types 


Put COMPARISON of the advan 
tages and disadvantages of unit and 
conventional steel structure type sub 
stations has been discussed from a 
gencral viewpoint a number of times 
In this article, | shall make a com 
parison of the advantages and disad 
vantages of the two tvpes of substa 
tions, based upon actual experiences 
with installations recently made by 
our company. We have had ou 
troubles and difficulties with unit tvpe 
substation 
these troubles can be attributed to ou 


installations. Some © of 


own methods of installation, but 
some, we believe, are due to other 
Causes. 

It seems to me that use of the unit 
tvpe substation may be compared to 
the adoption of a “style” and attri 
buted largely to the war, since the 
number of units in-service in_ the 
country increased from 100 in 1939 
to 2,700 in 1945. However, therc 
must be merit in this cquipment, 
possibly resulting in ultimate “dollar 
saving,” because this upward trend 
in the number of units in use has 
continued during the postwar period. 
‘The number of units in service at the 
present time is well over 5,000. 

In order to make a comparison be 
tween two items, it 1s not necessary 
that thev be alike or similar, but they 
should serve practically the same put 
pose. ‘This comparison and analogy 
will cover only two specific sizes of 
unit substations, 1500 kva and 3000 
kva, cach rated 11 kv or 13.2 kv on 
the high voltage side and 2.4/4.16 
kv wyve on the low voltage side, and 
the corresponding conventional steel 
structure types. ‘The 1500 kva size 
has one 2.4/+.16 kv wve low voltage 
circuit, while the 3000 kva size has 
two low voltage circuits. Neither of 
the unit type substations nor the 
1500 kva conventional tvpe has a 
transfer bus or by-pass facilities. The 
unit type substations have bus regu 
tation, while the conventional types 
have individual feeder regulators. For 
This article adapted from a discussion 
presented before a meeting of the 
Engineering and Operation Section. 
Southeastern Electric Exchange. 
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by Frederick J. Zak 


Supervisor Substation Engineering 
Virginia Electric & Power Company 
Richmond. Virginia 


this Comparison, in order not to do 


anv “doctoring” to actual figures, the 
above differences will be overlooked, 
although the imbherent benefits are 
quite essential and important from the 
operating point of view. 

It is desired now to take up and 
discuss very bricfly the advantages and 
disadvantages of the two substation 


types. 


Unit Type Advantages 


Ihe salient advantages of the unit 
tvpe substation, based upon our ex 
pericnce, may be listed as follows 

(a) Less Substation Yard Required 

he unit tvpe substation required 
about 1/3 less physical ground spacc 
and less head room than the conven 
tional tvpe. Tlowever, most all sub 
station lots purchased were approxi 
mately the same size. Since the unit 
tvpe required about 1/3 less sq. ft. 
space, less grading was necessary and, 
conservatively, about 1/3 less crushed 


are compared 


rock was required. Less space requir 
cd for equipment means less vard 
maimtcnance. 

(b) Less Concrete Slab Work 

Although the single slab installa 
tions made required about 10 cu. vds. 
of concrete, which was the samc 
amount as for all the slabs for the 
conventional type, the slab for the 
unit type required one job of form 


ing, whereas the slabs for the conven 


tional tvpe required about 12 separate 


forms. 

(c) More Suitable in Restricted 
Places 

he unit substation is more suit 


ible for installation in restricted resi 
dential locations where it is necessary 
to comply with building and zoning 
restrictions. Just recently, an installa 
tion of a unit substation was madc, 
rather than a conventional type, b¢ 
cause of such building and zoning rc 
strictions. Studies indicated that a 
substation in this particular location 
was very desirable, but the conven 
tional tvpe was not permitted. 

In another instance, a condition 
arose in which the present conven 
tional tvpe substation had outgrown 








A Typical 3000 kva, 13.2-2.4/4.16 Y kv unit substation—cable high and 


low voltage connections. 
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its capacity, and it was_ practically 
impossible to acquire adjacent space 
for expansion. In this case, it was 
decided to replace the present conven 
tional type of substation with a unit 
type of increased capacity since it rc 
quires less square-foot space. 

(d) Less Handling and Connections 
Made Quicker 

Since the 3000 kva unit type com 
priscs only 2 parts, the transformer 
and the 1500 kva 
parts, the number 
of parts handled is 


and the switchgear, 
unit 18 In One oF 

considerably re 
duced, and also less time is re juired to 
make the necessarv high voltage and 
low voltage connections. Our present 
practice is to have both the high and 
connections made over 


3000 kva units recenth 


low voltage 
head. [he 
mstalled, however, do have the high 
voltage connections made with non 
leaded tv pc cable. ‘This was done b« 
1use we could get these units quick 
er than the others, with all the over 
cad connections 

(e) Greater Mobility 

Use of the unit tvpe substation re 
mobility since the 


sults in greater 


3000 kva units comprise but parts 
ind the 1500 kva, one or two. Up 
to the present time, we, and perhaps 
other companics, have not been abl 
to take advantage of this benefit, be 
taken so long, 
ind we have not had cnough of them 
on hand. We have on hand and in 
service 4-1500 kwa, 3-2500 kva, and 


53-3000 kva unit type substations. W¢ 


cause deliveries have 


have, however, on order 8-1500 kva, 
1-2500 kva, and 6-3000 kva units. 
Unit Type Disadvantages 


In connection with the disadvan 


tages of the unit tvpe substation, we 
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Comparison of one-line diagrams for 3000 kva unit type and conventional 


steel structure 


realize that some of those listed be 


low would be cither minimized ot 
even climinated if a portable substa 
Wailable for use. We do 


a portable on hand, but w« 


tion wcrc 
not have 
have one on order. ‘The outstanding 
disadvantages of the unit tvpe substa 
tion, which we have cncountered un 
der our conditions and which we con 
sider important, arc listed as follows 
(a) Normal Design Not 
Flexible 
Normal 


rupted service from a unit substation 


Inherent 


design prevents unintel 
when the tap-changing under load mc 
chanism develops trouble o1 


general maintenance It is not pos 


needs 





B Typical 3000 kva, 13.2-2.4/4.16 Y kv unit substation—-overhead high 


and low voltage connections. 
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type substation. 


sible to by-pass this and so maintain 
unregulated service. ‘The entire unit 
taken out of service. Al 
though not so commonly cncountered 


must be 


failure of either transformer or switch 
rear section would require removal of 
these sections from service during rec 
pairs. ‘This is also true when main 
tenance of cither section is necessary 
Of course, a spare breaker would pro 
vide means to do maintenance work 
on the breakers in the switchgear se 


tion, O1 portable substation could 


be used during such operations 


(b) No By-pass and ‘Transfer Bus 
Facilities for Switchgear Breakers 

Although we realize these facilities 
can be provided by the manufacturer, 
we understand that the standard dc 
sign does not include the by-pass and 
transfer bus facilities for the break 
crs in the switchgear section. ‘There 
fore, in order to do anv maintenance 
work on the breaker, it 1s necessar 
to either interrupt service to replac¢ 
the breaker with a spare one, to pro 
vide poletop feeder cut-over facilities 
outside the substation, or 
means to tie the distribution circuits 
together so adjacent substations will 
carry the load until the breaker is 


prov ick 


checked and repaired. 

We have been resorting to the last 
method of carrving the load from 
other substations for conditions of 
this nature. We have not purchased 
any spare breakers, since the unit sub 
stations in the different localities are 
purchased from more than one manu 
facturer, and spare breakers would not 
be interchangeable. As mentioned 


above, if a portable substation were 


25 











C Typical 3750 kva, 13.2-2.4/4.16 Y kv standard steel substation structure 
installation.. Incoming 13.2 kv pull-off over low voltage substation structure. 


available, this disadvantage would not 
be so critical. 

(c) Replacement Parts 

Due to the inherent design, it is 
impractical to carry in stock replace 
ment parts covering the major items 
such as the tap-changer or major sec 
tions of the bus. ‘The time element 
required to make the replacement of 
these parts, even if that particular 
item should be on hand, would 
imount to more than that required 
to make a repair of the part involved. 
‘his disadvantage would also be alle 
viated if a portable unit were avail 


ible for use 


(d) Isolated Locations 

The unit tvpe substation does not 
lend itself to locations at the end of 
long radical supply feeders, or to those 
remote from other substations. We 
had a case of this nature under con 
sideration in which a community, 
about 10 miles away and served by a 
13.2 kv feeder, required an increase 
in substation capacity. ‘The substa 
tion space requirements were limited, 
and the unit type would have been 
ideal insofar as this location was con 
cerned. However, since the nearest 
relay source or substation was about 
10 miles away, the unit type sub 
station idea was abandoned. If the 





D Typical 3750 kva, 13.2-2.4/4.16 Y kv standard steel substation structure 
installation. Incoming 13.2 kv pull-off over transformer bank. 
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unit type imstallation had been made 
at this location and any trouble oc 
curred, all service to the community 
would have had to be cut off, at best, 
until the nearest substation service 
man (in this case, 10 miles away) 
could arrive and possibly restore ser 
ice. If the trouble were of a more 
serious nature, the community would 
have had to remain without service 
until repairs were made, since there 
were no nearby or adjacent substa 
tions to furnish the relay service. 

(e) Concrete Foundations More 
Critical 

Even though, as listed in “Advan 
tages,” paragraph “‘b” above, less con 
crete slab or foundation work is ne- 
cessary for the unit type substation, 
we have found that, particularly for 
the 3000 kva size, which requires a 
reinforced concrete mat approximate 
ly 20 ft. long and 17 ft. wide, it is 
necessary to have the top perfectly 
level underneath the equipment and 
not approximately level. In our first 
installation, the top of the slab was 
approximately level, and it was neces 
sary to use 4-4” washers at one end 
ind a lesser number in between in 
order to align the switchgear section 
and the transformer. Naturally, a 
unit substation installation of this na 
ture is not the proper kind and offers 
operating and maintenance disadvan 
tages. 

(f) Not Feasible for Small ‘Tempor- 
ary Substation Installation 

The question comes to our minds 
how small is small, especially when 
temporary substations are considered? 
In this case, reference is made to trans 
former capacities of 600 or 1000 kva 
serving one outgoing low voltage ci 
cuit, preferably without a_ breaker, 
and generally without voltage regula 
tors. As far as investment is con 
cerned, if a 1500 kva unit type sub 
station were used for this purpose, the 
rate of cost would be conservatively 
about 4 or 5 to 1, and impractical to 
consider for installation. 

(g) Manufacturers Not Furnishing 
Proper Component Parts of Unit Sub- 
station In One Shipment 

In this connection, perhaps our ex 
perience has been rather unusual, but, 
at any rate, we have encountered this 
problem more than once. In one in 
stance, a 3000 kva unit substation 
was installed, and it was found that 
the gas was leaking, a bushing was 
broken, transformer tank was bulged 
out by gas pressure, the shaft of the 
tap changing under load mechanism 
was bent and could not be operated. 
About 6 to 8 weeks time elapsed be 
fore this was repaired and the unit 
placed in service. 

(Continued on page 64) 
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From start... 





AT PERMANENTE METALS’ Newark, Ohio plant, the pro- 
duction of high quality Kaiser Aluminum Conductor starts 
in the remelt department. Here high purity pig from Per- 
manente Metals’ own reduction plants is remelted and cast 
into 99.5% purity ingots 6” square and 12’ long. These pass 
through a series of automatic break-down and finishing 
mills to become rod ready for wire drawing. 


Controlled 


As important as the high quality of Kaiser Alumi- 
num Conductor is the consistently dependable 
deliveries assured by Permanente Metals’ cen- 
trally located Newark, Ohio plant. 


to finish... 





ont 


ROD IS DRAWN into wire on the most modern equip- 
ment in the electrical conductor industry. High speed 
cable stranders, manned by skilled personnel, produce 
the finished conductor, which has been tested at every 
step by modern methods and equipment. Result of this 
completely integrated production control is pictured above 
aluminum conductor of unsurpassed quaiity! 





for quality! 


Early delivery schedules of all sizes of ACSR 
and all-aluminum conductor are now open. Write, 
wire or phone any office of Permanente Products’ 
nationwide sales organization. 


Permanente Metals 


PRODUCER OF 





CONDUCTOR 


SOLD BY PERMANENTE PRODUCTS COMPANY, KAISER BUILDING, OAKLAND 12, CALIF. ... OFFICES IN: Atlanta 

Boston * Chicago * Cincinnati * Cleveland * Dallas * Denver * Detroit * Houston * Indianapolis * Kansas City * Los Angeles * Milwaukee 

Minneapolis * New York * Oakland * Philadelphia * Portland, Ore. * Rochester, N. Y. * Seattle * Spokane + St. Louis * Wichita 
Also available through General Electric Supply Corporation, Westinghouse Electric Supply Company, and Line Material Company. 
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Time Studies 


Time and motion studies have served 


industry 


profitably and have many 


applications in the electrical field 


by J. Arthur Turner 


President 


Tampa 


{frmature Works 


Tampa. Florida 


likes time and motion 


to obtain a 


Nosopy 
studics—but, 
for comparing what is being accom 
plished with what could be accom 
plished under reasonable and efficient 
condition, management has turned to 
time studies to reduce their costs to 
mect stiff competition. ‘Time study 
often does even more than this be 
cause it records clapsed time in terms 
of production and non-production 
efforts—it highlights time losses and 
the reason for them. 
may include difficulties in plant lay 
out or slips in planning and scheduling 


] | 
vardstick 


I'hese reasons 


the production flow from machine to 
machine, or from department to de 
partment. 

On an ever broadening front labor 
has accepted as socially and cconomi 
cally secure the principles of scientific 
management and has participated in 
its application. In part, and even 
more important in the long run, it is 
the result of the adoption by manage 
ment of a broader and more enlight 
ening labor policy. 

One way to beat down resistance 
to time studies is to let the workers 
help make them. Your first step 
should be to win vour emplovees over. 
Intelligent workers realize that thei 
jobs are more secure when thev work 
as a team to help cut costs by increas 
ing their efficiency. It pavs to talk 
vour plans over with vour employees 
Talk re 
veals what goes on in the other man’s 
mind; it develops group thinking and 
turns ideas into ideals; talk into action, 
and action into management. Profit 
is important, but it is not the only 
incentive. ‘The satisfaction of doing 
a job well, of gaining and holding a 
place of leadership in your field is 
also a factor which cannot be over 


looked. 


and seck their cooperation. 


This article adapted from a discus- 
sion presented before a meeling of the 
National Industrial Service Assn. 
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Making time studies of rewinding 
polyphase motors is complicated and 
many factors must be taken into con 
sideration before arriving at what we 
term “‘average man hours” required for 
the various operations. ‘This time 
study covers rewinding 3-phase, 60 
cevcle, 220/440/550 volt N.E.M.A. 
frame motors from 1-25 h.p., in 2, 4, 
6, 5 and 10 pole. The results arc 
based on data received by our Engi 
neering Department at St. Louis from 
twelve well equipped N.I.S.A. mem 
ber shops located in various sections 
of the United States, together with 
data taken from our files, which has 
been accumulated over a period of 
several vears. 

One of the factors taken into con 
sideration was that the shops used in 
this survey were well managed and 
well equipped. We all realize that 
some motors are easicr to rewind than 
others; some have more slots and 
wider laminations; some have morc 
copper and more turns; some have 
nine leads for dual voltage connec 
tion; some have laminations distorted 
where bearings have gone down and 
allowed the rotor to rub the stator; 
some motors are dirticr than others 
and some are harder to strip. 

In arriving at the average man hours 
requircd for the various operations 
as manv as one hundred motors of 
one size and practically all makes were 
used, and we believe that the results 
shown on our 
resent the average man hours required 
for a well equipped and well man 
aged shop to do the job. 


summary sheet rep 


The Well-Managed Shop 


What is a well equipped and a well 
managed shop? A well equipped shop 
first must .have an adequate building, 
one large enough to accommodate the 
various departments, providing suffi- 
cient floor space where the work can 
be carried on in an efficient man- 
ner. Next—the 


Receiving and shipping depart- 
ment should have adequate unloading 
and loading facilities so that one man 
can unload and load any work that 
comes to the shop. He should make 
proper records of how the apparatus 
was received—whether it came in via 
rail, truck, railway express, air express 
or parcel post. He should also indi 
cate on the work order how the ap 
paratus is to be returned to the cus 
tomer. He should next indicate on 
the work order a list of the accessories 
that came in with the apparatus, such 
as sliding bases, pulleys, V-belt shea 
ves, pinions, couplings, brake drums, 
enc. 

He should indicate the location of 
the accessories on the shaft or motor, 
how the apparatus is to be assembled, 
whether the shaft is to be on the right 
or left facing leads, whether the end 
bells are quartered or upside down, 
the length of the lead wires, etc. he 
apparatus should then go to the 

‘Testing and assembling department. 
In the larger shops, one man should 
do all of the testing. He should be 
well qualified so that he can quickly 
recognize the work that should be 
performed. He should test and in 
spect the windings, bearings, shaft, 
kevways, collector rings, commuta 
tors, brushholders, etc. Tle should 
especially be on the alert to discover 
bad connections on slip ring and 
squirrel cage rotors and make sure fan 
blades are securely fastened and _ that 
cast aluminum fans have no cracks 
in them. 

Hie should also note if there is ex 
cessive oil on the windings or on the 
end bells, which would indicate that 
the motor had been oiled excessively, 
or oil is being siphoned out of the 
bearings, or the bearing housing crack- 
ed or defective. He should also indi 
cate the work to be performed in the 
various departments. After the work 
has been finished, it should be close 
lv inspected to make sure that the 
workmanship is first class and the job 
appearance good. After this, it should 
be tested electrically and after it is 
assembled it should be given a run 
ning test. 

On polyphase motors, in addition 
to the standard potential tests from 
the windings to ground, locked rotor 
current tests should be made. You 
can refer to your ‘Technical Manual, 
Page C-18 of the N.E.M.A. Standards, 
where a table of locked rotor currents 
is shown from | to 200 h.p. It is 
not necessary that locked rotor cur- 
rent tests be made by applving full 
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GIMBELS—- PITTSBURGH 


William York Cocken: Architect 


The Trimble Co.: General Contractors To transfer your creative lighting designs from “blueprint” to reality 


C. W. Carter Elec. Construction Co.: 

Rarer is relatively simple when you specify Pittsburgh Permaflector Lighting 

toe, tiiaeaenaks. Equipment. Pittsburgh Reflector Company has the equipment 

— xa sassy em and know-how required to give you efficient, economical illumination 

foal) incancescent siiverec- : 

glass Permoflectors produce that exactly fills your needs—whether your plans call for fluorescent 

“light f selling.” Dramati ‘ i ; ‘ ie iat " 

lg: ne ae or incandescent light or a combination of both. You will find it worth- 

ee while to discuss your problems with Pittsburgh Permaflector Engineers. 
ination, ceiling recessed, flu- 

orescent-incandescent units. Why alent call or write today? 


~ Pirtspurch RerecTor ComPANy FE 


405 OLIVER BUILDING + PITTSBURGH 22, PENNSYLVANIA 
MANUFACTURERS OF FLUORESCENT & INCANDESCENT LIGHTING EQUIPMENT 


Permaflector Lighting Engineers in All Principal Cities 





PITTSBURGH PERMAFLECTOR LIGHTING EQUIPMENT IS DISTRIBUTED BY BETTER ELECTRICAL WHOLESALERS EVERYWHERE 








AVERAGE MAN HOURS REQUIRED TO REWIND 3 PHASE 60 CYCLE 220/440/550 VOLT NEMA FRAME MOTORS 





COLUMN A—MAN HOURS REQUIRED TO DISASSEMBLE, STRIP, CLEAN, DIP, BAKE, ASSEMBLE, PAINT AND TEST 
COLUMN C—MAN HOURS REQUIRED TO MAKE A SET OF MUSH COILS 
COLUMN W—MAN HOURS REQUIRED TO INSULATE, INSTALL COILS AND CONNECT 

COLUMN T—TOTAL MAN HQURS REQUIRED IN ASSEMBLY, COIL AND WINDING OPERATIONS 


(VARNISHED SLEEVING ON LEADS AND TAPED EARS) 
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OUR WORKERS ARE RECOGNIZED, SELECTED AND EVALUATED BY COMPARISON 
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voltage to the windings. Locked ro 
tor current tests can be made by ap 
plying lower voltage and the locked 
rotor current will be directly propor 
tional to the applied voltage. Many 
man hours can be saved in the— 

Stripping and cleaning department 
by installing adequate tools and equip 
ment to speed up the work. Some 
shops having charring ovens where 
the windings are charred so that they 
can be removed from the frames readi- 
ly. Some shops have air operated 
chisels to cut off the connection end 
of the windings and the frames clamp 
ed and held in position and the coils 
pulled out of the slots by mechani 
cally, hydraulically or air operated 
pullers. Sand blasting equipment is 
almost a must in any size shop for 
quickly cleaning small stators and 
parts. In making mechanical repairs, 
many man hours can be saved by ha 
ing a well equipped— 

Machine department, having such 
machine tools as lathes, drill presses, 
shapers, power driven hack saws, mill- 
ing machines, hydraulic presses, met- 
alizing and welding equipment. F'ur- 
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ther savings can be effected bv be 
ing familiar with the qualifications of 
the various mechanics in the Ma- 
chine Department and selecting the 
man best qualified to do certain types 
of work. ‘Time in the— 

Coil department can be reduced by 
having the various sizes of magnet 
wire properly marked and located so 
it can be readily found and easily 
placed on the wire racks. Weighing 
scales should be conveniently located 
near the magnet wire stock. Loop 
and group coil winding machines 
should be driven at top speeds con 
sistent with the speed of the operator 
to insure quality work. A simple and 
fast method of tying the individual 
coils on a group winder should be de 
vised. Speed counters on group wind- 
ing machines should have letters and 
be located where they can be easily 
seen. All sleeving and tape should 
be cut at one time to proper length 
before starting to tape coils by hand. 

Further time can be saved by set 
ting up standard methods and pro- 
cedures in every shop in the selection 
of materials and the manner in which 


they are applied. A _ tremendous 
amount of time can be saved by mak 
ing a permanent record of the wind 
ing data. This record should be filed 
according to the manufacturer, horse 
power and speed so it can be readily 
found. Once the data has been certi 
fied as correct and placed in vour file, 
it should never be removed but should 
be copied for use by those in the Coil 
and Winding Departments. 

One person in the Coil Department 
should be designated to supervise the 
dipping and baking and it should be 
his responsibility to see that the speci 
fic gravity of the varnish is maintained 
at the right consistency. ‘Time can 
be saved by using Sterling Stripper 
No. S-159 to coat the inside of the 
stator lamination and the machined 
surface where the end bells fit into 
the stator frame before dipping into 
the varnish. 

Considerable time can also be saved 
by dipping the tinned end of rotor 
bars or large coils in the stripper be 
fore dipping and baking. After they 
have been baked, the stripper can be 

(Continued on page 62) 
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USIKON rapiant HEATING UNITS 


USKON is the world’s most modern heating sys- 
tem—and it’s the exclusive business of the Elec- 
trical Contractor. Uskon actually puts you, the 
contractor, into the heating business, triples 
your dollar volume—while giving the customer 
a more efficient heating system. 


WHAT IS USKON? Uskon heats by radiation, as 
does the sun. The heating units are electrically 
conductive rubber sheets, sandwiched between 
rigid insulating layers. Installed in the ceiling, 
these panels provide even, healthful warmth. 
The conventional boiler, radiator, pipes, 
fuel storage, chimney and cellar are eliminated. 
Uskon is invisible, the panels become part of 
the ceiling structure. 


ALL USKON INSTALLATIONS WILL BE HANDLED 
BY ELECTRICAL CONTRACTORS. Installation of 
Uskon is simple, but each job must be specifi- 
cally designed to the particular requirement. 
U.S. Rubber building wire is used. An Uskon 
job will require from four to five times more 
wiring materials and labor than the usual 








contract. 


NO FURNACE, NO PIPES, NO FUEL STORAGE + NO ASHES, DIRT OR DUST 
SUBSTANTIAL MARGINS OFFERED TO THE CON- me Gantanens. wanen G ~unneens.” 
TRACTOR. For selling and properly installing 


Uskon, the electrical contractor receives a sub- N 0 Ww A P P R 0 V E D B Y 


stantial margin. In commercial and industrial 


applications the profit opportunities are pro- UNDERWRITERS’ LABORATORIE S, Inc. 


portionately greater. 

Take advantage of this opportunity to get 
into the heating business. Write Uskon, Graybar 
Electric Company, 420 Lexington Avenue, New A PRODUCT OF 
York 17, N. Y., or direct to Electrical Wire and 
Cable Department, U.S. Rubber Co., 1230 
Avenue of the Americas, New York 20, N. Y. 







UNITED STATES 
RUBBER COMPANY 
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Our Exvecrricat code in ‘Tulsa, 
Oklahoma, is now one of the strictest 
in the U.S. A $1,000 bond and the 
use of rigid conduit is the requirement 
for every wiring job. However, people 
do overload circuits and put pennies 
in the fuse boxes without realizing 
the danger involved. And, of course, 
many of the older homes and business 
buildings are literally ‘sleeping fires” 
because the owners do not understand 
about the exposed wires. 

I have been giving consideration to 
this situation for a long time and de- 
cided to tie my advertising into a 
safety program. I advertise in the 
newspaper once a week which entitles 
me to a feature storv on the industrial 


Stressing Safety 


pages once everv four weeks. My first 
feature on electrical safety appeared 
recently in the afternoon paper. ‘The 
response in requests to my office for 
re-wiring has been terrific. My col- 
leagues in the electrical construction 
business report a vastly stepped up re 
wiring business as a result of the fea 
ture story. 
Here is the feature verbatim: 


Sujficient Electric 
Circuits Necessary 


“The most satisfactory investment 
any building owner can make is to 
have installed sufficient electric. cir 
cuits to adequately service the electric 


by James L. Sartin 


Sartin Electrical Company 


Tulsa, Okla. 


load needed to operate the institu 
tion. 

“So savs James L. Sartin, owner of 
the Sartin Electric Company, 1117 
South Main, who has qualified him 
self to solve electrical problems by his 
more than a quarter of a century of 
practical experience in the business. 

“Sartin urges owners of homes and 
commercial buildings to take no chan 
ces in overloading electrical facilities 
because that very thing is responsible 
for a great majority of fires that cost 
property owners billions of dollars an 
nually that could be avoided with vers 

(Continued on page 62) 





James Sartin’s publicity program based on a safety theme on rewiring. Here he inspects the metering installation 


has been particularly successful in bringing in inquiries 
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of an apartment building which he has just wired. 
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Kiln No. 4 
Completed 
in 1949 


Modernized VICTOR plant with over 
300,000 sq. ft. of manufacturing space. 


om mod: 


INSULATORS Inc. 


VICTOR, NEW YORK 
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ICTOR’S skilled craftsmen, many of whom 

have been making high quality insulators at 
Victor for over forty years, take pride in their 
workmanship. It is this pride, plus modern 
ceramic and electrical engineering, plus advanced 
manufacturing equipment that have brought 
about Victor’s steady growth. 

The addition of another oil-fired tunnel kiln 
early this year has enabled Victor to step up 
the production of its high voltage porcelain in- 
sulators—insulators famous for their superior, 
on-the-job performance. And with its large 
modern factory, Victor is now better equipped 
than ever to fill your standard or special porcelain 
requirements. 


Specify VICTOR for quality and dependable deliveries. 


Look for this 
bigelel-Mulels ae) 
enduring service 








(Additional items will be 


308—Connectors. A 24-page, three-color catalog describing K 
& 11 solderless a lugs and connectors may be obtained 
from Krueger & Iludepohl, 5 East ‘Vhird St., Cincinnati 2, 
Ohio. A wealth of information, including specifications, desc:7ip- 
tive material and illustrations are included. 


309—Busduct Data. Various applications of the FA busduct 
for industrial purposes are illustrated in this 31l-page bulletin 
made available by the Frank Adams Electric Co., St. Louis, Mo. 


320—Wire Connectors. Ideal Industries, Inc., Sycamore, 
[ll., are offering a 12-page catalog fully illustrating and describ- 
ing Ideal solderless, tapeless wire connectors and their applica 
tion by electrical contractors and manufacturers. 


321—Recessed Troffers. Catalog No. T-48 contains 36 pages 
illustrating all types of one, two, and three light 40-watt 
fluorescent, deep and shallow type troffers. Included are mcan- 
descent Highliters for accent lighting between runs with com- 
ne photometric data, dimensions, weights and their flexi- 
ility of application. Available from the Ender Mfg. Co., 260 
West St., New York, N. Y. 


322—Upright Scaffolds. A descriptive folder is available de- 
scribing the setting up of a 15-foot aluminum-alloy mobile 
unit by one man in three mmutes and a 45-foot unit in 15 
minutes. May be obtained from Up-Right Scaffolds, 1013 
Pardee Street, Berkeley, California. 


323—Lighting Fixtures. Colorful iliustrations, specifications, 
and a price list are all included in a 9-page catalog released by 
the Glatthar Lighting Company, 949 East 72nd St., Cleveland 
3, Ohio. A wide variety of Glatthar Twinline matching units 
is shown. 


— Ballasts. Twenty-six pages are devoted to a discussion 

Foy fluorescent lighting and its many components in a 
highly informative bulletin (GEA-4950) released by General 
Electric. Specifications for the use of all types of general lamp 
ballasts are listed, including Slimline instant-start ballasts and 
Circline ballasts. The brochure may be obtained from the 
Apparatus Department, General Electric Co., Schenectady, N. Y. 


326—Wiring Devices. Bulletin No. 17, released by the M. 
& W. Electric Mfg. Co., Inc., East Palestine, Ohio, contains 
descriptions and illustrations of M. & W. cable connectors, 
grounding devices, and newly developed cable racks. Twent y- 
three pages in length, the booklet is designed for easy reference. 


327—Lighting Fixtures. A sixteen-page, two-color catalog 
illustrating adjustable lighting fixtures, as well as recessed fix- 
tures, has been made available by Swivelier Co., Inc., 28 Irving 
Place, New York 3, N. Y. When requesting the catalog, de 
signate Bulletin No. 122 


328--Multiflex Brushes. The Helwig Company, 2544 North 
30th St., Milwaukee 10, Wis., has just issued catalog No. 245 
which lists brushes by code numbers. This simplifies the order- 
ing of the proper brushes 


329—Lighting Fixtures. A colorful, well illustrated, 32-page 
catalog has been made available, featuring industrial, commercial 
and residential lighting with technical description and engineer- 
ing data. The catalog, No. 45. may be obtained from the 
Keystone Mfg. Co., 2228-36 E. Tioga St., Philadelphia 34, Pa. 


Sa 


found on page 90) 


331—Cords and Cables. New illustrated catalog sheets and 
descriptive pamphlets showing advantages of Bronco 60 Neo 
prene cords rf cables have been made available by Western 
Insulated Wire Co., 1001 East 62nd St., Los Angeles 1, Cal 


332—Fluorescent Fixtures. The varied types of fixtures an:| 
their wide applications are described and illustrated in a color 
ful catalog released by Southern Lighting Mfg. Co., Orlando 
Fla. Lighting for stores, offices, industry, and schoolroom is 
discussed thoroughly with technical information and a_ price 
list included. 


333—Plug-In Strip. A complete revision of Catalog CF-2 has 
recently been published by National Electric Products Corp.. 
Pittsburgh, Pa. This 8-page, illustrated brochure pictures the 
3 ft. and 6 ft. standard lengths of the redesigned multi-outlet 
branch circuit assembly. Several pages are devoted to detailed 
instructions for cutting the Plug-In strip on the job 


334—Maenetic Starters. This 8-page bulletin (No. 4110), 
published by the Ward Leonard Electric Co., 31 South St.. 
Mount Vernon, N. Y., gives complete information concerning 
application, size classification, construction features, enclosure 
dimensions and other important data pertaining to the com- 
pany’s newly designed a-c motor starters. 


335—Louvered Ceilings. Included in this 8-page folder is full 
information, explaining and illustrating the special construction 
and design advantages of the Neo-Ray louvered ceilings, manu 
oaag 7 Neo-Ray Products, Inc., 313 East 22nd St., New 
York, 


336—Fluorescent Fixtures. Catalog No. 48 illustrates the 
commercial, industrial and residential designs offered bv the 
Kayline Co. Featured are troffers, glass and louver tvpe, re 
cessed incandescent units, and many others. The catalog is 
available from the Kayline Co., 2480 E. 22nd St., Cleveland 
15, Ohio. 


337—Lighting Products. Forty-one pages of description, speci 
fications, and illustrations of Spero’s five lines of electrical 
products are included in a newly issued catalog. The five lines 
include fluorescent fixtures. reflectors. vapor proof units, flood 
lights, and materials for electrical construction. The booklet 
is available from the Spero Electric Corp., 18222 Lanken Ave 
Cleveland 19, Ohio. 


342—Conductor Fittings. A complete catalog, illustrated and 
listing prices, has been issued by Penn-Union Flectric Corp.. 
Erie. Pa. Described is the company’s complete line, including 
a wide variety of service connectors, terminals, tees, and taps 
also many other types of conductor fittings. 


352—Zephair Fans. Hunter Fan and Ventilating Co., Inc., 
400 So. Front St., Memphis, Tenn., offers a new 8-page cata 
log containing detailed information on the Hunter Zephair 
Fans, for home and industry. 


353—Residential Fixtures. Brassner Products, Inc., Dept. ES, 
Port Chester, N. Y., announces the publication of a catalog 
featuring a line of residential indoor and outdoor fixtures. 
The catalog may be obtained by writing to the manufacturer. 


354—Wire and Cable. Rome Cable Corporation, Rome, 
N. Y., has just published a new “Bare and Weatherproof Wire 
and Cable” catalog, No. 22. By word and picture the storv 
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Is Pleased to Announce 
Establishment of its 


CHARLOTTE WAREHOUSE 


Located at 


1301 WEST MOREHEAD STREET 
CHARLOTTE, NORTH CAROLINA 


Open Monday through Friday 
All orders or inquiries should be directed to: 


MR. BURT BUCHAN, District Manager 
TRIANGLE CONDUIT & CABLE COMPANY, INC 
P. O. Box 695 

Charlotte, North Carolina 

Phones: CHarlotte 6-3626, 6-3627 


Large stocks of all Triangle Wire and Cable Products are now stocked at our newly 
established Warehouse. Orders received before 1 P.M. will be shipped same day — orders 
received after 1 P.M. will be shipped the next day. A phone call is all that’s needed 
to speed your order on its way! 


Remember — A. 


if tt Bears This Trode Mark 
if It's Mode by Triangle IT MUST BE RIGHT! 


' L ) s ‘ ; ( \ 


y P. O. BOX 695, CHARLOTTE, N. C. 
Factories: New Brunswick, N. J.; Moundsville, W. Va 


SYSTEMS p “GLAZON” BUILDING WIRE » BARE WIRE * ARMORED CABLE - “GLAZON” TRIEX NON-METALLIC 
Ss SS ‘ 

REDE SM TI = SHEATHED CABLE SERVICE ENTRANCE, SERVICE DROP, VARNISHED CAMBRIC BRAIDED OR 
LEADED, TRIOPRENE TRENCH, POWER AND PARKWAY CABLES + RIGID CONDUIT HOT-DIPPED 


J 
IT MUST BE RIGHT |  caivanizeo =~ ~—sELECTRIC_ METALLIC THIN WALL CONDUIT - FLEXIBLE STEEL CONDUIT 
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of Rome wire and cable including specifications and a tech 
nical section, is brought to the reader. 


356—Fluorescent Lamp Ballasts. General Electric’s Specialty 
Transformer and Ballast Divisions, Schenectady 5, N. Y., have 
announced as available a new 20-page illustrated bulletin. The 
bulletin gives complete information on the installation, opera 
tion and testing of ballasts for fluorescent lamps. Write Gen 
eral Electric for Bulletin GET-922-B 


357—Church Lighting. The Edwin F. Guth Co., 2615 
Washington Ave., St. Louis 3, Mo., has released a new catalog 
on Artistic Ecclesiastical Lighting for Churches. This new 
catalog illustrates church lighting equipment and lists com- 
plete details. Write the Guth Company for a free copy 


358—Electric Connectors. General Electric Co., Schenectads 
5, N. Y., has announced a booklet describing a complete new 
line of solderless electric connectors which accommodates a 
wide range of conductor sizes. The new line is completely il 
lustrated and diagrammed (his booklet is available from the 
Apparatus Dept., General Electric, in Schenectady. 


359—Lighting Fixtures. Kayline Co., 2480 E. 22nd St., 
Cleveland 15, Ohio, has made available four new catalogs. 
“Gay and Colorful” gives the company’s residential lighting 
fixtures; “Kayline Commercial Lighting,’ Catalog 48, illus 
trates fluorescent and incandescent fixtures; ‘““Kayline Troffers” 
and “Kayline ‘Sunlite,’”” Catalog Supplements Nos. 48A and 
48B, give important data about these series 


360—Incandescent and Fluorescent Fixtures. Catalog No. 
49, “‘No-Glare Incandescent and Fluorescent Lighting,’ has 
been issued by Regent-Savoy Elec. Mfg. Corp., New Rochelle, 
N. Y. Both industrial and residential fixtures are shown 


361—Air-Cooled Transformer. Bulletin No. 49-ACO is now 
available from Marcus Transformer Co., Inc., 34 Montgomery 
St., Hillside 5, N. J., giving descriptive details on the company’s 
new air-cooled distribution transformer. Designed for indoor 
or outdoor use, the new transformer utilizes heatproof class B 
and C insulation which enables it to withstand overloads and 
eliminates the use of oil or other liquids. 


363—Bustribution Duct. This 23-page bulletin, No. 462, 
issued by Bulldog Electric Products Co., Box 177, Detroit 32 
Mich., describes in detail the Bulldog Feeder and Plug-In 
Bustribution Duct for bus duct electrical distribution. The 
bulletin is profusely illustrated. The many drawings included 
show details of the duct, the various fittings, and the hangers, 
as well as diagrams of complete systems both of the centralized 
and decentralized system 


364—Electrical Feedrail. A compilation of recent develop 
ments in the application of the Electric Feedrail distribution 
system as applied to portable lights and tools, moving test 
lines, cranes, and hoists, and other industrial applications is 
offered in the new 32-page Catalogue No. 20 now available 
from Feedrail Corp., 125 Barclay St., New York 7, N. Y 


365—Electrical Apparatus. ‘This 54-page illustrated catalog 
shows electrical solderless terminal lugs, solderless service con 
nectors, fuse clips, and many other electrical items. Published 
by Ilsco Copper Tube & Products, Inc., Cincinnati 27, Ohio 





ELECTRICAL SOUTH, 

806 Peachtree St.. NE Nov.. 1949 
Atlanta 5, Ga. 

Gentlemen: 


Please send me bulletins indicated below. 
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367—Wiring Devices. A 64-page catalogue, No. 49, Wiring 
Devices, and wiring device index and list price sheet describing 
the line of wiring devices manufactured by Pass & Seymour, 
Inc., Syracuse 9, N. Y All copy is closely associated with il 
lustrations, and the different tvpes of devices, switches, con 
venience outlets, sockets, etc., have been grouped to make 
them casy to locate. 


368—Fluorescent Fixtures. A catalog containing full infor 


mation, engineering data, and light output charts for the com 
plete line of commercial and industrial fluorescent lighting fis 
tures and spots is available from the R. & W. Wiley ¢ But 
falo, N. 


371—“CSP” ‘Transformers._ Forty pages of facts and figures, 
dates and places on “CSP” transformers in actual use compris 
the booklet B-4248, ‘‘30 Case Histories of “CSP” Perform 
ance,” issued by Westinghouse Electric Corp., P. O. Box 868 
Pittsburgh 30, Pa. ‘The booklet covers three basic types of cas¢ 
histories—lightning protection, thermal protection, and lower 
costs. 
372—Engine Driven Plant. A new catalogue sheet, Form 
1349, “‘Katolight Gas Engine Driven Plants,” is available from 
the Kato Engineering Co., Mankato, Minn., 
500-watt and 600-watt a.c. plants and illustrating each 


describing 


* 


373—Fluorescent Fixtures. An_ illustrated folder describing 
Rite-Lite Circline Fixtures is now available from the Standard 
Rite-Lite Co., New Brighton, Pa. Nine Rite-Lite models are 
described 


375—Code Call Systems. A 6-page bulletin describes means 
of speeding up inter-communication throughout inside or out 
side of premises. Calls are made by a numerical code sounded 
ou bells, chimes, horns, or other signaling devices. Bulletin 
No. 8 is available from the Signal Engineering & Mfg. Co.., 
154 W. 14th St., New York 11, N 


376—Lighting Fixtures. An 8-page bulletin, No. 123, on 
Swivelier Lighting Fixtures, has been announced by Swivelier 
Co., Inc., 30 Irving Pl., New York 3, N. ¥ The bulletin 


well illustrated and describes features of each lamp in detail 


377—Plugs and Receptacles. Additional loose-leaf sheets for 
insertion in the Pylet Catalogue 1100 are available from the 
Pyle-National Co., Chicago 51, Tl These pages describe a 
wide range of plugs and receptacles for special purposes 


378—Lightning Protection. Complete with graphs, diagrams, 
ind illustrations, ““Modern Concepts of Lightning Protection for 
Transmission and Distribution Systems,’ by H. M. Towne, is 
available from the Apparatus Dept., General Electric Co., 
Schenectady, N. Y 

379—Switchgear Equipment. A 24-page revised bulletin, 
GET-1293A, “The Purpose and Use of Electrical Diagrams 
Supplied with G. E. Switchgear Equipment,” is available from 
the Apparatus News Bureau, General Electric, Schenectady 5, 
y. Y. The bulletin constitutes a practical guide for those wh« 
install, operate or maintain switchgear. 


385—Electric Control Devices. Ward Leonard Electric Co., 
Mount Vernon, N. Y., has available an indexed loose-leaf note 
book containing general information, price sheets, and descrip 
tions of electric control devices. Convenient tabbed separator 
sheets make it an easy matter to locate data in the various se 


tions of the book covering resistors, rheostats, rela‘ l-ec con 
trol, a-c control and accessories 

386—Carbon Brushes. A new 112-page illustrated catalog 
devoted exclusively to fractional h-p motor brushes used on small 
ippliances, refrigerators, portable tools, vacuum cleaners, and 
fans, is now available from the Southern Carbon Brush Co 


Inc., P. O. Box 1710, Birmingham 1, Ala This is a handy 
reference book forthe electric motor repair shop 


387—Modular Lighting. A 20-page booklet containing in 
teresting and useful information about the “modular system 
of lighting can be obtained by writing to the Mitchell Manu 


facturing Co., 2525 Clybourn Ave., Chicago 14. TI 


388—Electrical Fittings & Devices. This is a 10-page catalog 
covering solderless connectors, cable and conduit fittings, and 
wiring devices, announced by Buchanan Electrical Products 
Corp., 1290 Central Ave., Hillside, N. J. It contains complete 
data on “Splice Caps” and ““Termend” lugs for wire splicing 


and terminating. box connectors for metallic and non-metallic 


sheathed cable, both plain and insulated conduit bushings, con 
duit locknuts, knockout plugs, terminal blocks, attachment 
plugs, fuse pullers, etc. Suitable illustrations, dimensional data, 
ind application instructions are included. 
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HUBBARD 22 COMPANY 


rave you seew 


THE NEW 


HUBBARD 


Street Lighting Brackets c 


The Hubbard Round Brace Type is a graceful, 
one piece Bracket in which the %-inch diame- 
ter brace is welded to the bracket at its contact 
points, giving the arm unusually high strength. 
One piece design permits fast, efficient mount- 
ing. 

The Hubbard Tie Rod Type is a strong, rigidly 
supported Mast Arm made from 1%-inch 
nominal Diameter Pipe. %-inch diameter tie 
rods allow for adjustment of the arm as well 
as adding strength to the assembly. 


































Hubbard Truss Type Mast Arms are formed 
by welding heavy angle steel and truss plates 
to 1%-inch pipe. Tie rods increase the assem- 
bly strength and permit adjustments to be 
made after mounting. 





The Hubbard Municipal Type Bracket is our most 
popular design for Urban Areas. It is used for 
externally wired systems on both wood and steel 
poles. Municipal Brackets are easily installed by 
one man. The clean, modern appearance of the 
Municipal Type is always pleasing. 


The Hubbard Universal Type Bracket is the out- 
standing development in the manufacture of street 
lighting brackets in recent years. May be used for 
external or internal wiring on steel poles and for 
external wiring on wood poles. No scroll or brace is 
needed because of the great strength of this design. 





Hubbard Parkway Brackets are designed for inter- 
nally wired steel poles. They may be mounted 
singly, as shown, or back to back. Brackets of this 
type are well adapted to modern roadway design. 
The rugged simplicity of their assembly reduces 
maintenance to a minimum. 


CHECK THESE ADVANTAGES 















@ All welded construction throughout 

® Requires small pole mounting space 

® Meet all EEI-NEMA lighting specifications 

@ "Keyhole," basic feature of pole attachment, 
permits installation by one man “a “ge 

. Simplicity of design means low cost seg Se Seusk Mae ae Dept. SL-2 
Permanently aligned at factory ; glia 

® These and other outstanding improvements Rute us dike ce ee 


covered by patents pending 


ae 





Company 


OAKLAND aD 


PITTSBURGH 
CALIFORNIA 


| 
| 
| 
found only in Hubbard Brackets and Mast Arms, Hubbard Street Lighting Brackets. 
| 
| 
| 
CHICAGO | 
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INDUSTRY NEWS 





Farm Electrification 
Conference Scheduled 


THE FOURTH ANNUAL National 
Farm Electrification Conference will 
be held in Chicago, IIl., at the Stevens 
Hotel, on December 21-22, it has 
been announced by H. P. Rusk, 
chairman. 

The Conference will be conducted 
concurrently with the closing sessions 
of the winter meeting of the American 
Society of Agricultural Engineers and 
will follow immediately after the close 
of the Society’s Rural Electrification 
Section sessions. 

As in past years, the Conference is 
expected to draw approximately +400 
farm electrification leaders from across 
the nation. Delegates include edu- 
cators from the country’s Colleges of 
Agriculture, representatives of private 
and public power, industrialists, farm 
organization leaders, U. S. Depart- 
ment of Agriculture officials, and mer- 
chandisers in wholesale and _ retail 
fields. Top administrators in each 
category will appear on the two-day 
program. 

The Conference is composed of 32 





national organizations. All of its offi- 
cers serve without salary in the in- 
terests of furthering the greater use 
of electricity to the end that agricul- 
ture will be improved and the stand- 
ards of farm families raised. 


New Orleans Honors 
Utility Pioneer 


\ PIONEER in the development of 
electricity and electric service in New 
Orleans, William FE. Clement, was 
honored recently on the occasion of 
his 55th anniversary as an emplovee of 
the New Orleans Public Service Inc. 

Mr. Clement, who was first em- 
ployed by Edison Electric Company, 
started his career with Public Service 
as an office boy in 1894. He rose to 
director of utilization and research. 

In his long service with the com- 
pany, Mr. Clement has contributed 
many ideas and inventions toward the 
improvement of electric service in the 
city. He is the author of the book 
let, “Over a Half-Century of Electric 
and Gas Industry Development in 
New Orleans,” published in 1947. 








William E. Clement, left, is being congratulated on his 55th anniversary as 

an employee of the New Orleans Public Service Inc., by A. B. Paterson, 

president of the company. Mr. Clement, a pioneer in the development of 

electricity and electric service in New Orleans, is director of utilization and 
research for the company. 
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Mr. Clement is secretary of the 
Benjamin Franklin Research Society 
and a former president of the Elec 
trical Association of New Orleans. 


Fort Lauderdale 
Contractors to Reorganize 


REORGANIZATION of the Electrical 
Contractors of Fort Lauderdale into 
a new group to be known as Asso 
ciated Electrical Contractors of Ft. 
Lauderdale, Fla., will be accomplish 
ed at a meeting in November, at 
Wordrup Electric Co., 1218 SW 
First Ave., it has been announced by 
V. C. Wordrup, secretary. 

Object of the organization is bet- 
terment of the electric industry in Ft. 
Lauderdale and vicinity. It will be 
comprised of a large portion of cle: 
trical contractors here and will be a 
non-dues-paying group. 

Meetings will be held the first 
‘Tuesday in each month at 8 p. m. at 
the same address. 

Other officers will include W. H. 
Dance, chairman, and E. E. Lettelier, 
vice-chairman. 


Plant Mitchell 
Dedicated in Georgia 


CEREMONIES dedicating Plant Mit 
chell, the newest electric power plant 
in Georgia, were scheduled to be held 
October 21, on the grounds of the 
plant 10 miles south of Albany, it 
was announced by C. B. McManus, 
president of the Georgia Power Com- 
pany. 

Governor Herman ‘Talmadge of the 
State of Georgia and Congressman 
Eugene EF. Cox, of Camilla, accepted 
invitations to speak at the dedication. 
The program also included a talk by 
William E. Mitchell, former presi 
dent of the power company, for whom 
the plant is named. 

Following the ceremonies, the pub 
lic was shown through the plant so 
as to observe it in operation. 

Plant Mitchell consists of two gen 
erating units with a combined capa 
city of 45,000 kilowatts, the equiva- 
lent of 60,000 horsepower. It is de 
signed, however, for ultimate enlarge 
ment to 125,000 kilowatts, or about 
170,000 horsepower, when additional 
capacity may be required. In its pre 
sent size, the plant is capable of pro 
ducing over a million kilowatt hours 
a day or more than 390,000,000 kilo 
watt hours a year. The present capa- 
city is sufficient to meet about four 
times the combined power require- 
ments of the City of Albany and the 
industries in the immediate area. 

Construction of Plant Mitchell, be- 
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SOUTHERN'S CONTRIBUTION 


® TOWARD PROVIDING 
ELECTRICAL POWER ARTERIES FOR RURAL AMERICA 






Fabri. WHERE 
r, 
ie 15900! tic 
E 
Wire aly mtOm 


SOUTHERN mm Cable 
ELECTRICAL CORPORATION 


Was conceived, financed and built in the South — To serve the South. 


SOUTHERN’S PRODUCTION — now several million pounds of ACSR Conductor 


per month. Also accessories, copper wire and cables and galvanized steel strand. 


SOUTHERN’S SERVICE — Over-night deliveries by our own fleet of trucks direct 


to your job in southeastern states or by fast freight or motor truck lines to any destination. 


SOUTHERN’S APPRECIATION — Is sincerely expressed for the loyal support 


of her many customers, whose valued patronage has made possible her existence, growth 
and ability to serve them. 


FINEST QUALITY - FASTEST SERVICE - FAIREST PRICES 


6 


"IN THE Wouc OF sao... SOUTH 


SOUTHERN ELECTRICAL CORPORATION 


P. O. BOX 989 CHATTANOOGA, TENNESSEE 
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#8 5) Manarch 
HEAVY DUTY 


RENEWABLE TYPE FUSE 







| 
{ 
i 
natant 


L 
DESIGNED TO WITHSTAND 
EXTRA HEAVY OVERLOADS 


Cool .. Truly Aligned . . Maximum Use of 
Brass... Adding up to Lower Power 
Waste Than Ever Before! And Here’s How! 


This new heavy duty fuse incorporates many time- 
tested Monarch features. The newest, thick 
brass bridges widely separating the terminals 
from the fiber bar and made with ventilating 
holes—allow maximum dissipation of any internal 
heat. 


The Monarch method of locking these bridges 
securely to the terminals and fiber bar, together 
with Monarch’s positive lock construction and 
compressed tension washers, insures permanent 
true alignment. 


) Monarch 





es SUPERIOR FUSErvice 


| Fuses 


MONARCH FUSE CO., LTD. 


118 E. First Street Jamestown, N. Y. 


SPECIFY Manarch :ox 


WITH 
HEAVY 
BRIDGES 
OF 
BRASS 





TEMPORARY 


Approved by Under- 


OF THICK BRASS 











TENSION 
WASHER 








POSITIVE 
LOCK 
CONSTRUC- 
TION 
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DATES AHEAD 





Sixth All-Industry Refrigeration & 
Air Conditioning Exposition, Atlantic 
City, N. J., November 14-18. For 
reservation, write 6th All-Industry 
Housing Bureau, 16 Central Pier, 
Atlantic City, N. J 


Refrigeration Service Engineers 
Society, 12th Annual Conventior. 
Atlantic City, N. J., November 14-16. 
Headquarters, Ambassador and Ritz- 
Carlton Hotels. 


Refrigeration Equipment Whole- 
salers Association, 15th Annual Meet- 
ing, Atlantic City, N. J., November 
14. Headquarters, Claridge Hotel. 


Refrigeration and Air Conditioning 
Contractors Association, 4th Annual 
Convention, Atlantic City, N. J., No- 
vember 12-14. Headquarters, Ambas- 
sador Hotel. 


National Electrical Contractors As- 
sociation, Rice Hotel, Houston, Texas, 
November 8-11. 


National Rural Electric Co-ops As- 
sociation, Region I, Hotel Robert E. 
Lee, Winston-Salem, N. C., November 


10-11. 


National Rural Electric Co-ops As- 
sociation, Region III, The Battle 
House, Mobile, Ala., November 14-15. 


National Rural Electric Co-ops As- 
sociation, Region II, The George 
Washington Hotel, Jacksonville, Fla., 
November 17-18. 


Power Distribution Conference, 
Union Building, University of Texas, 
Austin, Texas, December 5-8. 


Fourth Annual National Farm Elec- 
trification Conference, Chicago, IIl.. 
Stevens Hotel, December 21-22. 


Third Annual Conference for Pro- 
tective Relay Engineers, March 20-22, 
1950, Department of Electrical Engi- 
neering, A. & M. College of Texas, 
College Station, Texas. For further 
information write L. M. Haupt, Con- 
ference Chairman. 





gun in March, 1947, was completed 
in March of this year, although the 
first of its two steam-clectric generat 
ing units had gone into service late 
in 1948. Dedication of the struc- 
ture was deferred because of the ab- 
sence of Mr. Mitchell, who at that 
time was in Paris serving as chief of 
the industry division of the Economic- 
Co-operation Administration (Mar 
shall Plan) Special Mission to France. 

Active in the electric power devel- 
opment of the Southeast for 35 years, 
Mr. Mitchell was vice-president and 
general manager of the Georgia Pow- 
er Company from 1927 to 1945, when 
he became its president, succeeding 
the late Preston S. Arkwright, Sr. He 
retired in 1947. 
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Here is your chance to get a free Briegel Indenter — the tool 
that saves more time installing thin wall tubing than anything 
else on the market. This Special Package Offer is made up 
of 400 1/2” Briegel Connectors and 200 1/2” Briegel 
Couplings — enough to wire three average six room houses 
— and One Original Briegel Indenter all for the price of 
the fittings alone. 


Insist on Briegel All-Steel Approved Couplings and Con- 


The Briegel Method of installing thin wall is not only nectors. These are the Original Labor-Saving Indenter 
faster and less expensive but also neater in appear- 


anes and mene Geememnet. Type Fittings used by contractors for over 15 years. 


alll 
| 100 
CO. 


GALVA * ILLINOIS 






Cash in on this free offer while it lasts. Save time 
and save money on your original purchase 
’ and on the job with Briegel Fittings! 








This offer available at all 
leading wholesalers. 






All B-M Fittings Carry the 
Underwriters’ Seal of 
Approval 






This offer subject to 
withurawal without notice 
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Roanoke Installs 
New Street Lights 


Tue ciry or Roanoke, Virginia, 
took another large step in its program 
of municipal improvement by signing 
a new street lighting and power con- 
tract recently with the Appalachian 
Electric Power Company, reports Ar- 
thur S. Owens, city manager of Roa- 
noke. 

Under the terms of this contract, 
eighteen 6,000-lumen all-night lamps, 
129 6,000-lumen midnight lamps, and 
fifteen 2,500-lumen lamps will be re- 


placed by 146 21,000-lumen all-night 
mercury vapor lamps. 

The new lamps will be mounted on 
30-foot tapered steel poles on 100- 
foot alternate spacing. ‘They will in- 
crease the illumination from .75 foot- 
candles to almost 2 foot-candles. 

The Appalachian Company is plac- 
ing all of its street lighting and pow- 
er supply wiring underground in the 
business area. At the same time the 
City authorized the replacing of all 
the existing 1,000-lumen street lights 
in the residential areas with 2,500- 
lumen lamps. 





Slender, appealing design that meets more 
lighting problems. 


Economical operation, high power factors. 


Easy installation. 


Quick, low-cost delivery in all Southern 


and Southwestern states. 


Available for 1, 2, 3, 4, 5, or 6 tubes. 


A complete line of fluorescent fixtures. 


Write Dept. A. 47 for catalog 


SOLD THROUGH RECOGNIZED JOBBERS ONLY 








The completion of construction is 
scheduled for early December, and 
the City is planning an elaborate cele- 
bration to commemorate the event. 

Prior to signing the contract, the 
City experimented with trial installa- 
tions of modern incandescent, fluores- 
cent, and mercury vapor lamps. The 
results of the tests and the savings 
involved in the use of the mercury 
vapor lamps justified the change. 

The rate for the new 21,000-lumen 
all-night mercury vapor lamps on orna- 
mental poles in underground areas is 
$75.00 per year, which is one of the 
lowest rates in the country. ‘This, to- 
gether with other reductions in the 
rates for street lights and electric pow- 
er for municipal uses, offset the in- 
creased illumination in the business 
and residential areas, so that it was 
unnecessary to increase the total ap- 
propriation for electric power and 
street lights. 


James R. Kearney 


THE FOUNDER of the James R. 
Kearney Corporation, James R. Kear- 
ney, Sr., for 14 years president of the 
electrical manufacturing company that 
bears his name, died October 4, 1949, 
at the age of 76. 

Chairman of the Board of the 
James R. Kearney Corporation since 
1940, Mr. Kearney received nation- 
wide attention during the depression 
vears of the early 30’s by expanding 
his newly-formed organization, hiring 
more employees, and expanding its 
physical plant instead of following the 
more conservative examples of other 
industrialists at that time. 

His direction of the rise of a 6-man 
firm of 1926 to one doing several mil- 
lion dollars of business in four years 
gained him the nickname of “‘the lit- 
tle giant of the electrical industry.” 
His early experiences as an electrical 


James R. Kearney, Sr. 
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|SALESMEW ON DUTY 
(SID SORENSEN 
“UIP WAND 


OF THOUSANDS 
OF ITEMS! 


Take your pick from 200 lines 


Many of the 100,000 electrical items Graybar distributes 
are in stock — available to you right over the counter — 
at our near-by warehouse. At a single stop, you can pick 
up or order the first-quality products of over 200 leading 
manufacturers! You'll find a wide variety of “old favorites” 
— plus several new lines. Come in and look them over. 


...or we'll send ’em—anywhere 


For electrical construction or maintenance — big job or little 
— Graybar will deliver to you, or right to the project site, 
all the electrical materials, equipment, and supplies you 
need for lighting, wiring, signaling and communication, 
ventilating, or any other electrical job. Graybar also can 
provide all the specialized tools the job requires. 


Specialists to work with you 


Your regular Graybar Representative is always ready to 
give you product information, prices, and help you schedule 
deliveries. To help you solve any special problems, Graybar 
Specialists in individual fields are “on call” to add their 
knowledge and experience to yours — to facilitate the job 
anywhere along the line from planning to operation. 


“E-O "beings you an ectia 


Graybar is owned wholly by its operating and retired per- 
sonnel. “E-O” (employee-ownership) makes us — from the 
man who takes your order to the one who packs it — par- 
ticularly interested in serving you well. The result is that 
little “extra” attention that means so much. Graybar Elec- 
tric Company, Inc. Executive offices: Graybar Building, 
New York 17, N. Y. 4881 


IN OVER 100 PRINCIPAL CITIES 








workman, and a near fatal injury with 
antique electrical equipment, led to 
many inventions which provided safer 
electrical construction. 

Besides his reputation as an inven- 
tor, Mr. Kearney’s reputation as a 
financier was recognized when he ac- 
quired three rival companies in 1931, 
doubled the capacity of the main fac- 
tory in St. Louis, and acquired a Cana 
dian factory, without resorting to any 
bank or other financial loans. Mr. 
Kearney later served on the Board of 
Directors of the Guaranty Bank and 
Trust Company of St. Louis. 


Georgia Section, I.E.S., 
Holds October Meeting 


Tue OcrosBER MEETING of the 
Georgia Section of the Illuminating 
Engineering Society, featuring Samuel 
G. Hibben of Westinghouse as guest 
speaker, was held in Atlanta at the 
American Legion Restaurant on Octo- 
ber 3. 

Mr. Hibben’s. address, ‘““This Gol 
den Half-Century of Lighting Pro 
gress,” covered the birth and growth 
of the lighting industry from the dis 


covery of the first incandescent bulb 











“SAVED HUNDREDS of MAN HOURS’ 
ON INSTALLATION & MAINTENANCE 


says E. C. Thirlwell, 
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Jr., prominent electrical contractor 


of Louisville, Kentucky 


Aluminum Alloy 





UP-RIGHT 
SCAFFOLDS 


Mobile unit takes 1 man only a 
minute per section to assemble. 
Users actually report man-hour 
savings on even single jobs more 
than pay for Up-Right Scaffolds. 
Available in desired number of 6 
ft. and shorter section units. Legs 
are instantly adjustable on uneven 
floor surfaces. Rolled easily from 
position to position; bridges ob- 
stacles with ease. Stronger than 
structural steel yet one third the 
weight. Safety tread stairway com- 
pletely within structure. No wren- 
ches, wing nuts, bolts or loose 
parts. Each section folds flat. 


Write For Descriptive Folder 


UP-RIGHT SCAFFOLDS 


DEPT.117 @ 


1013 PARDEE ST. @ 


BERKELEY, CALIF. 


Factories: Berkeley, Calif. and Teterboro, N. J. 


Sales Offices in All Principal Cities 











through present-day installations, 
methods, discoveries, and plans for 
the future. Illustrating his speech 
were slides of interesting domestic 
and foreign lighting installations, in- 
cluding schoolroom, subway, indus- 
trial, and office. 

Mr. Hibben is director of Applied 
Lighting for the Westinghouse Elec- 
tric Corporation, Bloomfield, N. J. 
and a pioneer in the lighting indus- 
try. He is a vice-president of the 
I.E.S. and has been recently appointed 
to the newly-created office of His- 
torian of the Society. 

Jack H. Murrah, of Georgia Power 
Company, chairman of the Georgia 
Section, presided over the meeting, 
attended by about 70 members and 
visitors. 


Dinner Honors 


Glen R. Trumbull 


A LONG-RANGE potential increase in 
residential revenue for the nation’s 
electric companies, from the 1948 in- 
come of $1.5 billion to approximate- 
ly $2.7 billion, to be attained through 
promotion of home lighting, was fore- 
cast recently by George E. Whitwell, 
vice-president in charge of sales, Phila- 
delphia Electric Company. 

He spoke at a dinner at the Hotel 
Commodore, New York City, which 
honored Glen R. Trumbull, retiring 
manager of the Better Light Better 
Sight Bureau, an organization formed 
by the electrical industry to carry on 
public education programs on light 
and sight. 

“Surveys show that the average Am- 
erican home needs four times the 
amount of light it now has, to reach 
the standards set by illumination 


scientists for adequate light,” Mr. 
Whitwell declared. 
“Through active promotion and 


education, we can reach this goal,” 
he said: Use of light in the home 
on this scale, Mr. Whitwell contin- 
ued, would “increase our annual 
residential kilowatt-hour sales by 175 
per cent, with a resulting annual re- 
venue increase amounting to $1.2 bil- 
lion. For lamp manufacturers, re- 
tailers and electrical contractors, it is 
estimated that they will obtain a 
volume of $2% billion in fixture sales 
and installation expense.” 

Merrill E. Skinner, vice-president of 
the Union Electric Company of Mis- 
souri, St. Louis, Mo., also spoke at the 
dinner. Mr. Skinner said, “Lamps 
and fixtures will be selected on a basis 
of the seeing value they provide, rath- 
er than on price or decorative appeal, 
only when people have been taught 
the importance of Better Light for eye 
health and comfort.” 
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FOR HOT-SPOT 
WIRING around 
furnaces, ovens, 
boilers, locomo- 
tives or cranes, 
Amerbestos Wire 
and Cable offers 
the safest, most 
dependable wiré¢ 
ing available. 


Smokeless asbestos, for 
electric ranges,  fur- 
naces, and other heat- 
ing appliances. 


Typical all-ashestos 
construction. May he 
subjected to extreme 
heat, oil, grease, corro- 
sive fumes. 


Asbestos, varnished 
cambric, asbestos and 
asbestos braid. Resists 
heat, flame, moisture, 
oil, grease and corro- 
sive fumes and has high 
dielectric strength. 


Where it’s 


b 


for everything 


else, use 


>” AMERBESTOS 


WIRE AND CABLE 











HE safest way to avoid trouble with “hot-spot” wiring is to use 
Amerbestos. In most applications around furnaces, boilers, ovens 
and even small lighting fixtures, it gets hotter than you think. 

What would you guess to be the temperature inside a light socket 
on a hot day? It frequently reaches 200°F. or higher. Even the best 
rubber and thermoplastic insulations deteriorate when temperatures 
go that high. But what happens to Amerbestos insulation? Nothing. 
Felted asbestos as used in Amerbestos Wires does not deteriorate 
with heat. It retains its flexibility and its dielectric properties. Never 


grows hard nor brittle. It does not carry flame nor support combustion, 


DON’T TAKE CHANCES 


@ If you design or install electrical wiring around furnaces, boilers or ovens 
—use Amerbestos. 
If you make electrical heating apparatus — yse Amerbestos. 
If you make or install high wattage lighting equipment — yse Amerbestos. 


If you design switchboards or control apparatus— yse Amerbestos. 


Let us help you guarantee dependable performance from your prod- 
ucts with permanent Amerbestos insulation in cables, cords and wires. 
Amerbestos is made to resist heat, flame, moisture, oil, alkalis or cor- 
rosive fumes. For complete information or engineering help, write to 


any of the companies listed below. 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM, SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


AMERBESTOS CABLE 
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Electrical Heads 
Speak at NCCJ Dinner 


AT A DINNER at the Waldorf-As- 
toria Hotel recently, Dwight R. G. 
Palmer, president, General Cable 
Corporation, was presented with a 
“1949 American Brotherhood Award 
for Distinguished Civic Service’ by 
the National Conference of Christians 
and Jews for pioneering efforts in 
establishing, at the Perth Amboy, N. 
J., plant of his company, a “‘pilot op- 
eration in the study and cure of bias.” 

Included in the distinguished speak- 
ers on the program were Senator Brien 
McMahon, (Dem., Conn.), chairman 
of the Joint Congressional Committee 
on Atomic Energy, and Charles E. 
Wilson, president, General Electric 
Company. Both industrialists and 
the Senator asserted that America 
“could not afford the frightful cost of 
intolerance, discrimination, and_ bigo- 
try” and declared the problem “was 
being licked and could be defeated 
because America’s conscience has, at 
long last, been aroused.” Dwight R. G. Palmer (right), president of the General Cable Corporation, 

Harrv Fischbach, of Fischbach and guest of honor at the dinner of The National Conference of Christians 
Moore, electrical contractors, was and Jews, in New York City, recently received the Conference’s “1949 
chairman of the dinner and toastmas- American Brotherhood ; Award for Distinguished Civil _ Service, a 

s ’ silver plaque, from U. S. Senator Brien McMahon. At left is Charles E. 
ter. Roger W. Straus, chairman of Wilson, president of General Electric, and co-chairman of the Conference. 


CE EE PO EE 


the board, American Smelting and Re- » 
fining Co., and a National Conference 
co-chairman, also spoke. 


Mr. Wilson, in his address, warned 
that intolerance, racial, and religious 
discrimination were “‘not the by-prod- 


ucts of any particular kind of working 
condition, wage-classification, or eco- 

ol UB gol 'h am -Te> ¢ 3) hy nomic group,” and specifically men- 
tioned “professional associations, busi- 
ness clubs, women’s clubs, and coun- 

JUNCTION BOXES METAL try clubs” as “notoriously famous 
breeding places for intolerance.” “It 


WIRING TROUGHS FABRICATING would not be realistic to eliminate 


churches from any such list,’’ he add- 

ed, noting: ‘““To speak thus is not to 

TELEPHONE CABINETS SPECIALISTS condemn the nature of the organiza- 

tion—all of them have one thing in 

common in that they provide an ex- 

WEA THER- PROG Seree “~~. cuse for human beings like ourselves 

< >< to congregate and practice man’s tra- 
WEATHER-PROOF SEAM aa ditional inhumanity to man.” 


WELDED JUNCTION BOXES Mr. Wilson explained that the 
& FLOOR BOXES “most insidious thing about this germ 


. is that it is practically impossible 
to identify within one’s self. We are 
all carriers, unwittingly, of this thing 
dud we abhor.” ‘To tackle the question, 

= } he added, “‘the first step was to get 
TRANSFORMER CABINETS = | TS the real problems out on the table in 
‘ plain sight—the words, the acts, the 





PEDESTALS & FLOOR BOXES 


N= 7 YY misconceptions, the careless thoughts 
SIOALS fh er Sa and names,” and the second, “to 


REQUIREMENTS ages never forget that every problem in 
the area of group relations is actually 


NEW ADDRESS — 590 MEANS STREET N. W. — ATLANTA, GA. a problem of individual relations.” 
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B. H. Miller, Toys 
Chicago, Illinois 







Steiner Electrical Supply Co. 
Chicago, Illinois 







the most significant 
in 20 years! 


never before possible! custom-designed lighting 
installations at mass-production prices! 


MODULE lighting is here...a truly revolutionary idea that heralds a 
dynamic new era in commercial lighting. Four low-cost “building blocks 

of light’ easily fit together mechanically and electrically...end to side, 

end to center, end to end, or side to side. Now, you can economically fulfill 
specialized needs with an infinite variety of harmonious, functional lighting 
patterns that fit all architectural requirements. MODULE is truly superior 
lighting—providing an abundance of glare-free illumination with 












2 iis exceptionally low surface brightness. Ingeniously engineered 
H - plastic louvers and side panels provide. scientifically 
‘ correct shielding and eliminate unsightly dark spots. 
é Write today for FREE 20-page MODULE booklet which fully explains 
"y and illustrates the unlimited possibilities of this modern lighting miracle. 
: 1 
§ 
4 
4 

Module C Module D 
‘ Module r Four 40-watt T-12 Four 75<watt T-12 425 


48” type F lamps milliamp Slimline lamps 
Four 14-watt T-12 


15” type F lamps 





MITCHELL MANUFACTURING CO. 

2525 Clybourn Avenue, Chicago 14, Illinois 
iu : Please send full details on MITCHELL MODULE 

ee 


REG. U. S. PAT. OFFICE a 


Module B 

One 32-watt 12” Circline 
lamp, and orie Par Spot 
or Floodlamp Ra acinccninnemenanneenninegnee 


Attention: a a 








NEW PRODUCT NEWS 





NTPR Panelboard 


A NEW PANELBOARD designed to 
provide economical group and branch 
circuit control of lighting distribu 
tion for all industrial and commercial 
applications has been placed on the 
market by The Trumbull Electric 
Manufacturing Company, Plainville, 
Conn. 

Trumbull engineers sav the low 
cost panelboard has a hot molded 
phenolic section containing six com 
plete circuits manufactured with 
quality parts generally found only on 















higher priced panelboards. ‘This sec- 
tion, they say, will provide uniform, 
safe control, and has been listed 
by Underwriters’ Laboratories. It is 
available in 6 to 42 circuits. 

An illustrated Bulletin TEC-4 may 
be had by writing to The Trumbull 
Electric Manufacturing Company, 
Plainville, Connecticut. 


Lamp Modernizer 


A NEw, inexpensive method of 
moderniziag existing table and floor 
lamps to produce more light and soft 
er, less glaring illumination has been 
introduced by the Home Lighting De- 
partment of the Westinghouse Lamp 
Division, Bloomfield, N. J. 

The conversion is accomplished by 
replacing low wattage, inside-frosted 
bulbs now used in single-or-two-socket 
lamps in most homes, with a single 
Westinghouse 150-watt, R-40, White 
Indirect-Lite bulb. The sides of this 
large mushroom-shaped bulb are coat- 
ed to reduce direct glare and to give 
a good diffusion of light downward. 

The bowl end of the bulb is lightly 
coated to give a generous amount of 
upward light for general room illumi- 
nation. <A balancing collector grid 














The complete service entrance 
kit with the new plastic cap 
is now available at your local 
jobbers. Other service En- 
trance Kits designed to meet 
local requirements are also 
available. 







SERVICE ENTRANCE 
PACKAGE KIT 


The most sensational new development in the electrica! 
fitting field is the M. & W. plastic transparent cap for 
service entrance work. This non-breakable service cap with 
cable hanger attached offers better insulation, safety, and 


simplified installation work. 


Write for complete details 


The M. & W. ELECTRIC MFG. CO., Inc. 


EAST 





PALESTINE, 


OHIO 





built into the White Indirect-Lite be- 
tween the filament and bowl reduces 
bulb blackening. 


Splice Caps 


Sptice Caps with insulators, here- 
tofore available only for a maximum 
of three No. 12 wires, are now avail- 
able in a new larger size which will 
accommodate five No. 14 or three No. 
12 to two No. 6 wires, from Buchanan 
Electrical Products Corporation, 1290 
Central Ave., Hillside, N. J. 

Ihe splice cap is installed quickly 
and securely, according to the manu- 
facturer, by means of a crimping tool 
having four uniformly converging 
plungers which draw the splice cap 
and inserted wires into a solid perma 
nent mass. The installed cap is then 
insulated by merely pushing the 
molded insulator over the splice cap 
and turning up the red security ring 
to lock the insulator firmly in place. 


Weatherproof Switch 


ADDITION OF A new weatherproof, 
externally operated switch to thei 
line of electrical equipment was re 
cently announced by General Switch 
Corp.. 45 Roebling St., Brooklyn 11, 
N.Y: 


The new device was primarily de 


Weatherproof 
Construction 
« 1” Hub 





Sealable Spring Catch 


signed for outdoor use on buildings 
requiring a 30 ampere capacity service 
entrance switch in combination with 
four plug fuse branch ‘circuits. ‘Two 
styles are available, R33NP4 with 
two main plug fuses, and R33NU4 
without provision for main fuses. 
Both types are equipped with a 1- 
inch hub. 
© 


Circuit Breakers 


Now AVAILABLE for general indus- 
trial use is the expanded line of auto- 
matic reset circuit breakers manufac- 
tured by Fasco Industries, Inc., 350 
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Back in 1910, when a man left his for a lot less work, it earns nearly hour they work—just as they’ve been 


home on Monday morning, he had a 
58-hour work week before him. 

But over the years—as workers, 
business and manufacturing methods 
all got more efficient —it took less and 
less working time to produce goods 
of all kinds. 


twice that! And in dollars of the same 
purchasing power, too. 

That’s the American economic 
system at work. 

This system has some faults—such 
as ups and downs in prices and jobs. 
And everybody in this country, except 


doing since 1910. And if they do, the 
gains can be shared by everyone. 

All of us in this country want the 
system to work better. And if all of us 
work together—you can be dead sure 
it will. 





























The result is that today the average a small group of eccentrics and com- "i a aE ED ETE ee eee 
work week has been cut to 40 hours. munists, is working to correct them. i 
18 hours—more than two whole work . | FREE... . send for this | THE 
s— é o whole - : see If x . : 
lg han two seganers But just remember this: If you | interesting booklet today! MIRACLE 
ing days—are missing from a man’s want to earn still more money —if you : | Of} 
work week. They've been transferred — want to work still shorter hours—the «cra hon = gga AMERICA 
to the man himself—to use for leisure ae me shen alice . - ’ 
shear only way todoitistomaketheAmer- | gn the Public. 
me: ican system work even better. And | 
But that’s not the whole story. Back that means that every man, every In words and pictures, it tells you 
in 1910, the average household earned business, every machine has got to How our U. S. Economic System started 
about $2400 for its year’s work. Today, produce more and more for every | Why Americans enjoy the world’s highest 
| standard of living 
The Better We Produce—The Better We Live | —Why we take progress for granted 
| How mass production began 
| How we have been able to raise wages and 
S : | shorten working hours 
Approved for the PUBLIC POLICY COMMITTEE of The Advertising Council by: | Why the mainspring of our system is pro- 
EVANS CLARK, Exccutive Director The Twentieth Century Fund ductivity 
BORIS SHISHKIN, Economist, American Federation of Labor | How a still better living can be had for all 
PAUL G. HOFFMAN, Former President Studebaker Corporation | MAIL THE COUPON to Public Policy Com- 
| mittee, The Advertising Council, Inc., 25 
—— | West 45th Street, New York 19, New York. 
Like many American firms, we believe that business has a responsibility | 
to contribute to the public welfare. NAME 
This advertisement is therefore published as a public service by: 
ADDRESS 
ELECTRICAL SOUTH | 
OCCUPATION____ 
| 
Reco news en esenidnetentasaniniavise dada 
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North Union St., Rochester 2, N. Y. 

Available in 8, 10, 15, 20, 25, and 
30 ampere ratings, they can be sup- 
plied singly, or in multiples of 2, 3, 
and 4, in Fasco Snap-Mount brackets. 
Individual circuit breakers can be sup- 
plied with their own mounting straps. 


oe 
Box Cover Switch 


A NEW PLASTIC OUTLET box cover 
and switch housing which is suitable 
for individual control of lights or 
power units and control of banks of 
lights up to 1250 watts in place of 
large unsightly switches has just been 
announced by the McGill Manufac- 
turing Company Inc., of Valparaiso, 
Indiana. 

Listed as the No. 109 Outlet Box 





Cover, it provides a cover and switch 
assembly for ceiling or wall mounted 
outlet boxes. The No. 109 is mold- 
ed of brown phenolic plastic and has 
partially molded screw holes which 
can be quickly punched through for 
installation on 3-inch or 4-inch out- 
let boxes. Over-all diameter of the 
cover is 44% inches. 


Curtis Luminaires 


New “Challenger” luminaires, de- 
signed for today’s cost-conscious com- 
mercial lighting market, have been 
announced by Curtis Lighting, Inc., 
6135 West 65th St., Chicago 38, IIl. 

The luminaires direct 40 per cent 
of the light output upward and 60 
per cent downward. They are de- 
signed for use with two ‘T-12, 45 
inch, 40-watt fluorescent lamps, and 
are wired complete with high power 
factor two-lamp ballasts. A choice of 
two shielding angles is offered. 


No-Shok Display Package 


A NEW SELF-DISPLAYING package 
has just been placed on the market 
by Bell Electric Co., 1844 W. 2lst 











guuore> 





Designed to establish a new standard in fluorescent light- 
ing—to give more smooth, shadowless light for every critical 
installation — offices, drafting rooms, laboratories, depart- 
ment stores. The new Eastern Slimline Luminaire HL4-96, 
with 4 hot cathode tubes and 200 milliamp ballasts and the 
Eastern Louver Luminaire L4-40, with 4 standard fluorescent 
lamps will give more light at lower cost! 

Suitable for individual or continuous mounting, suspended 
or flush. Hinged louvers make maintenance easy. Can be 
equipped with top reflector. Approved by Underwriters’ 


Laboratories. 


Sie FIXTURE COMPANY 


BOSTON 20, MASSACHUSETTS 
REPRESENTED BY—S. L. BAGBY CO. 
822 WEST MOREHEAD STREET CHARLOTTE 1, N. C. 














t., Chicago 8, Ill., as a sales stimula- 
tor for its no-Shok Safety Extension 
Cord Set. 

Planned as a combination counter 
display and merchandise container, a 
flat sleeve wrap, open at both ends, 
permits the hanked electric cord to 
project at top and bottom. A die 
cut opening securely holds the bake- 
lite extension cord outlet, fully dis- 
played, as part of the package design 
panel. The package is colorfully 
printed in blue and red with an eye 
catching illustration of the safety ap 
plication of No-Shok. 


+ 
Wood Strain Insulator 


A NEW WOOD STRAIN insulator with 
four-way action has been announced 
by Hubbard & Company, 6301 Butler 
St., Pittsburgh 1, Pa. 

As tension is applied to the insula- 
tor, the interlocking plates start mov 
ing forward: As they move slightly, 
the inclined planes under the heads 
and nuts of the assembly bolts catise a 
simultaneous motion inward, 90 de- 
grees to the line of pull, and on all 
four sides of the wood member. 

An additional feature is the almost 
complete enclosure of the wood by 
the plates which make up the fittings. 
This prevents end-checking of the 
wood over long periods of service, and 
eliminates this cause of weakening. 


® 
Indenter Offer 


A FREE COMBINATION package offe1 
is now being made to clectrical con- 
tractors by The Briegel Method Tool 
Company, Galva, I]. 

One No. 605, Y2-inch Standard 
Briegel Indenter will be given free 
with each order for 400 %-inch Brie- 
gel connectors and 200 %2-inch coup- 
lings, all packaged in convenient ‘‘on 
the job” boxes of 50. 
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FOR SAFETY’S SAKE... USE CONDUIT (Full Weight Rigid Steel) 


aA 
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Rigid steel walls for 
permanent protection 


Ricip steel conduit is the only 
wiring system approved by the Nation- 
al Electrical Code as moisture-, vapor-, 
dust-, and explosion-proof in hazard- 
ous locations. 

Specify and use “Buckeye,” the 
world’s largest selling, standard- 
threaded, full-weight, rigid-steel con- 
duit, and you insure permanent. pro- 
tection for wiring in any location. 

Youngstown Buckeye Conduit is dis- 
tributed through supply dealers 
in every industrial market. 


BUCKEYE CONDUIT 
THE YOUNGSTOWN SHEET AND TUBE COMPANY © S™*" °¥ces — Younsrows 2, obo 


Manufacturers of Carbon, Alloy and Yoloy Steel Export Office-500 Fifth Avenue, New York 








CONDUIT - PIPE AND TUBULAR PRODUCTS - BARS - RODS - COLD FINISHED CARBON AND ALLOY BARS - 
SHEETS - PLATES - WIRE - ELECTROLYTIC TIN PLATE - COKE .TIN PLATE - TIE PLATES AND SPIKES. 
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The 600 standard ¥%-inch Briegel 
all-steel fittings, contained in this free 
package offer No. 2141, are enough 
to wire three average six-room houses 
and will be available at the new. re- 
duced price of $31.90. 

GROUND This offer will be in effect through 
FITTING November 30, or until canceled. 
TYPE G-571 

i) 


Electrical Box 


f p A NEW ALL-PURPOSE electrical box, 
yd r~ ry) the Raco “Jay-Kay,’”” was introduced 
se 1) to the electrical trade recently by Raco 
™ : All-Steel Equipment Inc., Aurora, III. 
. The box, equipped with external 
ENTRANCE clamps, was designed to conserve space 

hdebia bic & inside a box. The interior of the box 

is fully available for stuffing wires. 


GROUND 
FITTING 


TYPE G. 572 


GROUND i 3 
FITTING Someone 


TYPE G-80 3 hee 


: ; ae CLAMP BACK 


TYPE 141 

EMT BACK 
TYPE 151 

gate i * The box can be used with metallic 

re or nonmetallic cable and with pipe. 

For metallic cables, the “Jay-Kay” has 

wh two bushed openings as required by 

am ae) ie the Underwriters Laboratories to pro 

BUSHING tect the conductors from injury. ‘The 

TYPE 261 cable is held securely by a_ strong 

clamp in the housing, while the two 


F us “Pri-Outs” are easy to remove. 
@/ \= 
' i) 
amt 


Load Center 


PIPE STRAP 


TYPE 14-50 


GROUND ty | : i A NEW KIND of contzol and protec- 
— FITTING a ou tion for homes, commercial buildings, 
Made of 70, Gy TYPEG-50 s ] garages, and manufacturing plants, the 
ENDUR; Mf eo Pushmatic Service Electri-Center, has 
MA LEA NG Z 4 been introduced recently by BullDog 
BLE IRON | Electric Products, Box 177, Roosevelt 

Park Annex, Detroit 32, Mich. 
Smaller than ordinary load centers, 
the panelboard, by using compact 
Pushmatic units, contains increased 
wiring space. The control makes o1 
breaks circuits with a push of the 


; FOR = finger. If power is broken by short 
A COMPLETE LINE OF FITTINGS or overload, service is restored with 


RIGID GONDUIT, EMT ARMORED CABLE AND NON:METALLIC CABLE Si the same push operation. 
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... YET THE NEW ANHYDREX XX 
PROVES ITSELF “TOPS” AMONG HIGH- 
pe ated Ae ices VOLTAGE INSULATIONS! 
| 


| Yes, at 250 F., and after SIXTEEN weeks 
of constant exposure to this grueling tempera- 
ture the new Anhydrex XX insulation was sti:l 
rubber-like in quality and appearance; still suit- 
able for continued use. It had retained approxi- 
mately half of its tensile strength, near:y two- 
Riese thirds its elongation. And after the first few 
SS weeks the rate of deterioration was very sight, 
iL SIMPLEX ANHYDREX XX indicating exceptional stability and long life. 





T 
TENSILE 
PS! 
1500 § 





GR-S HEAT 
RESISTANT 


1000 











500 





Conventional oil base and GR-S heat-resist- 
ant compounds undergoing the same test could 
0 not match its performance. At the end of only 
° 4 s 12 16 one week the oil base compound had completely 

ne lost its rubber-like characteristics. Two weeks 
later the GR-S compound followed suit. Both had 
become brittle and, upon bending, immediately 


% cracked and crumbled. 

ELONGATION 

oe Oven AT 80°F (ets) After aging for 7 days under the same high 
temperature, Anhydrex XX was immersed for a 

| week in distilled water at 70 C. (158 F.) yet 

SIMPLEX ANHYDREX XX would not absorb more than 15 mg. per square 

40 Bo IRIS inch of exposed surface. It was exposed to .03‘: 


ozone for four hours yet would not crack when 
GR-S HEAT 
RESISTANT bent. 


200 Yes, Anhydrex XX is the only high-voltage 
insulation that combines low water absorption 
with long life, ozone resistance and heat resist- 
BERT © ida ance. It is your assurance of low-cost, uninter- 

| rupted service under all operating conditions. For 


t+) 4 8 12 16 complete data, write us today for Specification 
TIME ~ WEEKS 1685. 


HUPLE, WIRES & CABLES 


SIMPLEX WIRE & CABLE CO., 79 SIDNEY ST., CAMBRIDGE 39, MASS. 
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Connection Box 


THe NEw “U-Pul” Connection 
Box, manufactured by Russell & Stoll 
Company, Inc., 125 Barclay St., New 
York 7, N. Y., provides an efficient 
and economical pull point for wire 
sizes ranging from No. 12 to 1,000 
mem at 600 volts, and is also available 
for 2,300-volt service. 

The design, requiring no bends in 
the cable, obviates the necessity for 
using large sized enclosures as r¢ 
quired by the N. FE. C. (Sections 3348, 
3368, and 3708-2). This compact 
device is less than half the size of the 
conventional pull box. 


© 
Load Visualizer 


\ NEW AND IMPROVED a-c load 
visualizer, combining five instruments 
in one, has been announced by Gen- 
eral Electric’s Meter and Instrument 
Divisions, Schenectady 5, N. Y. 

Besides standard 
0-2.5/5/25/50-amp ammeter and a 
0-150/300/600-volt 
new G-F device can be used with a 
split-core or conventional instrument 
transformer to cxtend the range for 
determining watts, vars, volt-amperes, 
and power factor. 


serving as a 


voltmeter, the 


Designated as the ‘Type AF-2, the 
new instrument can be applied in load 
surveys, induction motor tests, reactive 
power studies, and power factor checks 
in power and lighting circuits. 

The Type AF-2 was designed to 
mect the need in industry for a small, 
lightweight analyzer with a few, sim 
ple connections. It is magnetically 
damped, fully shielded, and equipped 
with an external zero set. All read 
ings are made on one dial. 


is) 
Connector Fitting 


RepresicN of their 1914A connec 
tor fitting for entering the back of 
their 1900 Plugmold multi-outlet svs 
tem has been announced by the Wire 
mold Company, Hartford 10, Conn. 

Formerly equipped with an armor- 
ed cakle connector, the new design 1s 
equipped with a dual purpose connec- 
tor which mav be used for either arm 
>ed calle or non-metallic sheathed 

ye When used with non-metal- 
lic sucacaed cable, grounding may 
be obtained by wrapping the ground 
wire around the clamping screw. 

Fitting is 6 inches long with a 4 
inch cover section. ‘I'wo couplings 
are furnished. 





Res AUTOMATIC LOCKING 
/ SD gbekyar GLP IMS 
s 





PLUGS, RECEPTACLES & CORD CONNECTORS 
FOR SAFE, DEPENDABLE PERFORMANCE 


1. Spring hinged, gos- 2. Plated steel housings fully 
keted covers close recep- protect the contacts. 


DUPLEX RECEPTACLE — 
FITS SINGLE GANG BOX 














For commercial and industrial applica- 


tacle when not in use. 


3. Adjustable Cord Grips 4. Contacts are preci- 
eliminate strain on con- 
nections. 


sion- made, self-wiping, 
and self aligning. 


5. Rigidly con- 6. Heat-treated be- 
structed, all inte- ryllium copper con- 
riors of molded tacts and terminals 
arc-resisting com- + +» » an odvanced 
position, EVER-LOK feature. 


7. Compact design pro- 
vides ample capacity, yet 
allows for easy wiring. 


* 





tions. 
“f eC All units are steel clad, fully grounded and are com- 
= the plete with the R&S Ever-Lok automatic feature that 
4 seats positively eliminates strain on contacts or connections. 
details | 
83 Sold Through Electric Wholesalers ‘aaah 
SALE c ; 
S OFFICES IN PRINCIPAL CITIES EL49-(.40 





RUSSELL & STOLL COMPANY. INC. 


Precision-Built Electrical Equipment 
125 BARCLAY STREET, NEW YORK 7, N. Y. 
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NAMES IN THE NEWS 





The appointment of N. O. “Pappy” 
Reed representing Day-Brite Lighting, 
Inc., has been announced. He will 
maintain headquarters in Houston, 
l'exas, and cover the Houston terr- 
tory under H. A. Auchter, the Texas 
representative for Day-Brite Lighting, 
Inc., who is located in Dallas. 





N. O. Reed 


After leaving Southern Methodist 
Universitv in 1928, Mr. Reed joined 
the Dallas Power & Light Co., where 
he remained from 1928 until 1931 
and again from 1938 (except for 
Army sezvice) until his affiliation 
with Day-Brite. 


Morris Landers, with offices at 315 
Walton Building, Atlanta, Ga., and 
2809 Whiting Ave., Charlotte, N. 
C., is now representing Clifton Con- 
duit Company in Alabama, Georgia, 
Tennessee, South Carolina, and North 
Carolina. 

Associated with Mr. Landers are 
Allen Bryant at Atlanta, and E. F. 
Lombardi at Charlotte. 


Williams Supply Company, 534+ W. 
Salem St., Roanoke, Va., with L. T. 
Gilhart as manager, has been appoint- 
ed Roanoke distributor for Twin-Line 
Residential Lighting Fixtures manu- 
factured by the Glatthar Lighting 
Company, Cleveland. 


Plans were made to increase the 
present line of residential lighting fix- 
tures manufactured by the Glatthar 
Lighting Company, 949 East 72nd 
St., Cleveland, Ohio, at the annual 
meeting of stockholders and directors 
recently, and designing of the new 
fixtures is in progress. 
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xee ) ive Offices of the New 


@ JOHN HANCOCK BUILDING 
“4 ARE LIGHTED BY 


TROFFERS 


Smithcraft Troffers (with Albalite glass) were chosen for the 
entire executive floor of the new John Hancock Building in 
Boston. Pattern lighting was required . . . and Smithcraft 
Troffers were selected because they permit complete freedom 
of lighting “expression” by the architect — without use of 
special or expensive accessories. Smithcraft Troffers effect- 
ively cut down the usual time and cost of installing recessed 
fixtures, because only Smithcraft provides the patented 
Aligner Hanger, cushioned Glass Frame, captive reflector 
fasteners, as well as unexcelled light distribution. These 
are features of importance to architect, engineer and con- 
tractor ... features that make Smithcraft Troffers “America’s 
Finest Recessed Lighting Fixture”. 
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There’s a 20-page booklet 
“Architectural Troffers” that e 
tells you why Smithcrait 
Troffers are being specified for 

more and more outstanding 
\ -—— 





installations throughout the LIGHTING DIVISION 











\ — CHELSEA 50, MASSACHUSETTS 
orem ae 
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Carl F. Glatthar was re-elected 
president and treasurer at the meet- 
ing, and Alvin B. Glatthar was re- 
elected secretary and works manager. 


William L. Immer has been named 
a wire and cable specialist for the 
Central District of the Construction 
Materials Department of the Gen- 
eral Electric Company. [le will be 
located in the St. Louis office of the 
Company at 3928 Lindell Boulevard. 

After graduating from the Univer 





L. Immer 


William 


sity of Kansas in 1927, Mr. Immet 
joined the General Electric Com- 
pany, at Schenectady, in the Test 
Course. ‘Two years later he became 
an architectural and consulting engi- 
neer for Industrial Sales of the Ap 
paratus Department in Chicago 
where he remained until 1938 when 
he was appointed district arc 
specialist. 

From 1940 until 1945, Mr. Immer 
served in the Army where he rose 
from Captain to Colonel. Upon dis 
charge in 1945 he rejoined the com- 
pany in Schenectady as assistant man 


velding 


ager of sales for the Welding Equip 


ment Division. ‘Three vears later he 
was appointed manager of sales ser 
vice for the same Division, the posi 
tion he held until his recent appoint 
ment. 

* 


Electric Machinery Mfg. Company 
has appointed Alfred J. Kroog as sales 
representative for Georgia. 

Following his graduation in elec- 
trical engineering in 1922, Mr. 
Kroog was associated with the General 
Electric Company for seventeen 
vears, covering the Southeastern 
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GAS STATIONS 
AIRPORTS 
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Sell as Specify 
REVERE 


You'll earn a_ better 
profit and have more 
satisfied customers. 


REVERE 


6005 BROADWAY 


75 to 
OPEN and ENCLOSED / 
FLOODS 
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THE GREATEST 
NAME IN LIGHTING 


FAMOUS 
PYLON-LITES 







No. 3018 


AREA LIGHTER 
Accommodates 
top floods 















1,000 Wat 


os 
Watt 
300-500 Watt 


PATENTED 


Cc oO. 


MFG. 


AGO 40, ILL. 





LIGHTING EQUIPMENT FOR EVERY NEED 


States in the engineering and sale of 
electrical and mechanical power ap- 
paratus. After spending three and 
a half years in the U. S. Navy, in 
World War II, Mr. Kroog establish- 
ed his own business as a manufac- 
turers’ representative. His office is 
located at 902 W. College Ave., De- 
catur, Ga., near Atlanta. 
e 


N. E. Passmzn was recently ap- 
pointed general sales manager of the 
Markstone Manufacturing Company, 
Chicago, according to an announce 
ment by Martin W. Schwartz, execu 
tive vice-president. Mr. Passman 
was formerly president of Planet In 
dustries, Inc., manufacturers of fluo 
rescent lighting fixtures. 

In his new position, Mr. Passman 
will supervise the national distribu 
tion of the Markstone line of resi 
dential and commercial lighting fix- 
tures. 

@ 


E. F. Luna, formerly advertising 
manager of Anaconda Wire & Cable 
Company, has been appointed sales 
promotion manager of the company. 

This newly created function will 
cover sales-advertising liaison, new 
product promotion, market analysis, 
market development, sales training, 
publicity, and customer and_ public 
relations. 

o 


Lansing T. Smith has been ap- 
pointed assistant to the general man- 
ager of the Gulf Power Company, 
while Roger Q. Scott was named man- 
ager of the retail operations for the 
company, L. C. Parks, vice-president 
and general manager announced re- 
cently. The growth of the company 
during recent years necessitated the 
consolidation of certain duties under 
the new positions, and these two 
members of the organization were 
chosen, Mr. Parks said. 

Mr. Smith became connected with 
the power company in 1926, while 
Mr. Scott has been with the company 
for 11 years. 

e 


Thomas Fuller, Southeastern Dis- 
trict manager of the Westinghouse 
Electric Corporation, recently announ- 
ced the appointment of William J. 
Delaney, Jr., manager of the Agency 
and Specialties Division of the South- 
eastern District, with headquarters 
in Atlanta. 

Mr. Delaney received his electrical 
engineering degree from Georgia In- 
stitute of Technology in 1937. After 
completing the Westinghouse grad- 
uate student training course in 1939, 


ELECTRICAL SOUTH for NOVEMBER, 1949 





ins ¢ 














he was assigned to agency work in the 
Florida area. 

During the war, he served as a cap- 
tain in the Army for three and one- 
half years, and returned to the West- 
inghouse sales organization in New 
Orleans. 

Prior to this present appointment, 
Mr. Delaney was supervisor of the 
Age..cy and Specialties Division, with 
headquarters in New Orleans. 


['o provide moze complete custom 
er service in the architectural and 
building fields, the Construction Ma 


terials Department of the General 
Electric Company has appointed 
building project specialists. James 


I). Brown, Jr., has been assigned to 
the Southwestern District with head- 
quarters in Houston, Texas. 





James D. Brown, Jr. 


A graduate of the Universitv of 
Texas, Mr. Brown joined the Gen 
eral Electric Company in Bridgeport 
in 1946 after service in World War 
Il as a Lieutenant in the Navy. He 
was first employed in the Rotating 
Engineering Program in the Conduit 
Products Division. 


Announcement has been made by 
Cutler-Hammer, Inc., pioneer electric 
al manufacturers, Milwaukee, Wisc., 
of the appointment of W. R. Rein- 
hold as manager of refrigeration sales. 
Mr. Reinhold succeeds R. M. Van 
Vleet, who retired recently after 45 
vears of service with the company. 

Mr. Reinhold joined Cutler-Ham- 
mer in 1933 and after working brief 
ly in various company departments 
entered the sales department where 
he became assistant manager of refrig- 
eration sales in 1944. Mr. Reinhold is 
a member of both the Refrigeration 
Equipment Manufacturers  <Associa- 
tion and the National Electrical 
Manufacturers Association. 
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“RINGER” 
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—“for finest indirect lighting 
lifetime beauty, efficiency 


practically 


SPUN ALUMINUM LOUVRES 

for distinctive modern design. 
HEATPROOF ALZAK** FINISH 

is not discolored or affected by lamp heat. 


DUSTLESS OPEN BOTTOM 


minimizes cleaning — dirt falls through. 


SILVERBOWL LAMP 

provides built-in reflector. Peak efficiency is auto- 
matically restored; when lamp is replaced, you 
have a new reflector. 





The functional simplicity and beauty of the: GUTH SEELUX make it the standout 
among indirect incandescent luminaires. Compare these SEELUX specs with 


any similar fixtures: 

18-Gauge aluminum, emery-grained 
ALZAK finish. Concentric spun louvres 
with 25° pitch, positioned with three 
die-stamped 12-gauge aluminum straps 
riveted to each ring. Socket cover, semi- 
polished ALZAK; 6” canopy, stem and 
swivel, ALZAK aluminum; black porcelain 







U. L. approved lampholder. 


* ® and Patents Pending 
* *® and Patented, Aluminum Co. of America 


LIGHTING 


THE EDWIN F.GUTH COMPANY / ST. LOUIS 3, MISSOURI 
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E. A. Rodrigue, formerly residen- 
tial and rural sales manager for Louisi- 
ana Power & Light Company, has 
been named to the newly created post 
of assistant division manager for the 
Company’s Southeastern Division 
with headquarters in Metairie, accord 
ing to an announcement by Roy FE. 
Ridnour, division manager. 

In making the announcement, Mr. 
Ridnour stated that the creation of 
the post is the result of the rapid 
growth and expansion of the division 
and the subsequent increase of respon 
sibility. 


W. E. Bann, vice-president and 
Texarkana division manager of the 
Southwestern Gas and Electric Com- 
pany, has retired after working for 
Southwestern and its predecessor com 
panies since 1904. 

Mr. Bann will continue his interest 
in the company since he remains as 
a member of the board of directors 
and as vice-president. He will be 
succeeded as Texarkana division man 
ager by J. D. McCarty, who has as 
sisted Mr. Bann since 1940. 


Percy C. Smith, vice-president and 
director of sales at Arrow-Hart & 
Hegeman Electric Company, has an 
nounced five promotions and addi 
tions in the sales department. 

They are: Howard J. Varley, sales 
manager of appliance division, pro 
moted to assistant director of sales 
of the entire company; Gordon Britt, 
appointed to succeed Mr. Varley as 
sales manager of appliance division: 
P. T. Galt, Jr., appointed manager of 
the industrial controls division; Char- 
les H. Tuttle, appointed sales man 
ager; and John C. Ellis, assistant sales 
manager of the latter division. 


At a recent meeting of the Board 
of Directors of James G. Biddle Co., 
D. Robert Yarnall was elected chair 
man of the Board and J. Robert 
James president of the company. 

Mr. Yarnall, president of Yarnall 
Waring Co., past president of ASME, 
and prominent in engineering circles, 
has been president of James G. Biddlc 
Company since 1944. He is succeed 
ed in that capacity by Mr. James, who 
has been vice-president and treasurer 
since 1944, having joined the com 
pany in 1930. Prior to that time, 
Mr. James was associated wtih J. E. 
Rhoades & Sons of Wilmington, 
Dela. 

Edward H. Wannemacher was re- 
elected vice-president and _ secretary. 
Mr. Wannemacher is also sales man- 
ager and personnel director. 
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Additional appointments are as fol- 
lows: E. E. Lange, assistant sales man- 
ager; A. Q. Lange, technical sales en- 
gineer; T. B. Whitson, director of en- 
gineering; E. B. Curdts, assistant di- 
rector of engineering; and Stuart C. 
Sommer, advertising manager. 


Announcement has been made by 
E. E. Helm, sales vice-president of 
The Reliance Electric & Engineering 
Company, of additions to ficld sales 
personnel for two of the company’s 
district offices. Emory G. Orahood, 
Jr., goes to Atlanta, Georgia, and Rob- 
ert B. Reed to Birmingham, Alabama. 

Mr. Orahood, a graduate of Clem 
son A & M College, has been a Re 
liance sales engineer in Birmingham, 
Alabama, and will be the first direct 
sales representative that Reliance has 
had in Atlanta. His offices will be 
in the Candler Building. 

In addition to his home office sales 
training, Mr. Reed handled steel mill 
sales work for Reliance fos 22 
months in the Gary, Indiana, district. 
\ graduate of Purdue University, Mr. 
Reed was a maintenance enginecring 
officer in the Air Corps during the 
war. 


Code Changes 


(Continued from page 23) 


electrodes for power and lighting system 
grounds, those for communication sys 
tems, and those for a lightning rod instal 
lation shall not prohibit the bonding to 
gether of all such made ele trodes See 
action 2586.” 

Comment. The phrasing is clarified. 
ARTICLE 810—RADIO EQUIPMEN' 

Antenna Systems—General 
Section 8111 Material 

Insert “aluminum alloy” after the word 
bronze in the second line 
Section 8115. Indoor Antenna 
Delete the present caption and text and 
substitute as follows 

“Section S115 Structures Metal 
structures supporting antennas shall be 
permanently and effectively grounded.” 

Antenna Svstems—Receiving Station 
Section 812] Size of Antenna and 
Counter-poise 

Change _ this 
‘Wire-Strung’ 
tenna.’ 

Identify the present text and table as 
paragraph ‘a.’ 

In the column of the table headed 
‘Material, insert “aluminum alloy’ to 
precede hard-drawn copper in the first 
bracket, or line. 

Add a new paragraph to read: 

“b. Self-Supporting Antennas. Out 
door antennas, such as vertical rods or 
dipole structures, shall be of non-cor 
rodible materials and of strength suitable 
to withstand ice and wind loading con 
ditions.” 

Section 8123. On Buildings: 

Substitute the word “clearances” for 
the present caption of the section. 

Make the present text paragraph ‘a.’ 
with the caption ‘On Buildings Outside.’ 


caption by _ inserting 
to precede the word ‘An 





Add to the last sentence of the present 
text. 

“unless the bonding referred to in sec 
tion 2586 is accomplished.’” 

Add to a new paragraph b. to the section 
with caption ‘Antennas and Lead-Ins 
Indoors’ and with text as follows: 

“b. Antennas and Lead-Ins Indoors 
Indoor antennas and indoor lead-ins shall 
not be run nearer than two inches to 
conductors of other wiring systems in the 
premises unless 
(1) Such other conductors 
raceways or cable armor, or 
2) unless permanently separated from 
such other conductors by a continuous 
and firmly fixed non-conductor such as 
porcelain tubes or flexible tubing 
Protectors 
Lightning 


are in metal 


Section 8141. Arresters—Re 
ceiving Stations. 
Change the first sentence to read 

“Fach conductor of a lead-in from an 
out-door antenna shall be provided with 
1 lightning arrester approved for the 
purpose, except that if the lead-in con 
ductors are enclosed in a_ continuous 
metallic shield the lightning arrester may 
be installed to protect the shield or may 
be omitted if the shield is permanently, 
ind effectively grounded.” 

Grounding Conductors—General 
Section 8151. Material: 

Insert “aluminum” after the words “‘of 
copper” in the second line of present 
text 
Section 8155. Run in Straight Linc 
Revise this text to read: 

“The grounding conductor shall be 
run in as straight a line as possible from 
the antenna mast and/or lightning a1 
rester to the grounding electrode.” 

Grounding Conductors—Receiving 

Station 
Section 8162. Size of Protective Ground 

Insert “or No. 12 aluminum” after the 

words “No. 14 copper” in the third line 

Interior Installation—General 
Section $8181. Clearance from 
Conductors 

Relocate this text to be section ‘819] 
following the caption “Transmitting Sta 
tions.” 

\lso change the word 
the present third line to “conductors.” 
Section 8182. Radio Noise Suppressors 

Renumber this section to be section 
8181." No change in caption or text 

Transmitting Stations 
Section 819] 

Insert present section ‘8181,’ caption 
and text as proposed above, to be ‘8191 

Present section ‘8191.’ General. Re 
number to become section ‘8192’ with 
out other change. 

Comment. Aluminum alloy conduc 
tors may be used. Metal supports for 
antennas must be grounded. Dipoles 
must be of suitable strength and de 
sign. Requirements are set forth for 
indoor antennas. 

CHAPTER 9—CONSTRUCTION 

SPECIFICATIONS 
Conductors 
General: 


Other 


“conductor” in 


Section 93101. 
Paragraph e. Conductor Construction 
In the table “Conductor  Insulations’’ 
change as follows: 
For trade name “Latex” change fourth 
column of table “8-6” to read ‘‘8-2.” 
Also, for trade name “‘Latex’’ insert in 
table mention of fixture wire, Types 


‘RUF’ and ‘RUFF,’ in conductor sizes 
Nos. ‘18-16,’ thickness of insulation ‘18 
mils,’ as for sizes ‘14-10. 
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Flexible Cords 
Section 94004. Insulation—Required: 

Insert in fifth line after SJO, ‘SU’ and 
‘SUO,’ 

Section 94005 Insulation Thickness: 
Insert a new sentence to the second 
sentence, reading: 

“The nominal insulation thickness fot 
I'ypes SU and SUO shall be .015 inch 
for Awg sizes 18 and 16 and .018 inch 
for Awg sizes 14, 12, and 10.” 

Fixtures, Lampholders, Lamps, Recep- 
tacles and Rosettes 
Section 94101 Fixtures 

Paragraph a Material Other than 
Metal. Delete the second sentence of 
the present text of this paragraph 

Paragraph c. Wiring Space. Add the 
following sentence: 

“Splice compartments shall be of non 
absorptive, non-combustible material.” 
Incandescent Lamps 
Section 94103. Bases 

Change to read: 

“An incandescent lamp for general use 
on lighting branch circuits shall not be 
equipped with a Medium base if rated 
over 300 watts, nor with a Mogul base 
if rated over 1,500 watts Above 1,500 
watts special approved bases or other 
devices shall be used.” 

Motors and Controllers 
Section 94304. Identifying Code Letters 
Revise the table. beginning with present 
Code Letter ‘R,’ to read 


R 14.0-15.99 
S 16.0-17.99 
| 18.0-19.99 
U 2?0.0-22.39 
\ 22.4-and up 


Comment. RU wires are recognized 
through No. 2 size. RUF fixture wires 
and SU cords are added 

he requirement for metal-lined 
wireways in portable lamps is deleted; 
splice compartments shall be of non 
iI 
rial 

Voltage of special lamps which are 


sorptive, non-combustible mate 


not for general use are excepted from 
the requirements relative to the size 
ind kind of base. 

Code letters marked on motor 
name-plates to show motor input 
with locked rotor have been added, 
extending the list from R to V. 


CHAPTER 10—TABLES, DIAGRAMS, 
AND EXAMPLES 


lable 1 and 2 

In heading of column ‘2’ of each ta 
ble, regarding Type ‘RU,’ change figure 
in parenthesis to read, “14-2.” 

Notes following Tables 1 and 2: Add 
to fine print note preceding Note ‘lI’ ad 
ditional cross reference as follows 
“For flexible cords see Tables 3 and 


2 


Add as a fine print note to Note ‘4: 
“Exceptions to the foregoing are spe 
cified in sections 3624, 3745, and 7265.” 
lable 3. \llowable Current-Carrving 
Capacity of Cord and Fixture Wire 
Change top half of heading of column 
‘4’ to read: “Rubber Types $, SO, SJ, 
SJO, SU, SUO, SV, and POSJ.” 
lable 13. Dimensions of Rubber-Cover 
ed and Thermoplastic-Covered Conduc- 
tors. 
Change first line of footnote, follow- 
ing double asterisks to read: 
“No. 14 to No. 2.” 
Table 18-a. Multiplying Factors for 

















HIGH DIELECTRIC 
STRENGTH 


HIGH MECHANICAL 
STRENGTH 


COMPLETE UNIFORMITY AND 
EXACT DIMENSIONS 


These are the plus qualities you get with 

every piece of Equipment Porcelain made 
by lilinois! The whole process of manufacturing electrical 
porcelain is characterized by extreme care, not only in 
controlling the chemical composition of ingredients, but 
the particle size, moisture content, and the drying and 
firing temperature. 





ILLINOIS Bess 


ELECTRIC PORCELAIN CO. ILLINOIS 
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QUALITY 

VALUE 

LABOR-SAVING 
FEATURES 


TOPS » 


#400 


@ T-rated-Plus... 

© Sm-o-o-th, Positive Action 

@ No Arcing — No Pitting — 
No Failures 

¢ Compact—But Strong and 
Mighty 

@ Saves 10% Wiring Time 


#300 


@ T-Slot Plus... 

© Uniform, Preset Pull 

Solid, Eye-Appealing, 
Strong 

© Huge Screws—Backed Out 
—Ready : 

® Saves 10% Wiring Time 


Meet and surpass REA & 
Federal Specifications 


@ WRITE FOR CATALOGUE 
AND LITERATURE! 
OVER 100 NEW DEVICES 


SLATER 


ELECTRIC & MFG. CO., Inc. 
WOODSIDE, L. I., N. Y. 
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Converting D. C. Resistance to A.C. 
Resistance: 

This table (page 328 of the NFPA 
edition) was omitted from the 1947 edi- 
tion published by the NBFU (consery 
ing paper supplies). It is recommended 
for appearance in this 1949 Supplement, 
as follows: 


Size Multiplying Factor 
CM 25 cycles 60 cycles 
250000 1.005 
300000 1.006 
350000 1.009 
400000 1.011 
500000 1.018 
600000 1.005 1.025 
700000 1.006 1.03 
750000 1.00 1.039 
800000 1.008 1.044 
900000 1.010 1.055 
1000000 1.012 1.067 
1250000 1.019 1.102 
1500000 1.027 1.142 
1750000 1.037 1.185 
2000000 1.048 1.233 


Table 20. Conductor Sizes and Over 
current Protection for Motors 

Columns ‘7’ and ‘8.’ Throughout the 
table change mention of Code letter “R” 
in headings of these columns to Code 
letter “V.” 
Table 26. Maximum Rating or Setting 
of Motor-Branch-Circuit, etc 

Change two references in table to 
Code letter “R” to code letter “V.” 
lable 31. Flexible Cord: 
Insert the following in the list of “‘Hard 
Service Cord.” 

Type letter: SU. 

Size AWG: 18 to 10 incl. 

No. of conductors: 2 or More. 


Insulation: 90% Unmilled Grainless 
Rubber. 

Braid on each conductor: Cotton or 
Rayon 


Rubber 


Outer Covering: 


Use: Pendant or Portable, Damp 
Places, Extra Hard Usage. 
Type letter: SUO. 


Size AWG: 18 to 10 incl. 
No. of Conductors: 2 or More 


Insulation: 90% Unmilled Grainless 
Rubber. 

Braid on each conductor: Cotton or 
Rayon. 

Outer Covering: Oil-Resistant Com 
pound. 

Use: Pendant or Portable, Damp 


Places, Extra Hard Usage. 

Comment. ‘T'ables and Notes have 
been clarified as to the new insula- 
tions. 

A new Table ‘18-a’ is added for the 
purpose converting D. C. resistance 
values of large conductors to the 
somewhat higher values that obtain 
when A.C. is used. In ordinary small 
installations the increase in resistance 
is not a serious consideration. 

Table ‘20’ and ‘26’ are clarified 
with respect to the extended list of 
motor code letters. 


Overhead Control 
(Continued from page 18) 


This system is very good, according 
to Mr. Clayton, who believes in the 
delegation of authority and responsi- 
bility as much as possible in getting 
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actual construction done. Mr. Curlee 
has exercised general supervision over 
all jobs, including out-of-state work 
such as the present one in an institu- 
tional job at Jackson, Mississippi. 

Further implementing the system 
of delegated responsibility, A. M. 
York is local superintendent, more 
directly concerned with doing work 
for regular accounts in the Birming- 
ham area. 

As an example of further assurance 
that the jobs will be well done, a long 
experienced foreman is on each job. 
For instance, George Schreck, whe 
has been at the business since 1906, 
is foreman on the $125,000 contract 
job for the new City Hall in Birming- 
ham. The $125,000 was a base bid, 
and did not include most of the light- 
ing fixtures, which will be contracted 
under a separate bid. 

These individual foremen can be 
trusted to handle all problems on the 
job—and they have been given extra 
incentive by the fact that they usually 
receive a bonus of some sort if a job 
is completed at a specially nice profit 
for the company. This is no regular 
incentive plan, though the two exec- 
utives of the business have been en- 
deavoring to get some regular incen 
tive plan in operation. 


New Building Occupied 


Proper provision for warehousing 
has been made here; the company’s 
new $90,000 building of brick, with 
acoustic tile, fluorescent lighting, 
telephone inter-communication | sys 
tems, measures approximately 100 by 
140 feet, and aside from office space, 
has a fixture display room approxi 
mately 60 by 30 feet, in which more 
than 200 fixtures are displayed, and a 
warehouse space that measures at 
least 50 by 140. 

The building is located with the 
rear of it directly abutting on a rail- 
road siding, and an offset open por- 
tion has space for trucks to park, load 
and unload easily. 

These overhead requirements are 
what makes this business click. 
Clayton’s estimate of the proper over 
head figure for electrical contractors 
is between 20 and 25 per cent. “We 
have gotten the figure as low as 20 
per cent,” he states, “though it de- 
pends somewhat on the nature of the 
business.” When jobs are similar, 
and a man specializes, he may get his 
work on an assembly line basis, and 
get the overhead a little lower. 

The lush field for electrical con 
tracting profits, Clayton feels, is 
really in the medium-sized jobs that 
may run from $500 to several thous- 
and. Contractors do not bid as heav- 
ily for these jobs, often overlook 
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NAME YOUR TAPE and 


gel move for your Money... 





PANTHER or DRAGON 


by Obonitz... 


e You get the best value in commercial tapes today when 

you ask for Panther or Dragon. The reason you can de- 
pend on Panther and Dragon Tapes on all points is this: 
They're made by Okonite. 70 years of experience in 
manufacturing insulated wires and cables for every type 
of service testifies that Okonite knows how to make tapes 
for splicing cables. 


The freshness you want in tape is tightly sealed in cello- 
phane in every PANTHER and DRAGON package. And 
these tapes stay fresh in use because selected materials 
are carefully formulated to provide good working quali- 
ties indefinitely. 
In addition you get... 
e Good all-around workability. 
e Reliability in every splice. 
e Guaranteed footage as stated on the package. 
e Mechanical and electrical properties that surpass 
ASTM and Federal Specifications. 
Better tapes come in packages labeled Panther and 


Dragon. Sold only through recognized wholesalers. Made 
by The Okonite Company, Passaic, N. J. 


7696 


anther and ragon 


friction and rubber tapes 









Arrows indicate forced air-movement over ENTIRE 
EXTERIOR of BALDOR STREAMCOOLED Motor. 


BALDOR 


a: 





ARE 100% TOTALLY ENCLOSED 


... yet they can’t become clogged 
Baldor Streamcooied Motors cannot inhale 
dust, dirt, lint or other foreign matter because 
they are totally enclosed ...non-clogging and 
cool operating. The outer-mounted fan forces 
air over the entire exterior of the motor; saves 
time and expense of dismantling and cleaning; 
promotes uninterrupted production. 


BALDOR MOTORS ARE SOLD AND SERVICED 
NATIONALLY in more than 200 Trade Centers 


(ASK FOR LATEST BULLETINS) 


BALDOR ELECTRIC COMPANY 


ST. LOUIS — and Other Principal Cities 






BETTER 
MOTORS 
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QUELARC 


The Circuit 
Breaking Plugs | 
and Receptacles 
... Ratings Up to | 


200 AMPERES 











The exclusive QuelAre con. 
struction provides exceptional 
protection to contacts, for safe 
use as current rupturing de: 
vices. Unique partitioned insu. 
lation provides extra long dis- 
tance between contacts and be. 
tween contacts and ground. In. 
sulating chambers completely 
enclose all contacts and form 
an are-trapping space, Galvan. 
ized cast metal housings, bake- 
lite insulation and individually 
renewable contacts insure long 
service life. 

QuelAre plugs and recepta. 
cles are available in a complete 
range of styles, 2, 3 and 4 
pole types—grounded through 
shell or extra pole. Housings 
with threaded cap, plain cap or 
hinged spring door. Ratings 
20, 30, 60, 100 and 200 am. 
peres, 250 volts DC, 600 volts 
AC. Consult your Pylet Cata- 
log 1100, Bul. 1140-2 for com. 


plete listings. 








CONDUIT FITTINGS * FLOODLIGHTS 








THE 


N PYLE-NATIONAL 


SINCE 1897 





COM PANY 
1354 N. Kostner Ave., Chicago 51, Ill. 
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them, in their rush to compete for 
the big ones, on which the situation 
is very competitive. 

The fixture business, too, has been 


getting away from contractors, he 
notes. “The interior decorators, in 
doing away with chandeliers and 


fancy overhead lighting fixtures, have 
taken the business into the realm of 
the fancy floor lamps and so on,” he 
smiles. “It is up to contractors to 
trv to get some of the business back 
by good displays and extra sales ef 
fort.” 

These two companies then, offet 
the blend that is necessary to success 
in the demanding field of electrical 
contracting, a blend of business sense, 
technical knowledge, and_ energy 
and efficiency in the application of it. 


Stressing Safety 


(Continued from page 32) 


little additional expense. 

“The electrical engineer states that 
this rule applies especially to the mod 
ern kitchen, fully or partially electri 
cally equipped. ‘Thousands of ‘Tulsa 
homes were erected more than a quai 
ter of a centurv ago, when the general 
use of electrically driven kitchen ap 
pliances were just coming into vogue. 
Use of electricity in the kitchen those 
davs was confined largely to lighting 
with electric bulbs of not more tharr 
60 watt capacity. 

“Now this same kitchen in many 
instances includes in its equipment 
an clectric stove, electric toaster, elec 
trically driven cooking 
fluorescent lighting, and in many cases 
a washing machine, all of which has 
increased the load materially and pro 
duced a fire hazard. 

“Sartin savs that the general use of 
attic fans has materially increased fire 
hazards unless 
been made. Any attic fan, in his pro 
fessional opinion, should be provided 
a circuit of its own. A circuit cannot 
handle more than 1,500 watts, which 
is a reasonable yardstick whereby the 
property owner can measure his re 
quirements. 

“New homes erected in ‘Tulsa in 
the last few years carry sufficient elec- 
trical facilities for reasonable electrical 
use, because they measure up to the 
electrical code, according to Sartin. 
Houses erected 25 or more years ago 
carried sufficient circuit capacity for 
that period, which is now outmoded. 
He, therefore, advises every owner of 
an old home to have the property in- 
spected by a qualified electrical engi- 
neer to ascertain if the electrical faci- 
lities meet present day requirements. 
No better fire insurance could be car- 
ried by any Tulsa property owner.” 


appliances, 


proper provision has 


Time Studies 


(Continued from page 30) 


readily removed from the tinned sur- 
faces. After the stator has been 
baked, the sterling stripper can be 
removed verv easily. I mention Sterl 
ing Stripper No. $-159 because I am 
familiar with it. There are, no doubt, 
many other manufacturers who make 
a similar product that would be satis 
factory. 

The winding department 
have adequate handling equipment, 
such as cranes, mono-rails, 
and chain falls so that the larger work 
can be easily handled. ‘Time can be 
having banding lathes and 
devices. We have 


should 


I-beams, 


saved by 
accurate tension 
developed a very handy and practical 
hydraulically operated banding wire 
tension device consisting of a 4-inch 
cvlinder about 5 feet long, complete 
with a piston, a positive displacement 
gear pump driven), and a 
Fisher manually adjusted pressure re 
gulator so that a constant tension can 
be selected and maintained through 
out the banding operation. With a 
gauge calibrated where the 
pounds tension, the 


(motor 


pressure 
reads in 
tension can be increased or decreased 
accurately by merely turning the valve 
stem on the Fisher regulator. ‘This 
hydraulic tension device is mounted 
on a mono-rail above the banding 
stands so that it will move along from 
one end of the rotor to the other as 
the bands are applied. 

We find that it saves time to stand 
winding operations—all 


scale 


ardize voul 
end connections should be put on in 
the same manner. A lead wire sel¢ 

tion table put up in the Winding De 
partment saves time, also. We find 
that it pays to specialize winders to 
rewind different types of apparatus. 
Some are better qualified to rewind 
rotating apparatus and others small 
or large stators. We find in operat 
ing a large shop that about 90% of 
the work in the Coil and Winding De 
partments can be done with process 
workers, particularly if you specialize 
them. 

The accompanying chart shows the 
results obtained from our time study 
of rewinding polyphase N.E.M.A. 
frame motors from 1-25 h.p., to 2, 4, 
6, 8, and 10 pole. 

Column “A” shows the average 
man hours required to disassemble, 
strip, clean, dip, bake, assemble, paint 
and test. 


Column “C” 


man hours required to make a set of 


shows the average 
mush coils using varnished sleeving 
on the leads and taped ears. 

Column “W” 


shows the average 
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man hours required to insulate, m- 
stall coils and connect. 

Column “T”’ shows the total man 
hours required in assembly, coil and 
winding operations. 

Some of us may be surprised to 
learn that the man hours required in 
the Assembly Department (shown in 
Column “A’’) exceed the man hours 
required in either the coil making or 
winding operations in almost ever 
instance. Refer to the 5 h.p., 4-pole 
data— 

Assembly Department 3.9 hours 

Coil Department 1.6 hours 

Winding Department 3.5 hours 


Total 9.0 hours 


Almost every shop has wound 5 
h.p., 4-pole stators in less time than 
the total time shown here but please 
bear in mind that this is an average, 
which takes into consideration the 
hard ones as well as the easy ones. It 
is very easy for us to remember and 
brag about the easy, fast jobs we do, 
but few of us remember the man 
hours required to do the hard ones. 

Your N.IS.A. Engineaing Com 
mittee has in mind conducting this 
time study on all motors from 1 to 
200 h.p. It is the opinion of this 
committee that if vou place this data 
sheet in your shop where your em 
ployees can easily see it, it will be 
an incentive to them to equal or bet- 
ter these averages and vour costs will 
be reduced. 

In conclusion, I would like to men 
tion the importance of emplover-em 
plovee relations. Business can’t stand 
still—it either forges ahead or slides 
backward and whenever you find an 
organization that is wide awake and 
on its toes, you find that Top Man 
agement in that organization is a man 
who has won his employees over, 
meets regularly with his department 
heads, listens to their ideas, encour 
ages group thinking and, in other 
words, is “on the ball” himself. 

I'oo many of us are prone to enjoy 
the comforts of our casv chairs when 
we think things are going along pretty 
good and we usually wake up when 
the statement has a few crimson col- 
ored figures on it. ‘Then Top Man- 
agement bounces out of his easy chair 
and starts a crusade throughout the 
entire organization, determined to 
straighten out and improve the effi- 
ciency in one dav. 

It would be better if he would have 
meetings at least once a week with 
all of his foremen and department 
heads and continually inspire them 
with his enthusiasm, point out the 
advantages that come from a sincere 
and constant effort of the entire or- 
ganization to improve its product and 
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the ome source lighting line 
‘in the new KAYLINE catalogue 


A complete range of 
incandescent, fluorescent 

and slimline fixtures cover- 

ing the full commercial and in- 
dustrial fields has been conven- 
iently arranged in Kayline’s new 
catalogue. Advanced design and 
careful engineering make Kayline fix- 
tures the finest, most economical quality 
units on the market today. Kayline’s 
New Catalogue No. 50 will make greater 
profits for you. Mail the coupon below 
today for your copy. 
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THEY FIT 
RIGHT 





Easier, 
Smoother, 
Installations 


quay, geet 


That's the big test of any Fitting, 
isn’t it? A smooth, easy installation! 
And, to be sure of Fittings that do 
fit smoothly you must have a uni- 
formity and exactness of product 
that can be depended upon AL- 
WAYS. You're sure of this kind of 
Fitting when you specify Wagner 
Malleable. 

Every step from 
molten metal to final 
inspection is carried 
out under the skill 
and watchfulness of 
Wagner workmen. 
Hourly tests are made 





in the modern metal- 
lurgical laboratory. 
From these reports, 
the proper production 
controls are deter- 
mined in order to pro- 
duce the uniform, 
high quality mallea- 
: ble iron bearing the 
i WAGNER mark. Na- 

tionally Distributed 

Through Leading 


Ge | 
Wholesalers. 


WAGNER MALLEABLE PROD- 
UCTS CO., 222 W. Adams Street, 
Chicago 6, Illinois. Foundry and 
Plant, Decatur 60, Illinois. 

New illustrated Catalog 483 is 
yours on request. Write today 
for your file copy. 


WAGNER 


Malleable Fittings 


SOUTHERN REPRESENTATIVES 
George E. Anderson Company 
1903 Griffin St., Dallas 2, Texas 
Edgar E. Dawes & Co. 
401-402 Rhodes Bidg., Atlanta 3, Ga. 
Paul Lumpkin, 
226 Builders Bldg., Charlotte, N. C. 











render better service to the customer. 
Let them know how important they 
and their jobs are and it will be passed 
on down the line to the various em- 
ployees. Only two things can come 
from: such an organization—continu- 
ous growth and job security for all. 

There are two ways of making your 
self stand out from the crowd. One 
is by having a job so big that vou can 
go home before the whistle blows if 
vou want to. ‘The other is by find 
ing so much to do that you must 
stay after the others have gone. The 
one who enjoys the former once took 
advantage of the latter. 


Unit Substations 
(Continued from page 26) 


Then another 3000 kva installation 
was to be made and the manufacturer 
shipped the switchgear in October, 
but the transformer was not received 
until April of the next year. In an 
other 3000 kva installation, the manu- 
facturer shipped the transformer in 
April and the switchgear section in 
June. Then, when this particular unit 
was being assembled, the switchgear 
section would not fit to the transform- 
er. The radiators were welded in the 
wrong places on the transformer unit 
and special extension plates had to be 
provided for the throat connecting the 
transformer and switchgear, and, also, 
the bus connection had to be ex- 
tended. 

In another case, a 3000 kva unit 
was ordered for either 2400 or 4160 
volts wye operation on the low volt- 
age side. ‘The equipment, when re- 
ceived, was for 4160 volts wye service 
only, having single bushing potential 
transformers and other such equip- 
ment. This resulted in several weeks 
delay in order to make all the neces- 
sary connections and replacements so 
that this unit could be connected for 
2400 volts delta service. 

Since the manufacturers build the 
transformer section at one place and 
the switchgear at another, we feel that 
more coordination should be given, or 
that the equipment should be assem 
bled and checked before shipment is 
made, to prevent conditions of this 
nature. 

(h) Bus Regulation Limitations 

Many studies have been made and 
considerable thought has been direct- 
ed toward the merits of bus regula- 
tion vs. individual feeder regulation. 
We are experiencing a condition, at 
the present time, at one of the 3000 
kva unit installations where bus regu- 
lation is not adequate due to one cir- 
cuit being short, serving considerable 
commercial load, while the other cir- 
cuit is rather long, serving residential 
load altogether. Conditions like this, 


undoubtedly, are local problems and 
are special cases which have to be 
worked out. Nevertheless, they re- 
quire special engineering and, all in 
all, contribute to the limitations of 
a unit type installation. 


Steel Structure Type Substations 


In the next analysis, the salient fea 
tures of the conventional steel struc 
ture type of substation will be dis 
cussed briefly as to advantages and 
disadvantages. 

The steel structure substation, re 
ferred to in this discussion, is one 
which we have developed and adopted 
as our so-called “standard” substa 
tion. It consists of a rather simple 
steel structure, weighing about 52 
tons, which can be erected on the 
foundation in 8 hours by a crew of 
one foreman and 5 men. ‘This time 
of erection is for the steel only. 

This structure is suitabie for the 
installation of 5000 kva maximum 
transformer capacity, cither single 
phase or three-phase units with a 
spare. It is also suitable for 44, 33, 
22, or 13.2 kv on the high voltage 
side, and 7.6/13.2 Y or 2.4/4.16 Y 
kv on the low voltage side. Further 
more, it is designed so that the high 
voltage feeder may enter from the 








Made in 3 Surface Finishes 


Approved by Engineers and 
Contractors doing R E A work 


nection to A.C.S.R. or copperweld con- 
ductors where the diameter may be from 
8-A  copperweld to .595” A.C.S.R. 
armour rods. 


ADAPTABLE TO A WIDE RANGE OF USES 
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side opposite to the pull-off of the 
jow voltage circuits or from the same 
side. 

This structure provides initially two 
ten-foot low voltage feeder bays, 
which can accommodate a main and 
transfer bus, and also ample space for 
a feeder breaker and regulators, either 
single-phase or three-phase. When 
additional feeders are required, bays 
can be added to cither end, each of 
which may provide space for 2 out- 
going feeders. 

The effective ground space, re 
quired by this substation, for 2 out- 
going low voltage feeders is about 20 
ft. x 30 ft. Undoubtedly, every com- 
pany has its own so-called standard 
steel structure substation, somewhat 
like this design. 


Advantages and Disadvantages 


Although it will not be attempted 
to match each specific disadvantage of 
the unit type substation with an ad- 
vantage of the conventional type or 
vice-versa, the following listed advan 
tages and disadvantages are based up 
on the same conditions, and also upon 
other practical operating conditions: 

(a) Flexibility 

The term flexibility, in this case, 
covers a wide latitude in that it cov- 
ers not only transformers, breakers and 
regulators, but also operation and 
maintenance questions will be dis- 
cussed later in more detail. When 
single-phase transformers are used 
and one unit develops trouble, it can 
readily be disconnected. ‘The spare 
can be connected to replace it, or the 
remaining two units can be left to 
carry the load, if not too excessive. If 
the transformers of greater capacity 
are needed, the replacement can readi- 
ly be made. If a breaker or regula- 
tor, or both, need to be taken out of 
service for repairs, maintenance or re- 
placement with larger ones, they can 
be switched out on the transfer bus 
and may be worked on or replaced 
during a light load period without 
any external switching or interruption 
of service. 

(b) Ease of Equipment Handling 

In the conventional steel structure 
type of substation, the power trans- 
formers and regulators may be single 
or three phase. If the equipment is 
single phase, there naturally are more 
pieces of equipment to handle, the 
heaviest item being the transformer, a 
1000 kva 13.2-2.4/4.16 kv wye, which 
weighs about 10,000 pounds. If the 
regulator is a 3-phase 180 kva 2.4/4.16 
kv wye unit, it will weigh about 9000 
pounds. A 3-phase 3000 kva 13.2- 
2.4/4.16 kv wye transformer, how- 
ever, weighs about 30,000 pounds and 
would require more careful and spe- 
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Excerpt from Distribution Trans 
former” by Howard P. Seelye, Chief 
Electrical Engineer, The Detroit 
Edison Company in collaboration 
with other leading electrical engi 
neers; ELECTRICAL WORLD, 75th 
Anniversary Issue, Moy 21, 1949 








MARCUS 


DRY TYPE AIR COOLED 
DISTRIBUTION TRANSFORMERS 


Months before the publication of this 
excellent article on distribution trans- 
formers, Marcus, a pioneer in the 
field, announced a new line of all 
purpose dry type distribution trans- 
formers for indoor or outdoor service. 


The complete absence of hazardous 
oil or toxic liquid affords safety never 
before realized. Superior Class B and 
C heatproof insulation, such as fibre- 
glass, mica, porcelain, new Johns-Manville 
Quinterra, etc., results in overload capaci- 
ties unobtainable with Class A oil filled 
units. The entire transformer element is 
seal protected against oil, acids, moisture, 
etc., and is housed in a sturdy, scientifically 
ventilated, weather proof case which con- 
forms with all applicable EEI-NEMA con- 
struction standards. This extremely versa- 
tile transformer can be used outdoors, pole 
or platform mounted or indoors at the load 
center, mounted wherever convenient with 
no expensive fireproof vault required. 


Currently available in sizes to 
100 KVA, voltages to 5000 V. 





2 . 
AIR-COOLED TRANSFORMERS 
EXCLUSIVELY 
1 te 2,000 KVA up te 
15,000 Volts te meet 
Iindividvel Requirements 
© DISTRIBUTION 
GENERAL PURPOSE 
UNIT SUBSTATION 
PHASE CHANGING 
ELECTRIC FURNACE 

RECTIFIER 
WELDING 


MOTOR STARTING 
q GOOD DELIVERIES 








COMPETITIVE PRICES. 


MARCUS 


TRANSFORMER CO. 








Write for Bulletin ##49-ACO 


Sales Representatives 


W. —. HOLIMAN COMPANY Inc 


ena: *. Tones 38 MONTGOMERY STREET 


L. MORRIS LANDERS COMPANY 
Atlanta 3, Georgia 


HILLSIDE 5, NEW JERSEY 


PIONEERS IN THE FIELD OF AIR-COOLED TRANSFORMERS 
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CORDS AND CABLE 






With The Dupont 
Neoprene Jacket 





Flexible ... Tough... 
Long Lasting... De- 
pendable. Coils easily, 
does not kink or tangle; 
withstands hard usage, 
resistant against heat, 
grease, oil, chemicals 
and abrasions. These 
features mean lower 
maintenance cost and 
safer operation. 












Write today for 
name of nearest 


Fe distributor. 


ye 
" he , 


mie 


Warehouse Stocks 
in principal cities 





1001 E. SIXTY-SECOND ST.*LOS ANGELES 1, CALIF 








xtraordinary 
SERV ICE, 


Priceless FY 
Yet Costs You 
Nothing! 


Getting exactly “What you 
want, when you want it” 
may be worth thousands 
of dollars to you in emer- 
gencies. Yet this service 
is yours for the asking at 
SOUTHERN CARBON 
BRUSH. Whether your 
order is “emergency” or 
routine, you'll be pleased 
with our results... 
Manufacturers of Carbon, Graphite and Metal 
Graphite brushes for motors, generators and 
rotary converters . . . Single phase motor brushes, 
carbon contacts for elevators and switchboards 
. flexible braided shunts for controls and 
switchboards . . . Bunting bronze bearings, Safe- 
T-Mike Capacitors, Ideal Industries, Inc. main- 
tenance equipment .. . 


SOUTHERN CARBON 
BRUSH COMPANY, Inc. 


St. Louis 1, Mo. 





— 








Birmingham 1, Ala. 


P. O. Box 1710 P. O. Box 4535 
7 18th St., S. W. 110 S. 9th St. 
Phone 8-6515 MAin 4060 
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cial handling and moving facilities. 

With respect to moving and hand- 
ling, the 1500 kva and 3000 kva unit 
substations fall into the same cate- 
gory as the above 3-phase 3000 kva 
transformer, since the total weight of 
the 1500 kva unit type substation is 
about 39,000 pounds. The 3000 kva 
unit substation transformer section 
weighs anywhere from 34,000 to 54, 
000 pounds, and the switchgear sec- 
tion about 15,000 pounds. 


(c) Opeiating and Maintenance 
Benefits 

The chief operating and mainten 
ance advantages, derived from the usc 
of single-phase or three-phase con- 
ventional equipment, are due to fami- 
liarity with and more common know- 
ledge of the various items gained from 
past experience. ‘This type of equip- 
ment changes little and is_ basically 
the same, even though improvements 
are made from time to time by the 
manufacturers. ‘The operation and 
maintenance of the unit tvpe substa 
tion, however, requires study and very 
thorough knowledge of the coordi 
nated and combined parts of the unit, 
and generally requires a_ substation 
man specially trained to operate this 
equipment. 

In an actual case recently experi- 
enced, a trouble call was received in 
a locality which is served by a unit 
substation. ‘The trouble man answer- 
ed the call, checked the distribution 
transformer which served the com 
plaining customers and found that the 
transformer fuse was not blown. 
Checking further, he found that the 
entire + kv circuit was de-energized. 
He knew that the breaker in the sub- 
station had tripped. Since he was 
not familiar with the operation of the 
unit substation, he immediately re- 
ported what he had found and an- 
other man, who was familiar with unit 
substation, was sent to restore serv- 
ice. In the meantime, about 2 hours 
had lapsed and all customers served 
by this circuit were without service. 

(d) Less Cost 

On the basis of the relatively few 
unit type substations we have install- 
ed, we find some very interesting in- 
formation relative to the comparative 
total costs. Based upon two 3000 
kva unit type substation installations 
and two 3 phase 3750 kva conven- 
tional steel structure substations re- 
cently constructed, the total cost for 
the substation portion alone indicates 
that the conventional steel structure 
type cost approximately 20% less than 
the unit type. We find, however, 
that both types of substations of 1500 
kva capacity cost about the same. 

Even though we have experienced 
these relative costs in making the in- 
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stallations, we do not believe they 
can be taken as representative in gen- 
eral, because of two factors which 
should unquestionably be considered. 
We know that more than normal cash 
was included in the unit installations, 
first, because of the partial shipments 
made by the manufacturers, as cover 
ed above in paragraph “‘g,” and sec 
ondlv, because of our relative inex 
perience in installing the unit types. 
We appreciate that, after a greater 
number of installations are made, 
more-or-less “standard” installation 
can be established. 


Conclusions 


lo sum up and to weigh the ad 
vantages and disadvantages of the unit 
tvpe vs. the conventional steel struc 
ture type substation, the above dis 
cussion indicates a leaning toward the 
conventional tvpe. However, it is 
desired to point out that the unit 
tvpe is not being condemned at all. 
We recognize that this tvpe definitels 
has inherent advantages needed for 
specific installations, and, for this rea 
son, we have additional units on order. 

It must be admitted, though, that, 
in order to overcome some of the op 
crating disadvantages of the unit, we 
consider it most desirable to have one 
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nomoRe FIELD VARIATION 


FORYOUR MOTOR BRUSHES 


WITH HELWIG CUSTOM-MADE BRUSHES — 

® You get brushes precision-shaped at the factory. 

® You pay no more. 

® You save shutdown time required to cut down so-called 
“standard” brushes. 


Call the Helwig office near you for complete information. 





e MORE UNIFORM WEAR 
e LOWER OPERATING COSTS 


You get all three, thanks to 


MULTIFLEX Brushes’ uninterrupted, 
better contact, reduced circulat- J~ 
ing current, even wear. r 




















Atlanta 316 Walton Bidg.; La. 7202 
Oklahoma City _ 323 NW 2nd St.; Tel.: 2-6881 
Houston 1101 Chenevert; Ch. 4-6549 
St. Louis 1913 Washington Ave.; Ch. 6510 
El Paso 708 N. Piedras St.; Main 7845 


HELWIG CO., Carbon Products 


Makers of Multiflex and Transert Brushes: | 








GROUND RODS 


Steel ground rods, with one end pointed for easy driving, 
and hot-dip galvanized for extra protection. %”x8' carried 
in stock ready for immediate shipment. Can furnish other 
sizes and lengths if quantities sufficient for production. 


ATLANTIC STEEL COMPANY 
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SALESMAN WANTED 


ONE OF THE SOUTH’S OLDEST AND BEST 
KNOWN SUPPLY HOUSES HAS AN OPEN- 
ING IN A PRODUCTIVE TERRITORY FOR A 
SALESMAN VERSED IN ELECTRICAL SUP- 
PLIES, APPARATUS, AND APPLIANCES. 
MAN MUST BE SOBER, INDUSTRIOUS AND 
DEPENDABLE. SALARY AND COMMISSION 
BASIS. RIGHT MAN SHOULD EARN $7500.00 
TO $10,000.00. REPLY TO 


BOX 636 ELECTRICAL SOUTH 


806 PEACHTREE ST. N. E., ATLANTA 5, GA. 
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for long-term dependability 


Designed to give reliable service under the 
varying conditions encountered in industrial 


applications. 


Compact for minimum space. Small power 


consumption. 


Multiple contact arrangements utilizing up 


to 18 arms, requiring no extra space. 


Available for surface mounting . . . in her- 
metically sealed containers, or with octal 


plug-in base and cover. 


Contacts of silver or palladium, or special 


alloys, according to requirements. 


WRITE FOR BULLETIN No. 50-8 
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and MANUFACTURING COMPANY 
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SOLDER LUGS . SERVICE 
CONNECTORS . . . FUSE CLIPS 
TERMINALS...SHADING COILS 


New 80-page catalog now ready show- 
ing over 2,000 Ilsco items in color 


WRITE FOR CATALOG TODAY 


SOUTHERN REPRESENTATIVES: 
Verlyn H. Branham 
180 Interlocken Dr 
N. W. Atlanta, Ga. 
J. P. Lumpkin 
248 Tranquil Ave 
Charlotte 3, N.C. 
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or more portable type substations to 
use with them. Basically, we like 
the idea of being able to relieve our 
load in an area by picking up an in- 
tegral unit or package, and connect 
ing it to the same or a nearby feeder, 
without any considerable amount of 
time, space and labor involved. 

Still, it must be admitted that the 
conventional steel structure substation 
offers very keen competition to the 
unit type. 
parts of the conventional substation, 
such as strain insulators, clamps, etc., 
for strain buses, are normal stock 
items on hand and are used practical 
ly daily in line and other work. Also, 
since breakers and the single and 
three phase regulators and transform 
ers are continually being replaced with 
larger ones, the re-use of this equip 
ment must be considered and results 
ultimately in a form of competition. 
Furthermore, we all know that sev 
eral manufacturers have available and 
can offer standardized stecl structure 
substations which are verv simple and 
satisfactory. 

In closing, I should like to make a 
few remarks which, though they may 
border on “wishful thinking,” are, I 
believe, worthy of further study and 
consideration: 

(a) That breakers of different 
manufacturers be interchangeable. 
Also that one manufacturer’s trans 
former unit would be interchangeable 
with that of another insofar as con 
nections are concerned to the switch 
gear section. 

(b) That the tap-changing under 
load equipment be made a separate 
detachable part which can be by 
passed and readily replaced with an- 
other one, and that these tap changer 
units of various makes be interchange 
able. 

(c) That the manufacturers make 
the transformer and breaker sections 
at the same place or have the integral 
sections assembled and tested togeth- 
er before they are shipped. 

(d) That the cost of the equip- 
ment be lowered to make it easier to 
justify its use and installation. 


The various component 


Underfloor Ducts 
(Continued from page 22) 


agers to locate desks to suit their own 
requirements and still be assured of 
electrical service for all. It effects an 
ultimate saving for the building own- 
er because costly electrical renovations 
are rendered unnecessary. It enhan- 
ces the appearance of any office, and 
makes for safety of personnel because 
outlets are safely wired and installed 
under the equipment where thev be- 
long. 








Underfloor distribution has been, 
and should be used in hospitals, office 
buildings, department stores, indus- 
trial buildings, banks, and schools. 

A building is judged by its facilities 
and not by its age, and one of the 
most important facilities is the elec- 
trical distribution svstem. 


Lighting Market 


(Continued from page 19) 


Che incidence of lighting fixtures 
in this typical citv is approximately 
one fixture for every 164 square feet 
of area to be lighted. Of these fix 
tures nearly 36% are fluorescent and 
about 64% are incandescent. 

Next to getting better illumination, 
those establishments which installed 
fixtures during the postwar period 
wanted better appearance and improv 
ed working conditions—and by then 
admission they have been extremely 
well satisfied that these goals have 
been attained. ‘This is quite remark 
able, especially since these users do 
not take advantage of the professional 
service available through the various 
factors of influence. 

‘There is considerable evidence that 
bringing the public to accept better 
lighting standards is no easy task. 
Of the people who are planning to 
purchase new fixtures in the near fu 
ture nearly 60% give as their reason, 
“My present lighting is entirely satis- 
factory.” This phenomenon exists in 
spite of the low lighting levels of illu 
mination in this average community. 

With these facts as a base, it is pro 
posed to find out in a comprehensive 
program not only the best means for 
promoting Planned Lighting, but also 
the extent to which it can be sold in 
the average American city, if all ele- 
ments in the local electrical industry 
are working together under one dire>- 
tion. 
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Abaco 


LEAD & ALUMINUM PAINT 


Simplify Maintenance 
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Cibo inc. 


HACKENSACK, N. J. 
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DO IT UP RIGHT!—Dealers handling complete kitchen 
installations are neglecting a good bet if they fail to include 
modern lighting and kitchen ventilation in their modern- 
ization recommendations. These elded units over work 
surfaces provide light exactly where it is most needed. 


Inventory Allergy 
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Reducing Overhead 
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TOASTSWELL’S gigantic Holiday Promotion is gathering B 
momentum — jet-powered by the huge national advertising 1) CALL YOUR NEAREST TOASTSWELL DISTRIBUTOR T 















for full promotion details —including our special 


campaign to 69,250,000 readers of 7 great magazines, 
climaxed by a colorful FULL PAGE in LIFE November 28! 


Demonstration Offer—you'll like it! 
2) GET YOUR FREE MERCHANDISING TIE-IN KIT 
If you haven't already joined the crowds of shrewd dealers showing how to channel LIFE’S giant pull into your 
who’ve climbed aboard to share the profits, do this today: store, with free newspaper mats, displays, 
streamers, etc.; how to win up to $250 cash in the 


big TOASTSWELL Window Display Contest! 


3) BE SURE YOU HAVE ENOUGH TOASTSWELL 
AUTOMATIC TOASTERS IN STOCK to meet the 
Christmas demand created by this dynamic 

IF YOUR DISTRIBUTOR CANNOT SUPPLY YOU, promotion! 

PHONE, WIRE OR WRITE: a 


THE TOASTSWELL COMPANY 


620 TOWER GROVE AVENUE, ST. LOUIS 10, MO. 
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THE DARINGLY DIFFERENT REFRIGERATOR THAT 
@ HOLDS MORE FOOD @ TAKES LESS SPACE 
@ ALL SAFE COLD @ TOP TO BASE 
@ AND FRONT TO BACK 
The brilliant new Coolerators for ’50 are an entirely 
new kind of refrigerator. They actually deliver what 
engineers have long promised and homemakers have 
always wanted—more safe cold capacity, in less space, 

at less cost per cu. ft. of usable area. 
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In designing these amazing new Space-Thrifty 
models, Coolerator threw the traditional limitations 
of conventional refrigerator construction out the win- 
dow and started fresh. The mechanism was pulled out 
of the cabinet—flattened out—hung up out of the way 
on the back of the refrigerator. With the whole interior 
available for refrigerated storage, it was possible to 
offer the world’s first real Space-Saver Refrigerators. 
Big 924 cu. ft. refrigerators only 28 in. wide —7% 
cu. ft. models only 2 feet in width which required less 
than 5 sq. ft. of floor space. 
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Coolerator’s daringly different design also brings new 
convenience, economy and beauty which prospects 
will instantly see and want in their new refrigerator. 


EVERY DEALER NEEDS COOLERATOR FOR ‘50 


Every consumer survey indicates a constantly grow- 
ing market for big capacity Space-Saver refrigerators. 
Four great new Coolerators give you the perfect 
answer. They range from a value packed 7% cu. ft. 
rower—inches lower—than conventional full-length door “Leader” model sensationally priced 
refrigerators. The sketch at the right at $189.95 to a fully-featured 974 _ ft. de luxe refrig- 
shows the refrigerated area in the new erator and offer the finest natural “‘step-up”’ since the 
Coolerator with the amazing Zerolator L a war. Regardless of other lines you may carry, you need 

Coolerator to make the most of your market in ’50. 


mounted on the back. 
READY NOW! 


THE FIRST REFRIGERATORS 
BIGGER ON THE INSIDE THAN 
THEY LOOK ON THE OUTSIDE 





That’s because they’re 3 to 7 inches nar- 


You can’t judge a book by its cover-— 
or a refrigerator by its door. You'll note 
that most other refrigerators with full- 
length doors do not give you a completely 
refrigerated interior—safe cold top to 

i bottom and front to back because there 
are step backs to house the mechanism. 


first with the latest 
® a Aa 
ae with Coolerator’s New for less 1 ‘SO 
: odern Vesign 
THE COOLERATOR COMPANY 


Duluth 1, Minnesota 
CHICAGO OFFICES—11-107 Merchandise Mart 
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‘ORT WORTH'S JEWEST 


Parking center and display 
features of this new store .. 





by Baron Creager 


The modern parking facilities maintained by Stripling’s have helped account 
for the $300,000 major appliance volume increase within a six-months per- 
iod. After leaving her car, the customer enters the doors at the left, and 
must pass through the appliance department to reach Stripling’s main store. 








The modern electric kitchen dis- 
play at Stripling’s Appliance De- 
partment, Fort Worth, Texas, gives 
salesmen a complete kitchen show- 
room from which to work.  Strip- 
ling’s concentrates on major ap- 
pliances, as they have found that 
their salesmen are not as interested 
in electric housewares. 


IMPORTANCE of modern parking 
facilities for a downtown volume op- 
eration in appliance merchandising 
has been demonstrated by the W. C. 
Stripling Company of Fo:t Worth, 
Texas, where major appliance volume 
increased by $300,000 within a. six- 
months period. 

With volume slipping this vear for 
many appliance dealers and with the 
temperature of competition rising, 
Stripling’s counts the $300,000 as an 
increase because, at the end of the 
first six months in 1949, the appli- 
ance department was that far ahead 
of the same period last vear. 

Two reasons for the increase in 
business are assigned by Gene Mor- 
gan, manager of the appliance de- 
partment. 

His department had outgrown it 
self within the parent institution, 
which is one of Texas’ biggest depart- 
ment stores, and on January 10 occu- 
pied a new building, on a corner lo- 
cation directly across Fort Worth’s 
broad Main street from the parent 
store. The appliance department is 
connected with the main store by an 
under-the-street tunnel. 

But second and perhaps more in- 
fluential in the thumping increase in 
volume was the inclusion, in this ex- 
clusive new appliance store, of a mod- 
ern, multi-story parking center, de- 
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At right is the multi-story parking center at Stripling’s Ap- 
pliance Department, designed so that to remove one car, 
The presence of parking fa- 
cilities adjoining the store should lead to a major appliance 


no other car need be moved. 


signed so that to remove one car, 
no other car need be moved. 

“Unfortunately, we made no at 
tempt to count our traffic increase 
since occupying the new building,” 
says Manager Morgan. 

“But we expect to do a major ap- 
pliance volume of $1,500,000 this 
year and the presence of parking fa 
cilities adjoining the store will get 
much of the credit. The fact that 
in the first six months we were $300,- 
000 ahead of last vear shows the 
value of parking facilities and sug 
gests the increase in floor traffic. 
Increased traffic must get much of 
the credit for there is no m.gi for- 
mula in use here for selling appli- 
ances, and no new tricks. We just 
use the same old procedures that 
everyone else uses, except for an oc- 
casional promotion event. But the 
promotion must be solid in every 
respect before it gets approval from 
Stripling’s.”’ 

Arriving at the parking center 
shoppers leave the car at an attrac- 
tive rear entrance to the Stripling 
appliance department. Through a 
decorative lobby he or she enters, 
ind passes through a section of, the 
major appliance department to gain 
entrance to the downstairs tunnel, 
if access to the main store is desired. 
This tunnel, incidentally, leads the 
shopper past a downstairs display of 
used appliances. Exit by the same 
route conducts the shopper again 


through the mass display of appli 


ances. 


Across the street from the main 
Stripling store, or about a block and 
a half from the parking certer, is lo 
cated one of Stripling’s principal 





volume of $1,500,000 this year, according to Gene Morgan, 
manager of the Appliance Department. Increased floor 
traffic, stemming from the parking center, will account 
for this increase — no magic formula or new tricks! 


competitors. But Manager Morgan 
says he welcomes the use of Strip 
ling’s air-conditioned facilities, in 
cluding tunnel, by those on the wav 
to a competitor’s place of business. 
(Continued on page 99) 


While Stripling’s Appliance Department is not departmentalized as far as 


the 20 szlesmen are concerned 





all 20 salesmen sell any and all appliances 


— here is an attractive display room for television which does segregate it 
from other appliances. Customers are provided with ease and a feeling of 
luxury conducive to buying perhaps more than they had intended to! 
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25.75 delivers, 24 months to pay 





(Above) Typical of the distinctive, forceful advertising maintained by the 
Major Appliance Department, Maison-Blanche Department Store, New Or- 
leans, La., is this full-page reverse black and white ad. Stanley B. Reinherz, 
manager of the Department, believes in hard-hitting advertising, and also 
in co-ordinating their promotions with manufacturers’. (Below, left) Ad- 
vertising brings customers into the store, and from that point the salesmen 
take over. This salesman demonstrates the Magic Defroster, an automatic 
defrosting gadget, which gains entrance to kitchens for many a salesman, 
and enables him to glorify new refrigerators at the same time he demonstra- 
tes. (Below, right) Another customer-convincing demonstration is the two- 
way thermometer, which is hooked up by wires both to the freezer and food 
compartments of the refrigerator, and shows safety and danger zones. 
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Manufacturers” 


sales aids 


boost volume... 


l’'orR YEARS, dealers too numerous 
to mention have recognized the fact 
that manufacturers’ promotional ma 
terial is some of the best in the busi 
ness. Carefully planned, thoroughly 
studied and formulated, dealer aids 
are the essence of factual, customer 
convincing material. 

The manufacturers, aware that the 
all-important customer has to be in 
terested, impressed, and then have 
many a convincing detail thrust at 
her, have provided hard-hitting pro 
motions to dealers in an effort to, 
primarily, of course, sell more of their 


goods. If for no other reason, the 
material would necessarily be the best 
they had to offer. Many dealers 


realize this, and, eager to cash in 
on these excellent money-making 
promotions, have put them to work. 

Often the success or failure of an 
appliance dealer depends on how well 
he uses this material, and as a basis 
for his own promotions, it can work 
wonders. 

An example of this—using a manu 
facturer’s aids in combination with 
original ideas—is well borne out by 
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by Frances J. Black 


looking at the refrigerator promotion 
story of the Major Appliance De 
partment of Maison-Blanche Depart 
ment Store, in New Orleans, La 
Located on the first floor, the de 
partment has an excellent location. 
According to Stanley B. Reinherz, 
manager and buyer of appliances, 
“We consider ourselves very fortu 
nate to be sandwiched in as we are 
between the book shop, cashier, 
charge account desk, and snack shop 
—all strategic spots in Maison 
Blanche from the shopper’s view 
point. In addition to our ‘in-the 
} store’ location, we have two_ large 
show windows facing the _ street. 
[his side street, incidentally, leads 
directly into the French Quarters, 
and we get potential customers com 
ing and going. 











“Every time they pass our win (Above) Customers are interesied in what refrigerators will do for them. 
dows, they can’t help but see the Actual proof of freezing capacity of this refrigerator is demonstrated by 
displays which we keep in those win operating the box and allowing a thin layer of ice to extend over each side 

8 of the compartment. Under the ice coating is the word “Proof” in red. 
dows at all times. M c generally Above the box are visible some of the many dealers’ placards which Maison- 
keep our refrigerators filled with froz- Blanche keeps in prominent places throughout the department. (Below) 
en foods in order to eliminate the Demonstrations similar to this one, in which the salesman is demonstrating 


resistance qualities of porcelain, move the customer noticeably toward the 
heeedlh item “cue WS ease Wien i eae sale. She is becoming more and more convinced, by the thoroughness of 
: : ; the demonstrations, which involve almost every part of the refrigerator. 
be in the customer’s own kitchen 
We also place several manufacturer’ 
point-of-sale placards and posters at 
eve-catching levels. Double swing 
ing doors between the two strect 
level windows invite the customers 
to come in and ask questions—and 
receive demonstrations.” 

When the prospect enters the ap- 
pliance department, she immediately 
sees splashes of color in posters above 
the refrigerators, a follow-through in 
a placard on top of the box, and vari 
ous demonstrations that impress her 


display’s looking too stiff and unna 


2 SC RR 





, 
d 
| 


as to thoroughness—no idle claims :D 
that can’t be backed up with proof. < 


Often colorful display stars or arrows 
point out features being emphasized 
on the boxes. 

All refrigerators are displaved 
against a background of lemon yellow 
with grey walls and blue ceiling. 

(Continued on page 98) 
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INVENTORY ALLERGY 





by J. W. Alsdorf, President, 


National Housewares Manufacturers Assn. 


Inadequate stocks 


will limit sales 


AN UNREASONABLE and dangerous 
“inventory allergy” threatens to cost 
retail and wholesale housewares mer 
chants from one-half to one billion 
dolla:s during the next three months, 
stated J. W. Alsdorf, president of the 
Cory Corpozation of Chicago. 

Alsdorf, who is also president of 
the National Housewares Manufac- 
turers Association, issued a warning 
to wholesalers and retailers not to 
be caught with empty shelves during 
the October - November - December 
sales season. 

“The small appliance industry,” 
declared Alsdorf, “does approximate- 
ly 50 per cent of its total annual 
business during the period from now 
until the end of the year. This to- 
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tal could well reach unprecedented 
heights of over three billion dollars 
if retailers and wholesalers shake off 
their unsound pessimism and recog 
nize the tremendous unfilled de- 
mands still existing among. con- 


summers. 
“Unfortunately, during the past 
year, small appliance retailers and 


wholesalers have developed an acute 
case of inventory allergy,” said Als- 
dorf. ‘Sensing general price reduc- 
tions and _ business  readjustments, 
they have stocked a highly inade- 
quate supply of housewares merchan- 
dise. This short supply during the 
past six months has accentuated the 
minor readjustments of last spring 
and summer. However, signs from 


all over the country and from every 
phase of industry indicate that the 
readjustment cycle is nearing comple- 
tion and that during the fall and 
winter gift-buying seasons the volume 
of business is going to pleasantly sur- 
prise even the optimists. 

“This potential is particularly pro 
nounced in the housewares line, 
where the pent-up demand is_per- 
haps greater than in any other seg- 
ment of the consumer goods indus- 
trv, except housing itself. As the 
housing demands are slowly being 
met, housewares products are being 
more sought after. The greater dan- 
ger, however, lies in the fact that 
retailers (who have been concentra 
ting on getting inventories DOWN 
instead of getting sales UP during 
recent months) are approaching the 
Christmas season with an eye on 
inventories instead of sales. Accord- 
ing to manufacturers of houseware 
goods, wholesale orders upon which 
fall and winter inventory is based, 
have been from 25 per cent to 50 
per cent off from 1948 levels. Too, 
the inventory allergy of the last re 
cessive period has completely reduced 
backlog stocks, practically depleting 
inventoried housewares products for 
the coming season. 

“A recent survey by Cory Corpora 
tion has proved that unfortunately 
many retailers are unable to offer 
adequate selections of products to 
the public in various sizes, colors, 
and price ranges. This survey has 
disclosed an amazing number of tele- 
phone and _ telegraph ozders for 
goods direct from the retailer to the 
factory. It seems that the retailet 
involved was unable to meet the im 
mediate and incessant demands for 
certain housewares commodities. This 
tvpe of delayed ordering is certainly 
not in keeping with the American 
business methods of anticipating de 
mands, consumer selectivity, and the 
availability of goods on hand to meet 
virtually any request. Let’s hope 
that small appliance merchandise 
managers have not become so over- 
burdened with inventory bookkeeping 
problems that thev’ve forgotten their 
basic responsibility is to aggressivel 
SELL. 


Cory Cozporation recently made a 


survey test of pent-up demand for 
several of its housewares including 
all-glass coffee makers and its electric 
knife sharpener. Several test retail 
markets were selected and the re- 
tailers in those markets were shipped 
adequate inventories of products in 
various models and pzice zanges. Cory 
discovered that they had correctly 
diagnosed the demand, and within 
(Continued on page 98) 


ELECTRICAL SOUTH for NOVEMBER, 1949 








lates atone 





by Ross L. Holman 


“LONG DISTANCE Calling.” [he 
district manager picked up the re 
ceiver and answered. 

“This is Stacy Corder at Mino 
Hill, Tenn.,” said the voice at the 
other end. “I’ve sold those three 
ranges you shipped me yesterday and 
I want thz-ee more for some _ hot 
farm prospects lined up for tomor 
row.” 

“O. K., they'll be there tonight.” 

He hung up the receiver, turned 
to a visitor and said, “That dealer 
at Minor Hill can sell more appli 
ances on less capital with more leg 
work and less complaint than any 
merchant I ever saw. His shop isn’t 
big enough to hold many appliances 
at a time but I feed them in as fast 
as they go out. He handles a bigger 
volume than many of our dealers who 
have several times the invested capi- 
tal and many times the operating 
cost.” 

You would hardly expect a rent- 
ed $18-a-month frame building in a 
hamlet of 6 stores to be the county 
headquarters for the sale of a major 
line of appliances. That is, not un- 
til you talk to Stacy Corder. 

“I don’t sit around here and wait 
for customers to stumble in and take 
these appliances off my hands,” he 











RURAL SELLING 


- - This small town dealer 








handles huge sales volume 





Stacy Corder, electrical dealer at Minor Hill, Tenn., finds many prospects 
in new REA territory just before and after the juice has been turned on. 
Usually housewives are so happy over getting electric service that Corder 
sells them on the idea of having appliances installed and ready to begin 
working when the juice comes on. Ed Marbut and Corder are inspecting a 
refrigerator before delivery to one of their pre-sold REA customers. 
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Immediately after a power line is constructed and electricity turned on in 
+ community, Stacy Corder loads his truck with appliances and heads toward 


the country. 


One day the load will be washers, another day ranges. then 


cefrigerators, etc.’ He says he can make more sales when he conditions his 
mind on one appliance for the dey. 


explained, “I jump into my_ truck 
and carry them right to the farm 
door. I usually spend the entize day 
working the farm trade. I know 
every farmer in my trade territory. 
I know his electrical needs almost 
by heart, and follow them up like 
nobody’s business.” 

Stacy finds his best prospects in 
new REA territory just before and 
just after the juice is turned into the 


community. He begins working the 
community as soon as it is officially 


known a new powcr line will be built. 
Farmers have done without electric 


service so long he finds it good psy 
chology to hit them while the fever 
of anticipation is running high. 

“TI drive up to a farm home,” ex 
plained Stacy, “and after the greet 
ings ave over I congratulate the lady 
on the fact that she will soon have 








~~ — 


(Above, left) 


his previously sold customers. 
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Corder does most of his promotion through 
When he sells a farm wo- 
man a new range, for example, he offers her a prize for 
each new purchaser she secures for him. 
he knocks on the door of each customer to explain the 


For that reason 


relays it to all the neighbors she develops as leads. 
right) Every home is a prospect for a radio, and it is a 
fine demonstrator seller. 
ceivers to farmers are table models ranging up to $50. 


electric service to relieve her of the 
drudgery she has been enduring so 
long. I sell many of them ranges, 
washers, and refrigerators long before 
the kilowatts are turned loose in the 
community. Usually they are so hap- 
py over the final certainty of getting 
electric service that it’s a good time 
to sell them on the idea of having 
the appliances installed and ready to 
begin working as soon as the harnes- 
sed lightning becomes available.” 

Stacy clinches many a sale by do 
ing his own installations. Usually 
when a woman considers buying a 
range or water heater, she wants it 
right now—Stacy can deliver and in- 
stall immediately. He can put in 
whatever heavy duty wire is necessary 
to carry load, put in the needed wall 
plugs, turn on the juice, and start it 
clicking without an aggravating delav. 

“In talking to a farm customer,” 
he went on, “vou have an appeal that 
can shatter sales resistance more ef- 
fectively than with any other class 
of prospects. Usually the hardest 
prospect to handle is the one who 
keeps slapping you down with the 
argument ‘I can’t afford it.” But 
when I am talking an appliance to 
a farm woman, I show her very quick- 
ly how she is spending more money 
without it than she would have to 
turn loose if she had it. 

“For example a farm wife is pay 


ing a colored washer woman $1.50 


a week to handle the family wash. 


I tell her that under that sort of an 


arrangement she will have to pay out 


$1.50 a week the rest of her life 
With 


with nothing to show for it. 


(Continued on page 96 





operation of her new appliance. She appreciates this and 


(Above, 


Stacy reports that his best re- 
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Door Opener 


AN EYE-CATCHING STUNT which 
Phil Dallmeyer, head of Dallmever’s, 
Jefferson City, Mo., retailers, credits 
with a large part of his 1948 Christ 
mas sales volume, was a clever sign on 
the store’s all-glass door, in the 
photograph at the right. 

[his was lettered “Please Open 
Before Christmas” in traditional red 
and green letters on a silver foil back 
ground. ‘Three by two feet, it was 
large enough to be easily seen across 
the street, and _ attracted much 
amused attention during December 
from shoppers in the Yuletide 
throng. 

\ softened spotlight was used dur- 
ing the evening hours to illuminate 
the sign, and thus it kept pulling 
attention during the night hours as 
well as during the day. 

“A bit of good humor of this kind 
goes a long way during the Christ 
mas shopping rush,” Mr. Dallmever 
smiled, “inasmuch as tempers are 
likely to be short due to cold weath 


hes, etc. A 


er, crowds, shopping rus 
lot of people came in to comment ap 
preciatively on use of the sign.” 

More new customers were drawn 
into the Jefferson city store by this 
clever stunt than any other idea the 
Dallmeyer management has ever 
used, Mr. Dallmever stated 


Christmas Telegrams 


AN ANNUAL good will building fea 
ture at Stix-Baer-Fuller, St. Louis, is 
the fact that the store each Christ 
mas Eve sends out telegrams express 
ing gratitude for the loyalty of cus 
tomers who have had charge accounts 
for 25 years or more. 

Last year there were 7,100 such ac 
counts on the books, all ranging be- 
tween 25 and 35 years of relationship 
with the store. To each of these 
went a wire reading “One of the gen- 
uine satisfactions of this happy time 
of the year is the opportunity afforded 
us to thank you whose confidence 
we have enjoyed for more than a quar- 
ter century, and to wish you and 
yours a joyous Christmas and a most 
prosperous New Year—Stix-Baer & 
Fuller.”’ 






@ OPEN 
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CHRISTMAS PROMOTIONS 


Holiday season is time 


to plan for extra profits 


Wires are delivered at eight-thirts 
on Christmas Eve, at a time when ail 
members of families are sure to be 
home, by Western Union messenger 
boys. Customers have expressed their 
appreciation for the wires in hundreds 
of letters and thank-you notes which 
the store received after the first use 
of this idea. 


A Sale to Remember 


by W. J. Herren, Jr. 


Division Manager, 
Sears, Roebuck & Company 
Atlanta, Georgia 


WeE soxtp 500 electric popcorn 
poppers at our retail store during 
the last Christmas season through 
the use of the public demonstration. 
I suppose we would have sold about 
100 without it. 
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When we bought our Christmas 
merchandise last September, our 
small popcorn popper, priced at 
$4.98, caught my eve. I decided at 
first to stock 400 to sell through a 
demonstration on the main floor, and 
on December 5 we displayed the corn 
popper in the main aisle near the en- 
trance. Operated by a pretty girl in a 
white uniform, it attracted immediate 
attention—so much so that we never 
were able to erect a booth as original 
ly planned. The aroma of popcorn 
seemed to fill the store, and crowds 
surrounded the demonstration nearls 
all the time. Free samples did their 
own advertising, and as an extra in 
centive we donated two cans of Big 
Buster popcorn to go with each pop- 
per. During the demonstrations | 
was somehow able to get 100 more 
poppers, making a total purchase of 
500, but we ran out of these on De 
cember 20. 
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Christmas Parties 


INvitING THOUSANDS of local chil- 
dren to drop into the stoze on Friday 
afternoons to meet Santa Claus and 
relay their gift wishes, as well as of- 
fering $1 merchandise prizes for the 
best letters on ‘‘Christmas-Time,” is 
an annual promotion which has paid 
excellent dividends for Gravois Radio 
& Appliance Company, 9624 Gravois, 
in Affton, Mo. 

The plan was developed during the 
1947 season, when the management 
hit upon the idea of staging special 
Christmas parties for children, which, 
of course, bring in parents, many of 
whom have not previously been ac- 
quainted with the store. Thus, at 
4:30 each Friday afternoon, from 
November | until Christmas Day, a 
fully-uniformed, veteran Santa Claus 
is on hand, resplendent on a gold 





throne, at the back of the store, to 
greet children, receive their good 
wishes, and felicitate the season. At 
the same time, children are invited to 
write in letters for the “Christmas let 
ter contest,” and are awarded $1 mer- 
chandise certificates with much cere- 
mony during the Friday afternoon 
event . 

Concurrently with the Christmas 
party invitation, Gravois Radio & 
Appliance Company runs_ display 
newspaper ads which announce 
“Christmas Layaway Plan.” Listed 
in columns below are typical holiday 
gifts featured by the store, including 
pop-up toasters, food blenders, elec- 
tric clocks, sun lamps, coffee-makers, 
electric shevers, steam irons, apart 
ment-size_ refrigerators, model auto- 
matic home laundries, all the way up 
to package kitchens. By getting these 
ads under way early in the season, and 


, 


CHRISTMAS TREE DISPLAY — This multi-colored life-size Christmas 

tree display with Life ad base features an assortment of portable electric 

appliances for floor display. Manufacturers’ aids such as this one enable 

the dealer to do a bang-up business for the holiday season. Displayed in 

this way, these appliances may quickly inspire impulse purchases. (Photo 
courtesy Landers, Frary, & Clark) 
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suggesting the layaway system aggres- 
sively to the mothers of small chil- 
dren, the Missouri appliance dealer- 
ship figures it accomplishes at least 
250 more sales each holiday season 
than under normal circumstances. 

“We have made as many as a 
dozen major appliance sales on a sin- 
gle weekend, which have stemmed 
entirely from the opportunity to de- 
monstrate the refrigerators, home 
freezers, etc., to parents of small chil- 
dren,”” it was indicated. ‘‘Most pa 
rents are highly appreciative of the 
store’s efforts to entertain their chil- 
dren, and the result is good will which 
can be translated easily into sales. 

For example, when a mother and 
father visit the store bringing in a 
couple of happy youngsters, we can 
point out that a model laundry for 
the home is a gift which keeps on 
giving for the entire family, and will 
continue to give pleasure until the 
children are grown. It isn’t unusual 
for the head of the family to ‘kill two 
birds with one stone’ in making such 
a purchase, and thus, sales running up 
into three and four figures may be 
accomplished from a simple Santa 
Claus visit.” 


Plan For Added Profits 


by Robert A. Latimer 


THE HOLIDAY SALES season, just as 
any other period of the year, can show 
far more profit through fresh new 
merchandising ideas, “‘stunts,” and 
outside selling, according to a St. 
Louis retailer who has made a ten- 
vear study of the subject. The firm, 
through long experience has found 
that it is a serious mistake to “‘let the 
Christmas market take care of itself’ 
on the theory that “we'll sell every 
thing anyhow.” 

“Making the most of the Christ- 
mas season means taking advantage of 
every type of promotion,” it was 
pointed out, “‘since at that time, every 
tvpe of retailer is bidding for the con- 
sumer’s dollar. All stores are dolled 
up, looking their best, and therefore 
it is difficult to get attention merely 
because the store is trimmed up with 
Christmas decorations.” 

The St. Louis firm capitalizes on 
novel displays, outside advertising, 
personal calls, telephone promotion, 
and many other features, all of 

(Continued on page 96) 
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fa increase in promotions 


may be the best answer... 


OrreN we have heard electrical 
“I can’t afford to spend 
money on sales promotion because 


deale TS Say, 


my overhead expense is already too 
high and I'll go in the red if I in 
crease it.” 

What such dealers do not realize 
is that their overhead isn’t too high— 
it is the normal operating overhead 
for their business—but its ratio to 
sales is too high, and the only wav to 
cut the ratio is to increase promotion 
il expense. This is overhead reduc 
tion by indirection, which is more 
profitable than the direct approach 
that attempts to cut the dollar outlay 
on overhead by reducing or eliminat 
ing essential expenses. 

During the seller's market the av 
erage electrical dealer could = get 
enough business without much pro 
motional effort, and so, many dealers 
have become habituated to abstinence 
from any form of “buy appeal,” 
which is a sure way to increase ove! 
head expense in a buyer’s market. If 
they insist upon following this rain 
bow from now on, they'll find a big 
pot of red ink at the end of it. 

Today, every dealer should include 
an appropriation for promotional ex 
pense in his operating overhead. 
Even if it increases the dollar figure 
on overhead over what it was in past 
vears, it will indirectly decrease the 
ration to sales and make him more 
money. He must keep his volume up 
to a point where it is ample to cover 
his operating overhead and net the 
desired profit. He won’t get far try- 
ing to make a profit by reducing 
operating overhead below the normal 
outlay his business demands by snip- 


ing at his burden for minor econo 
mies or playing down any outlay that 
will make him a better merchandiser. 
[he time he spends catching gnats 
would better be spent thinking up 
ways to bag the elephants. 

We want to point out here that 
there are two so-called types of ovet 
head expense: fixed and_ variable. 
Both terms are misnomers and they 
confuse businessmen. There are 
really no genuine fixed or variable ex 
penses. Mortgage interest is suppos 
edly fixed, but if vou reduce your 
mortgage, this 


Power and ligl 


expense decreases. 


t bills are supposedly 








variable, but if you want to keep your 
showroom or shop open and give ade 
quate service to your customers you 
can’t reduce this expense below a cer 
tain point. Likewise, with other 
variable expense: telephone, office 
supplies, insurance, etc. Much of this 
variable expense is fixed and from our 
observation the average dealer and 
contractor keep it down about as far 
as they can. 

Thus, every business in this field 
has an operating overhead of fixed and 
variable charges that averages up 
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Repvcive OVERHEAD 


by Arthur Roberts 


pretty well from period to period. 
[his operating overhead calculated 
from an analysis of past experience 
figures 1s your starting point in over 
head control. In general, your over- 
head is high when it exceeds the av 
erage burden for your _ business. 
When that happens, it can’t be cut 
by direct action. It must be cut in 
directly by sales promotion so that 
the operating overhead ratio is de 
creased. 

In a buyer’s market, margins tend 
to decrease, which is an added hazard 
to increased consumer resistance and 
another reason why the dealer must 
promote sales with vigor today. When 
margins decrease, this increases the 
overhead ratio to the sales dollar in 
directly unless the dealer increases 
volume to. offset the reduction. 
Overhead figures have a tantalizing 
way of working indirectly to produce 
certain results and too many dealers 
or contractors tend to take a direct 
view of their movement. In other 
words, if the light bill drops $10, a 
dealer can see direct saving, but if 
this reduction in expense tapers down 
the effectiveness of a showroom dis- 
play so that he loses some business, it 
isn’t a direct saving at all, but an in 
direct loss. 

Too many dealers or contractors 
think that the only way to effect a re- 
duction in overhead expense is to 
turn off lights when not in use or 
save scraps of old paper to scribble 
estimates or buying memos on. You'll 
save little that way. Overhead con- 
trol, the kind that effects real econ- 
omies, is moze indirect than direct, 
not only from the standpoint of sales 
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promotion, but in other phases of 
business operation. 

For example, if you want to cut 
down on collection expense, you 
must give credit more carefully and 
install a systematic collection routine. 
You may have to spend a little more 
to make more. Cutting this expense 
by not dunning delinquents regular]; 
will only increase your burden _be- 
cause you'll end up with more bad 
debts. 

Ihe cost of labor and materials on 
electrical jobs differs from the cost of 
your influences, the latter by inside 
management. Labor, for example, by 
minimum wage and hour laws, union 
demands, or the market for labor in 








the locality. The cost of goods for re- 
sale is largely a matter of supply and 
demand. Shrewd buying may de 
crease this cost to some extent, but, 
in the aggregate; more savings have 
been effected by discounting bills 
and keeping adequate control of ma- 
terials used on jobs and re-sale items 
stocked than by dickering with sup- 
pliers for a cheaper price. The dis- 
counting of bills is incidental to ef- 
fective overhead control because it in 
dicates that the management has am 
ple working capital and has kept its 
overhead in safe ratio to sales so that 
profits have been satisfactory. 

The seller of electrical goods has a 
better chance of keeping sales up and 
the overhead down if he points up his 
advertising and selling methods with 
direct mail, newspaper advertising, 
effective store displays, bonuses for 
good sales performance, and other 
forms of business promotion than 
the dealer or contractor who passively 
accepts whatever business comes in, 
and the former usually has ample 
“seed money” to discount his bills 
and cut the cost of operation by in 
direction rather than via the direct 
haggle with suppliers for a few pen- 
nies from Heaven. 


Overhead Ratio 


“When is my overhead high and 
when it is low?.” has been asked us 
many times. Your burden is your 
own baby, nobody else’s. One busi- 
nessman’s overhead may cripple an- 
other businessman, even in the same 
line. That is why group figures giv- 
ing averages are of limited use except 
as general guides. The best place to 
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get a line on your operating overhead 
is your own roster of experience fig- 
ures. The dollar figures are second- 
ary. “Ride herd” on the ratio of op- 
erating expense to sales. Generally, 
this ratio averages up pretty well over 
the vear for an individual business 
and establishes a norm. ‘This is so 
even in the funeral directing profes- 
sion where an operator cannot put 
pressure behind sales promotion. 

During the war years, there were 
variances from the norm for almost 
all businessmen, but todav the over 
head ratio to sales as shown by your 
books is a fairly safe guide to accept 
as your basis of calculation, assuming 
that the ratio gives the desired net 
profit. 

Incentive pay increases the dollar 
outlay, but it builds volume and in 
directly decreases the overhead ratio 
Profit-participation isn’t too common 
in this field, but where it has been 
used to stimulate volume and profits, 
it has been successful. The profit 
sharing plan is usually most success 
ful when it takes in all employees, in 
cluding those in the office, in the 
showroom, and on jobs, as well as the 
salespeople. Some businessmen, to 
make their employees more economy 
minded today, give them a share in 
the average savings during a period. 


Modernization Cuts Overhead 


Modernization also cuts overhead 
expense. Old equipment for job 
work, old showroom fixtures, store 
fronts, trucks and tools needed to 
service and sell electrical goods, are 
more costly to operate or lack the 
“eye appeal” that engenders “‘buy ap- 
peal,’ and so, they cause losses that 
are not earmarked on the financial 
accounts. Modernization may in 
crease your overhead somewhat, but 
by indirection, it will increase your 
profits. Some dealers get their new 
operating equipment without cost by 
buving on time and paying the in- 
stallments out of the increased prof 
its gained by the modernization. Onl 
the down payment is an outlay and 
even this comes back in a short time 
out of profits. 

Operating overhead should be dis 
tributed equitably to re-sale goods 
and job work. It should be allocated 
to each department and not lumped. 
Otherwise, it is impossible to trace 
profit or loss to source. Overhead is 
distributed in a different way to mer- 
chandise sales and job work. A per- 
centage of sales method is okay on 
merchandise sales, but it is mislead- 
ing on installations and service be- 
cause you have labor cost to consider 
and margin on, labor varies from the 
margin on merchandise. The spread 


on re-sale goods is less in well-man- 
aged shops. 

Too many electrical contractors 
keep no job costing records at all. 
“It costs too much. My overhead is 
high enough now,” said one contrac- 
tor when we suggested that he install 
a costing system and not depend en- 
tirely upon his financial accounts 
showing income and outgo. There is 
no telling where he is losing money 
or how he is making it on job work, 
and so, we cannot report thereon. 
But we do know that this electrical 
contractor earned only one per cent 
net profit on sales so far this year and 
he can’t go far on that thin ice. He 
might increase his overhead a little by 
installing a costing system, but he 
would plug up the loss-leaks that are 
invisible now because he lacks the re- 
cording equipment to spot them and 
this would quickly cut overhead so 
that he could earn a satisfactory net 
profit. 


Indirect Action 


When prices drop, the business- 
man is conscious of his burden, much 
moreso than when prices are climbing 
upward. But invariably he takes di 
rect action, whereas, the biggest sav 
ings result from indirect action. He 
skimps on overhead in order to make 
a dollars-and-cents reduction and he 
loses indirectly thereby, particularly 
when he reduces or eliminates promo- 
tional expense. 





Too many dealers or contractors 
think of overhead as just overhead, 
but it has many tricky angles that 
they must scrutinize critically. Mere 
ly looking at the total dollar overhead 
from period to period, the item ex 
pense or the overhead ratio, is not 
enough. You've got to go behind 
your burden and beat it to the draw 
with as much dexterity as it exhibits 
in filching profits when competition 
sets in and buyers are behind the 
wheel of our economic machine. 

And when you take this sneak pre- 
view, you'll find that one of the best 
ways to cut your overhead expense is 
to increase it with an outlay for pro- 
motional effort so that the overhead 
ratio to sales is reduced and net 
profit is increased. 
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WeE HERE at Flato’s operate on the 
theory that our sales force is the 
heartbeat of the organization. ‘The 
pulsations arising here ripple through, 
and set our rhythm and tempo. 

Che selecting, then, of applicants 
is of major concern. 

Certainly the training of selected 
men cannot be minimized. But 
training implies that suitable men for 
sales work have previously been 
cho:en. Selection comes first; each 
step that follows, follows in progres- 
sion of importance and in natural se- 
quence. 

Seemingly, from those who apply 
for sales positions with us, selling is 
generally conceded to be an easy, ef 
fortless way to make a luxurious liv- 
ing. Superficially, it appears the 
salesman does nothing more than 
wander about, aimlessly and well 
dressed, secure with the thought that 
the title “salesman” garners him an 
audience and the orders come as a 
natural consequence. All this and 
money, too. Yes, for those who have 
never tried it, selling is soft pickin’s. 

Here in Houston, Texas, we oper- 
ate six retail stores devoted exclusive 
ly to major appliances. Our sales 
fo-ce includes, on an average, 60 
men. To keep this size sales force 
together we are continually seeking 
new men for training. However, few 
of our men quit or are let out because 
of incompetence. Promotions thin 
our ranks and these positions must be 
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by Howard L. Terry, 


Manager, Flato’s 
Houston, Texas 
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SALES TRAL 


Proper selection of men 
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comes first at Flato’s.. 











Howard L. Terry, Flato’s Houston manager, believes careful selection of 

applicants for sales posilions is of prime importance. Promotions often 

thin the‘r sales force of 60 men, and they are continually seeking new men 

for training. Selecting of men to replace those advanced is their major 

concern, according to Mr. Terry, and the applicants must possess certain 
qualifications before they are even considered. 
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CROSS 
Five Fiato salesmen Mat 4 oe 
Buckiey, Cross and Reid will so a abn tl jobs in 
ceived supervisory positions in Houston. 
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dianapolis. 
pc ern Messers Carter and York have re- 
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kept filled by new men. The select- 
ing of men to replace those advanced 
is Our major concern. 

But allow me to retrack for a mo- 
ment to catch up with myself. 

We employ two methods of get- 
ting applicants. The first, and the 
best. is the introduction to us of an 
applicant by one of our regular sales- 
men. Usually one of our salesmen 
has sold a salesman working elsewhere 
on the advantages of working for us. 
But while we appreciate our sales 
men’s interest, the man he sends us 
has no advantage. Sentiment is not 
allowed to interfere with the selec- 
tion of men we want. 

The man may be a successful sales- 
man and still fail to interest us. As 
a rule we only consider such appli 
cants who are between the ages of 23 
and 33 years of age. We do make 
exceptions to this—but remember, 
they are exceptions. 

A man under 23 will seldom real- 
ize the importance of his responsi- 
bilities. As yet he will not have ac- 
quired any appreciable amount of 
stick-to-it-iveness. He will, normally, 
possess a happy philosophy of life, 
and be optimistic enough to think 
that what he doesn’t accomplish this 
week he will catch up the next. 

Men over 33, if they are currently 
selling appliances, will have develop- 
ed a sales routine they picked up 
one that was taught them. Before 
they can conform to our routine, they 
must forget their present one, and 
then begin learning all over again. 
Few men want to do this. If they 
managed to get by with a modicum 
of success following their old routine, 
they will have a tendency to exert 
their will upon our trainers, supervi- 
sors, and managers. This is cause for 
heated arguments and _ discontent. 
Resentment follows 


Top, Gene Buckley, left, former 
manager of Flato’s Harrisburg 
store, receives congratulations from 
Houston manager Howard Terry on 
his appointment to head the Cham- 
bers Range Store, in Indianapolis. 
Flato’s is owner of both organiza- 
tions. Middle, Victor Koenig, left, 
personnel’ director at  Flato’s, 
screens all applicants, and from per- 
sonal experience he knows what it 
takes to make a salesman—and this 
is a big factor. Every applicant, be- 
fore being accepted, is checked 
through the local credit bureau, 
for those with obligations they can’t 
meet promptly are unable to con- 
centrate on their jobs. Bottom, 
promotions from within the ranks, 
like Gene Buckley’s, get Flato’s 
free newspaper publicity, and cre- 
ate new openings for embryo sales- 
men to join the sales organization. 
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WHAT LEADING CRITICS SAY 


One of TV's dramatic headliners. Expert perform- 
ance, superb production. —Variety 


~SW00 


Most consistently expert teevee drama program is 
“Studio One.” —Walter Winchell 


Ted Malone is the Ernie Pyle of Radio. 
—Nick Kenny, New York Mirror 


My favorite storyteller is Ted Malone. 
—Charles B. Driscoll, 
well-known syndicated columnist 


Hello, There - This is Ted Malone 
your Westinghouse Story Teller... 


Now Two Great Shows Are Stirring Up 
Business For Westinghouse Retailers 


By any measurement you care to apply—audience reaction, critical 
reviews or retail sales slips—Westinghouse dealers may well be 
proud of the new television and radio shows that are plugging 
the products they sell. 

In “Studio One” you have a top dramatic show that is presented 
each week over 27 of the country’s leading television stations. 
Spotted through the show are lively commercials that provide 
visual demonstrations of Westinghouse appliances right in the 
prospect's own home. 

Also, this year, and for the fifth consecutive year, Ted Malone, 
the talented Westinghouse storyteller, is spinning his yarns over 
220 ABC stations. He’s on every day, Monday through Friday. 

As a Westinghouse retailer, you are offered all sorts of mer- 
chandising helps that enable you to tie these shows to your own You CAN BE SURE. 
store promotions. See your Westinghouse distributor for full Tt 3 
details. And by all means keep your own eyes and ears on these ITS 
two hard-selling shows. 


Westinghouse Electric Corporation - Appliance Division - Mansfield, Ohio 
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Our second best method of attract- 
ing applicants is by using advertise- 
ments in the classified section of the 
daily papers. We run blind ads and 
ads giving our name and address. 

Now the net results of both me- 
thods: from every 30 men interview- 
ed, we will, on an average, find one 
applicant we figure suitable for train- 
ing. This is a high turnover. 

All applicants are first screened by 
our personnel director, Victor L. 
Koenig. And, by the way, Mr. 
Koenig knows from personal experi 
ence what it takes to make a sales 
man. And this is a big factor. 

Along with all the other attributes 
a personnel man looks for—character, 
personal appearance, little manne: 
isms, and personal traits—ours must 
know what to look for to determine 
whether or not the applicant has the 
inherent qualities of a salesman. 

Here is what he looks for: 





Is the applicant mentally bright 
and alert? The appliance salesman 
must be able to think on his feet. 
Quick thinking saves many a sale. 

The applicant must possess enough 
strength of character to dominate the 
situations his work places him in. He 
cannot be the timid, self-conscious 
type man who is afraid to defend his 
own convictions. The man must be 
aggressive, but not a brow-beater— 
not one who ridicules the prospect’s 
questions as being inconsistent or 
childish. 

By his appearance, general bearing, 
and tone of voice he must be able to 
inspire confidence. He must, by his 
qualifications, command the respect 
of the prospect. ‘This instills confi 
dence, and this is the first step in in 
teresting a prospect. 

Look at it this way: 

Che applicant, for so many hours 
a day, is about to enact the role of a 














Flato’s have an unusually attractive display room, fittingly called ““The Mural 


Room.” 
trical appliances. 


Displayed on the walls are scenes of rooms complete with elec- 
The customer can further visualize how an appliance 


would look in her own home. 
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salesman. If he is miscast in his part, 
looks more like the prospect’s concep- 
tion of a mechanic than 4 salesman, 
the man is not going to chalk up 
many sales. He is beat before the 
role is assigned to him. In the thea- 
tre, if a man is cast as a banker, he 
will look like a banker to the public, 
though he may not know the funda- 
mentals of banking. The prospect is 
going to form an opinion about the 
salesman the moment he makes his 
approach—yes, even before he speaks. 
And first impressions are lasting. 
Ever hear the remark, “‘he isn’t a bad 
egg, after vou get to know him?” 
With this handicap, the would-be 
salesman can fit in better selling 
something else other than appliances. 

Few men possess the above qualifi- 
cations. But there are a percentage 
of them mixed in with the others. 
We have to weed out—keep inter- 
viewing and selecting. 

But let us assume that finally we 
have found a man who interests us. 
Obviously, just to find this man has 
cost us both time and money. Right 
now, this man represents a substan 
tial investment. And as yet, he has 
not progressed to the point where we 
are satisfied to hire him. 

From the applicant’s application 
form we know where he is living. We 
will send him to one of our stores 
near his home, providing the man 
measures up to our standard. 

We want to know, next, if the 
man owns a car—and one of late vin 
tage. We will not hire him other 
wise. A salesman afoot is of little 
value to himself or to us. A man 
with a salesman’s temperament will 
have a car. Ever see one that didn’t? 
A salesman will have a car, just as a 
hunter will have a gun. The car is 
part of the salesman’s front. The 
man trying to sell who doesn’t own a 
car will be selling as a temporary job. 
Chat is axiomatic! 

A salesman must have a car for 
more practical reasons, also. In sell- 
ing, as in any other method of mak- 
ing money, time is a factor. 

For example, the salesman has an 
8:00 o’clock appointment tonight. 
About 7:00 it starts raining. The 
salesman has no car. Be assured it 
will be the exceptional one who keeps 
the appointment. Salesmen are, by 
nature, self-indulgent. And there is 
no remedy for it. A car is a neces- 
sity. 

Up till now our applicant has met 
the above qualifications, but he has 
vet to be put on the payroll. Re- 
member, if he was accepted he was 
to be assigned to one of our stores in 
his own neighborhood. So the appli- 

(Continued on page 96) 
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Hotpoint Ranges 
For 1950 Shown 


New 1950-mopet electric ranges 
have been announced by Hotpoint, 
Inc., with the line highlighted by a 
new pushbutton model which brings 
this type of range into the medium 
price class for the first time, accord 
ing to the manufacturer. 

In announcing the new products, 
Fred J. Walters, vice-president, said 
that the new pushbutton will be a 
companion model to the company’s 
two top deluxe pushbutton ranges 
which will continue as the top models 
with added features. The outstand 
ing change of the two deluxe pushbut 
ton ranges will be a new 1600-watt 
“instant heat’ Calrod unit designed 
for high speed cooking. Engineers 
said that this unit is 20 per cent faster 
than anv utilitv unit in use on any 
domestic range todav. Under tests 
it boils a pint of 60 degree water in 
four minutes. 

Chis unit is standard on the RD-7 
double oven range and the single oven 


model RD-6. Both have pushbutton 


controls that light up in different col 
ors to show settings of four surfacc 
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units and ovens. The RD-6 model 
has a raisable deep well cooker Calrod 
unit to increase flexibility by conver 
sion to a fourth surface unit. 
Hotpoint’s 1950 range line is 
rounded out by three conventional 
models with switch controls for sur 
face units and two apartment housc 
models, one with four surface Calrod 
units, the other with three. The new 
pushbutton range model RC14 which, 
for the first time, brings this ad 
vanced design to the medium priced 
range field, has a compact panel on 
the right side of the backsplashet 
where the pushbuttons are in banks 
of four. Each button has a colored 
signal light beside it on the panel. 
The backsplasher lights the cooking 
surface from a fluorescent lamp and 
it is designed to tilt forward for easier 
servicing. 
Other 
model include a chromium. boiling 
rack, three large storage drawers, in 
addition to a clock-controlled auto 
matic oven and two electric outlets. 
Advancements that have been mad 
on the entire 1950 line include a new 
porcelain enamel finish on the work 
surfaces of all models to provide what 


innovations on this new 


The stop watch test is being used to demonstrate the new “instant speed” 

utility unit on 1950 Hotpoint pushbutton ranges. William F. Ogden, mana- 

ger, product planning, pushes the button while David C. Marble, manager. 

product service, starts the watch. The new unit will boil a pint of 60 degree 

water in four minutes. This is standard equipment on the RD-7 double- 
oven range, and on the companion single oven model RD-6, 
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engineers termed the “longest life for 
porcelain ever placed on _ ranges.” 
Complete flexibility and best perform 
ance of the oven under all conditions 
and temperatures is assured by the 
design of oven vents. 

Mr. Walters said that the models 
were shown across the country to dis 
tributors during the latter part of 
October. 


Thor Introduces 
1950 Washing Machines 
S 


[lure Thor Corporation has recent 
ly introduced their 1950-model elec 
tric washing machines 

Che new models represent improve 
ments in exterior design and mechani 
cal performance, but will retail for 
the same prices as their 1949 prede 
cessors, the manufacturer announced. 

[he most notable improvements 
are in the company’s biggest selling 
product, the Automagic washer. Fac 
tory sealed mechanism for greater 
durability and increased water capa 
city in the outer tub are 
improved features 


imong the 


Something new has been added in 
a visual-fill water spout. ‘The water 
spout is located in the center of the 
machine at the back. It feeds water 
through an air gap, permitting the 
housewife to control the water temp 
erature and pressure without having 
‘his fea 
ture conforms with all plumbing codes 
requiring a vacuum-breaker on = an 
automatic type washing machine ot 
dishwasher. A further advantage is 
that of allowing the housewife to re 
move either the clothes or dishwasher 
lid without touching the spout 


to remove the washer’s lid. 


Sales Manual 
Published by NAED 

lo HELP SALESMEN of its member 
the effectiveness of their appliancc 
selling, the National Association of 
Electrical Distributors has published 
an Appliance Sales Manual. 

The manual combines six of the 
\ssociation’s Appliance Sales Boost 
ers and, in 24 profusely illustrated 
pages in color, presents the subjects 
of outside selling, continuous sales 
training, demonstrating to sell, using 
the user, time payment selling, and 
opportunities in service 

The sales manual, it is stated, is 
available to members and through 
them to their dealers. It is also being 
made available to manufacturers and 
utility companies. Inquiries concern- 
ing the manual should be addressed 
to N.A.E.D. at 500 Fifth Ave., New 
York 18, N. Y. 


companies and their dealers step up 
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Crosley Unveils 
1950 Appliance Line 


[HE FULL LINE of new 1950 home 
appliances by Crosley Division of 
Avco Manufacturing Corporation was 
unveiled before more than 1,000 ma 
jor appliance dealers from the south 
eastern area states at a special pre 
sentation in the Roxv Theatre, At 
lanta, on October 5. 

Highlighting the meeting was the 
introduction of the company’s com 
plete line of 1950 Shelvador refrigera 
tors described as revolutionary and 
embodying distinctive new stvling 
and engineering features. 

W. A. Blees, Avco vice-president 
and Crosley general sales manager, 
told the dealers that in spite of many 
revolutionary new design features and 
improvements in the 1950 Shelva 
dors, the suggested list prices would 
be as much as $40.00 below com 
parable 1949 models 

Introduction early in October pre 
cedes by almost 60 days the custom 
ary period at which introduction of 
major appliances are brought out. 
Also Crosley ontinuing its prod 
uct expansion program by announc 
ing its entry into the all-steel kitchen 
equipment and the electric water 
heater fields and the introduction of 
a full line of home and farm freezers 

The new lines of products were 
scheduled to reach the dealers’ floors 
before October 15, and were shown 











at regional dealer meetings in over 
2() key cities across the country. At 
lanta’s was the fifth meeting to be 
held. 

“The introduction of these new 
products plus the complete line of 
clectric ranges introduced last spring,” 
Mr. Blees said, “gives Croslev the 
most complete major appliance lines 
of any manufacturer specializing en 
tirely in the appliance field. Our deal 
ers can now offer consumers com 
plete all-electric modern kitchens in 
cluding custom and deluxe steel sinks, 
wall and base cabinets, and electric 
waste food disposers as well as the 
major appliances that go into a kit 
chen.’ 

For entertainment in the kitchen 
Crosley has a new “kitchen radio re 
ceiver” designed specifically to please 
the housewife’s eye as well as her 
ear. Finished in white, with airplane 
type chrome tuning dial and chrome 
trim, the new models are styled and 
designed to harmonize with the mo 
tif of today’s kitchens. 

Also unveiled was a new FM-AM 
table model receiver, that features a 
new type mixer which brings improv 
ed reception of distant stations with 
console quality sound. 

Commenting on Crosley’s television 
and radio business, Mr. Blees said sales 
were moving at a record pace with an 
ill-time peak expected during the pre 
Chuistmas selling season He dis 
closed that the present sales of Cros 





A member of the new 1950 line of Crosley Shelvador refrigerators is the 

DB-11. A freezer compartment holds up to 52 pounds of frozen foods. 

while the frozen storage compartment provides space for 18 pounds of 

frozen foods or ice cubes. A thermostatically controlled “butter safe’ is 

built into the interior of the outer door, and a seasonal control regulates 
air circulation to suit the varying weather conditions. 
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The new Crosley kitchen radio re- 


ceiver is finished in gleaming 
white with an airplane-type chrome 
tuning dial and chrome trim, styl- 
ed to harmonize with today’s 
modern kitchen. The new receiver 
has four tubes and a rectifier with 
a built-in antenna, and has a con- 
nection for a record player. 


lev's complete television line were up 
100 per cent over last spring. 
Fight new models are included in 
the 1950 Crosles 
ranging in storage capacity from 
cubic-feet to 10.5-cubic-feet. Design 


refrigerator linc 


ed with an eve for beauty, conven 
icnce and efficient operation, the new 


Shelvadors provide up to 23 per cent 
additional storage capacity in_ the 
same size exterior cabinet. ‘This new 


design provides close to two cubi 
feet of “plus” 
“convenience level,’ where foods ar« 
easy to reach without 

stooping. The exclusive 


storage space at the 


bending o1 

Shelvador 
feature has been restvled with sturdy 
white plastic shelves that are com 
pletely recessed within the interior of 
the extra thick insulated door 


Lonergan Acquires 
Refrigeration Concern 


Tne Lonergan Manufacturing 
Company has announced that they 
have acquired and are bringing to 
Albion, Mich., a new industrv, the 
Refrigeration Corporation of Amcrica, 
which has been located in Perth Am 
boy, N. J. 

The announcement was made 1 
cently by S. J. Lonergan, Sr., presi 
dent and gencral 
Lonergan Co., who said that the Rc 
frigeration Corp., which has been a 
unit of the Noma Electric Corpora 
tion of New York City, 
subsidiarv of — the 


manager of the 


has becom« 
a wholly-owned 
Lonergan Company. 

The Refrigeration Corporation of 
America is a nationally known pro 
ducer of the Frigid-Freeze line of froz 
en food, ice cream, and candy cabi 
nets. Mr. Lonergan reported that the 
Frigid-Freeze products are seasonal 
saleswise but they are in direct con 
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trast to the period of the year the 
Lonergan Company’s heating appli- 
ances must be produced. As a result 
of this two-season advantage, said Mr. 
Lonergan, the firm’s employees will 
be assured vear-around employment. 


Lee Distributing 
Opens Roanoke Office 


ANNOUNCEMENT has been made b 
lk. A. Walter, executive vice-president 
and general manager of the Lee Dis 
tributing Co., that his company has 
opened a branch office and ware 
house in Roanoke, Va., at 201 Sec 
ond St., N. EF 

Mr. Walter explained that the ex 
pansion was brought about by the 
recent doubling of the Lee Distribu 
ting Company’s territory for Motor 
ola radio and television sets by Mo 
torola, Inc. In addition, the Lec 
Distributing Company has _ been 
awarded the distributorship for West 
inghouse traffic appliances, which will 
include vacuum cleaners, toasters, 
irons, fans, and other related items. 

New areas the firm will now serv« 
with both Westinghouse and Motor 
ola products will include Roanoke, 
Lvnchburg, Lexington, Danville, 
South Boston, Clifton Forge, Coving 
ton, and Martinsville 

Che Lee Distributing Company wa 
established 18 vears ago and incor 
porated in 1946. The Roanoke office 

1 


will be the first branch office estab 
lished bv the Richmond, Va., firm 


New Sales Book 
For Westinghouse 


\ NEW NOTE has been thrown b 
Vernon FE. (Sam 
sales consultant now with the West 


Vining, veteran 


inghouse Electric Appliance Division, 
into the division’s sales training for 
its spring sales campaign for small 
ippliances. 

‘he new note is a booklet, “Simpl 
Stories Scll,” prefaced by Sam's. fay 
orite definition of selling: “Having 
fun helping the other fellow have 
fun getting what he needs through 
mc.” 

Basically all of the 13 sales stories 
—14, including Sam’s storv selling his 
stcrices—are aimed at talking about 
Westinghouse small appliances in 
terms which interest most customers 
Io quote Sam: 

“Honestly, | am not trving to tell 
vou how to sell appliances. My aim 
is to talk about these appliances in 
terms which interest most customers 
The stories are short because custom 
ers like short stories—and so do vou.” 


Every story is captioned with on« 
of Sam’s favorite punch sentences, 
such as, “Any prospect with a dollar 
in his pocket is a big shot!” or, “Why 
can’t I be a little fussy when I buy 
—it’s my money,” and “No cow gives 
milk—vou gotta take it from ’er.” 


Deepfreeze Southern 
Distributors Named 


RECENT appointments of southern 
distributors for Deepfreeze homc 
freezers in their respective areas havc 
been announced by the Deepfreezc 
Division, Motor Products Corp.. 
North Chicago, III. 

Awarded exclusive franchises ar 


Nash-Stecle-Warren, Inc., 615 W 





Hargett St., Raleigh, N. C.; Air En 
gineers, Inc., 1529 Second Ave.., 
Birmingham, Ala.; Bryant & Trimble, 
Inc.. 406 Broad St., Chattanooga, 
Ienn.; Foster Distributing Co., 409 
W. Main St., Louisville, Ky.; Nelson 
& Co., 1000 So. Linwood Ave., Balti 
more, Md.; Vogel Distributors, Inc., 
Central at 22nd St., Ashland, Ky.; 
and Wichita Building Material Co.., 
Inc., 418 Commerce St., Wichita, 
Kans 


L & H Southern 
Distributors Named 


APPOINTMENT of distributors fo 
L&H Electric Ranges and Wate 


Heaters in their respective trading 


PORTABLE APPLIANCES CARRIED SOUTH — Universal’s Value Demon- 
stration Parade went south to the Peabody Hotel in Memphis, Tenn., re- 
cently, to bring the story of fall and winter promotions on portable electric 
appliances to southern distributors. Above, S. G. Fisher, sales manager of 


Landers, Frary & Clark’s Portable 


Electric Appliance Division, tells dis- 


tributors of what to expect in the way of promotions. Below, R. C. Beatty 


(third from left) shows Carolina 
Crome and E. P. Brodgen the 


Electric Company representatives W. 


Universal Cook-a-matie waffle-grill 


while R. B. Tesslie and Joseph Perry of the same company inspect the 
Universal Mixablend along with Mart Hayes and M. J. Skinner of Radio & 
Appliance Distributors, Chattanooga. 
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areas has been announced by the A. 
J. Lindemann & Hoverson Co., Mil 
waukee 7, Wisc. 

Appointments made include An 
Engineers, Inc., Birmingham; Lack’s 
Wholesale Distributors, Inc., Hous 
ton; and ‘The Mills-Morris Co 
Memphis 


Coolerator Slates 
1950 Line Preview 


Ine Coolerator 1950 line of elec 
tric ranges, refrigerators, and family 
size home freezers, manufactured by 
the Coolerator Company of Duluth, 
Minn., will be previewed at their Sec 
ond Annual Coolerator Conclave, 
October 24 and 25, at the Edgewater 
Beach Hotel in Chicago. 

More than 400 Coolerator distribu 
tor principals from all parts of the na 
tion are expected to attend this meet 
ing. Duplicating the format of last 
vear’s show, the Conclave program 
will be a pattern for the forthcoming 
regional dealer prevues scheduled for 
November and December 

Slated to appear on the show arc 
Ward R. Schafer, Coolerator vic 
president and general manager; W. C. 
Conley, Jr., sales manager; W. A. 
MacDonough, manager of advertising 
and sales promotion; and R. TH. Sch 
neberger, national training managcr. 








WHAT’S COOKING? 


pliance Service Corporation, Carolinas 


George Taubeneck, noted trade jour 
nal editor, will be one of the principal 
guest speakers. 

Coincident with the product show 
ings, Coolerator will outline plans for 
the 1950 advertising, sales promotion, 
and training programs, Mr. Conley 
stated. New full-color sound slide 
films for 1950, now being produced at 
Wilding Picture Productions, will also 
be introduced. 


International Harvester 
Appoints Distributors 
RECEN! 


refrigeration distributors have been 
made by International Harvester Co 
Chapman & Wilhelm Co., Libert: 
Life Bldg., Charlotte, N. C., has been 
named distributor for the states of 
North and South Carolina. Lack’s 
Wholesale Distributors, Inc., 1315 
Baker St., Houston 2, Texas, will cov 
er the Houston territory and seven 
l'exas counties 

Electric Sales & Service Co., At 
lanta, Ga., will handle distribution 


APPOINTMENTS of honx 


in the entire state of Georgia; and 
Devid Kaufman’s Sons, Inc., 2015 
Washington Blvd., Baltimore 30, 
Md., will cover the Washington, D 
C., Baltimore, Md., and Richmond, 
Va., territories 


Cooler alot 
BANNER LINE 





: Seay 
rg ,. 


This audience participation show, sponsored by Ap- 


distributors for Coolerator, is an 





excellent example of how an aggressive distributor is helping condition a 
market for dealer organization merchandising. The scores of spectators 
who pack radio station WBT’s audience studio, in Charlotte, N. C., for an 
hour each morning three times a week, witness an easy, informal program 
which features actual product demonstration which takes place in the 
“Coolerator Kitchen,” set up on one side of the studio. From left to right 
in the Kitchen are “Coldie,” who bakes and serves hot biscuits; staff an- 
nouncer Fletcher Austin; Kurt Webster, master of ceremonies; and Audrey 
Summers, Appliance Service Corporation Coolerator demonstration specialist. 


New Orleans Sees 


1950 Gibson Line 


CHE NEW 1950 Line of refrigera- 
tors, ranges, and home freezers of the 
Gibson Refrigerator Company was re 
vealed in New Orleans recently to the 
company’s Southern distributors. 

Features of the 1950 line were dis 
closed in a full color motion picture 
entitled “Gibson Gives the Finest 
Virst,” and merchandising plans for 











This new model GL-1130 in the 
1950 Gibson line of refrigeraiors 
has 11l-cubie-feet capacity and over 
20 square feet of shelf area. Other 
features are a 40-pound Freez’r 
Locker, Fresh’ner Shelf, Touch-A- 
Tap Cold Water, Buttry, Swing’r 
Crisp’r, and four full-width shelves 
plus two half shelves. 


the coming vear were presented in a 
color sound slidefilm, ““Uhe 1950 Gib 
son Sclling Program.” New product 
models, displays, national advertising, 
and promotional materials were pre 
sented from the platform. 

(his regional convention was onc 
of four throughout the United States, 
and according to J. L. Johnson, Gib 
son sales manager and kevnote speak 
cr, the four regional conventions: were 
designed not onlv to give every mem 
ber of Gibson distributor organiza 
tions complete information on_ the 
new product lines, but to provide 
them with the miaterials needed to 
carry the storv to thousands of Gib 
son dealers in all sections of the coun 
try. 

“Ours is definitely a back-to-work 
program,’ Mr. Johnson declared, ‘‘as 
at no time in the history of the ap 
pliance industry has there been a 
greater opportunity for distributors 
and dealers to display real selling abil 
ity. We feel that the economic situ 


86-D ELECTRICAL SOUTH for NOVEMBER, 1949 


l 
























‘ 


—you’re going to make extra profits 
for PROCTOR DEALERS this year!” 


a says LINDA DARNELL, starring in 
: ‘““EVERYBODY DOES IT”’ 


a 20th Century-Fox Production 











It’s the big Christmas Gift News—this new handsomer-than-ever 


oie 0 ood Proctor Custom Toaster in its striking new “Hollywood Star” gift 
(| package —“Choice of Hollywood Stars.” A distinguished new design 

Ho Y tars: —a perfect toast maker with unique wide range “Color Guard” 
control—silent cushioned pop-up, long-life rigid mounted heating 

element, sliding crumb tray. The Proctor Custom Toaster, $22.50* 
. . ... also Standard Model, $15.95*. Feature them for Christmas safes 

as advertised in and profits. * Fed. Tax Incl. 


Spectacular large space, full- 
color advertisements in LIFE, 
with Linda Darnell and other 
famous Hollywood stars, fea- 
ture the new Proctor Custom 
Toaster as the “Choice of 
Hollywood Stars.” It's Ameri- 
ca's most beautiful toaster 
with the wor!d's most accurate 
“color guard” toast control. 


NEW “GIFT’’ PACKAGE 
Beautiful “‘star’’ design in blue and 
gold. Cover and sides lift off dis- 
closing toaster nested in gold-edged 
tray. Makes handsome display. 
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atiop is sound and our forecasts for 
the coming year are very optimistic.” 

Speaking for Gibson management, 
Frank S. Gibson, Jr., pointed out that 
after 73 years of experience the com- 
pany is well equipped to continue its 
record of steady and _ consistent 
growth. Modern styling of the 1950 
line completes the company post war 
program of giving the public quality, 
performance, and utility in the ap 
pliances they want and need, Mr. 
Gibson stated. 

New products introduced by Gib- 
son at the convention included the 
Pres-lT'oe refrigerator with foot pedal 
door opening and closing features; 
the ‘Touch-A-Tap refrigerator with 
built-in drinking water supply; two 
new space making apartment refrigera- 
tors with full length doors; new de 
luxe electric ranges with concealed 
oven units located outside the oven 
itself; automatic push button ranges 
in the moderate price class; and, a new 
10-cubic-foot chest-type home freezer 
with all modern features. 


Proctor Releases 
New Ironing Book 


BRAND NAMES come into their own 
in the new “Marv Proctor’s Ironing 
Book” just off the press. The tradi 
tional fear of giving “‘free advertising” 
has been replaced by a direct, new 
approach designed to benefit the read 
cr. 

Almost 100 trade names parade 
boldly in this regular ‘world almanac” 
of information for grooming peopl 
and homes, which pictorially in over 
400 illustrations and through 60 pages 
of solid text teaches the homemaker 
a scientific new way of hand ironing 
based on principles of time and mo 
tion saving. 

“Mary Proctor’s Ironing Book” is 
the direct result of a new wav to mer 
chandise irons undertaken last veat 
by the Proctor Electric Company, 
Philadelphia electrical appliance 
manufacturer, when it sought to in 
crease the sale of its electric irons 
(the Never-Lift iron is a Proctor ex 
clusive) by developing and _ teaching 
a perfect ironing system to the home 
maker. 

The new “Mary Proctor’s Ironing 
Book” has been called the “cookbook 
of laundering.” It gives 1016 tested 
“recipes” for making washing and 
ironing casier. 

The book is on sale at $2.95 in 
most book stores and electrical ap- 
pliance departments of retail and de 
partment stores in the key markets of 
New York, Philadelphia, Chicago, and 
Los Angeles. Complete national dis- 
tribution is expected by December 1. 
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Names aud faces 





Leonard C. ‘Truesdell has been ap- 
pointed sales manager for household 
radio and television by Zenith Radio 
Corporation, it has been announced 
by H. C. Bonfig, vice-president and 
director of sales. 

Mr. Truesdell will be responsible 
for all sales activities of the household 
division including sales promotion, 
advertising, and sales training. 

Mr. ‘Truesdell joined Frigidaire’s 
Kansas Citv branch office in 1932 as 
sales manager, and in 1938 moved to 
the company’s home office in Dayton 
where he became manager of the deal 
er development division. After a brief 
period as sales manager for Crosley 
he went to Bendix Aviation later in 
1943 where he directed that com 
pany’s entry into the field of homc 
radio ancl television. Early in 1946 
he joiec| Hotpoimt as vice-president 
in charge of marketing, and in threc 
vears time completely rebuilt the or 


ganization’s national sales organiza 
tion. 
° 
G. H. “Rock” Smith, vicc-presi 


dent and general manager, Deepfreeze 
Division, Motor Products Corpora- 
tion, has announced the appointment 
of George F. Weisenbach as general 
sales manager of the company. 

Mr. Weisenbach comes to Deep 
freeze with a very successful record as 
an executive in sales, merchandising, 
and advertising from the rubber in 
dustry. 

Mr. Smith also announced that, 
effective immediately, R. V. Newbell 
is appointed manager, home freezer 
sales, reporting directly to Mr. Wei 
senbach. Mr. Newbell has been asso 
ciated with Deepfreeze for four years 
in the position of advertising and sales 
promotion manager. In his new capa 





G. F. Weisenbach 


R. V. Newbell 


citv Mr. Newbell will direct the sales 
operation on home freezers. 

Effective immediately, Mr. Smith 
announced, B. G. Sanderson is ap 
pointed manager, refrigerator sales, r¢ 
porting directly to Mr. Weisenbach. 
Prior to his appointment, Mr. San 
derson served as Western Regional 
sales manager, and more recently as 
manager, ficld sales. Mr. Sanderson 
will direct the sales operation on the 
new refrigerator line which will be 
introduced. for the 1950 season. 

° 

H. M. Carpenter, president and 
general manager of ‘Thurow Distribu- 
tors, Inc., has just announced the ap 
pointment of Paul L. Bishop, as assist 
ant general manager. 

Mr. Bishop will 


‘Tampa and comes to 


headquarter in 
Churow 


from 





Paul L. Bishop 


Decca Records, Inc., where he served 
as southeastern division manager in 
Atlanta. 

Prior to his connection with Decca 
Mr. Bishop served 4% vears in_ the 


B. G. Sanderson 
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army as Commanding Officer of the 
2093 Engineer Crash Rescue Unit. 
Previous to entering the Army, he was 
assistant to the president of the Cellu- 
lose Company in New York. 


lhe appointment of D. S. Beldon, 
Jr., as sales manager of the Stove and 
Heater Division of the National Ena- 
meling and Stamping Company has 
been announced recently. 





D. S. Beldon, Jr. 


Mr. Beldon has been buver of 
stoves and housewares for Montgom 
ery Ward & Co., for the past six years. 
Prior to this he was associated with L. 
Bamberger & Co., of Newark, N. J., 
an R. H. Macy Co., affiliate, and 
Sibley, Lindsay & Curr, Rochester, 
N. Y., department store. 

Mr. Beldon is well known in both 
the stove and housewares fields and 
has been prominent in national trade 
issociation activitics for a number of 
vcars 

o 


D. A. Washburn has been ap 
poimted appliance service representa- 
tive for the General Electric Company 
in the southeastern district, it has 
been announced by W. C. Noll, man 
ager of the technical and education 
al sections of the G-E. product service 
division. 

Mr. Washburn joined General 
Electric at Eric, Pa., in 1946 and 
transferred to Bridgeport, Conn., as 
1 member of the product service divi 
sion earlier this vear. 


R. M. Oliver, general merchandis 
ing manager of the Portable Electric 
\ppliance Division of Landers, Frary 
& Clark recently announced the ap 
pointment of L. L. Estes as regional 
manager for portable electric appli 
inces in the southeastern states of 
Virginia, West Virginia, Kentucky, 
lennessee, Georgia and Florida. Mr. 
Estes has been connected with Lan 





So you want 


to sell more 


ELECTRIC RANGES 2? 


Then send for this new manual... 


It's easy-to-read and packed EDWIN L. WIEGAND COMPANY 
7600 THOMAS BOULEVARD 


PITTSBURGH 8, PA. 


alesmilittien telels marr tar yeleh. mest 
many exclusive advantages of 


modern electric cooking. Easy-to- YES...Send me my copy of “The Switch is On” 


which tells me how to make more money sell- 


remember selling facts give you ing electric ranges. 


the right approach and follow- 
through to convert range prospects 


into electric range buyers. Company 


Street 


On new ranges 





Pvatem Covamiiterelausleatelel) 


Supreme Electric Range Units 





C. B. Rogers, 1000 Peachtree St., N. E., Atlanta, Ga.; L. R. Ward Co., 2711 Commerce St., 

Dallas 1, Texas; 932 M & M Bldg., Houston 2, Texas; 1511 Louisiana St., New Orleans 15, La.; 

1519 So. Boston St., Tulsa 5, Okla.; W. R. Phillips, P. O. Box 2561, Raleigh, N. C.; W. 

Phillips, Jr., 3125 Lamb Ave., Richmond 22, Va.; Chilton & Chilton, 4126 N. State St., 
Jackson, Miss. 








CATALOGS and BULLETINS 


Available Free to Readers of 
Electrical South upon Request 


(Additional items will be found on page 34) 


Data is available from Malle 


253—Monarch Electric Ranges. ( 
St., Beaver Dam, Wis., on all 


able Iron Range Co., 4861 Lake 
types of this company’s ranges 


260—Ventilating Fans. The complete line of C & H venti 
lating fans is pictured, with dimensions and details, in a new 
24-page catalog. Described are exhaust fans, window fans, air 
circulators, portable and desk fans, and fan accessories such as 
grilles and shutters. C & II Air Conditioning Fan Co., Inc.. 
1603 DeKalb Ave., NE, Atlanta, Ga 


265—Coffee Makers. ‘The complete line of Cory coffee 
products, including the famous Cory rubberless coffee brewers, 
service set, the Cory Automatic, electric coffee grinder, 2-heat 
electric stove, and commercial units is described in a 20-page, 
beautifully illustrated booklet. Copies may be obtained from 
the Cory Corp., 221 N. La Salle St., Chicago, Ill. 


266—Air Circulator. A highly illustrative two-color folder, 
containing interesting facts about air circulation, may be ob- 
tained from the Fresh’nd-Air Company, 221 N. La Salle Street, 
Chicago 1, Illinois. 


269—Sales Helps. A variety of sales helps, including Sound 
Slide Colored Training Films. low to Sell Booklets, Consumer 
Pieces. Specification Sheets, Demonstration Kits. Display Cards 
and Promotion Kits for selling and demonstrating General 
Mills Tlome Appliances—PressurcQuick Saucepan, Tru-Tleat 
Iron and Steam Troning Attachments are available to dealers 
from General Mills. Inc., Ilome Appliance Dept., 1620 Cen- 
tral Ave., Minneapolis 13, Minn. 


277—Water Ileaters. Information is available about the 
“SEPCO” Electric Water Ileater from the Automatic Flectric 
Heater Co., Pottstawn, Pa Titerature available describes sev 
eral exclusive features “SEPCO” line of round and table 
top heaters. 


383—Fans. Catalogs Nos. 863 and 864, just issued by Chel 
sea Fan & Blower Co., Inc., 1206 Grove St., Irvington 11 
N. J.. include descriptive copy, specifications. dimensions. photo 
graphs, etc., of a full line of fans for residential, commercial. 
and industrial uses. These catalogues include information on 
17 types of ventilating and comfort cooling equipment varving 
in size from 12 inches to 60 inches, and in output from 1,000 
c.f.m. to 32,000 c.f.m 


in the 
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Thomas 


351—Radiant Heaters. Edwin L. Wiegand Co., 75( 
Blvd., Pittsburgh 8, Pa., has prepared a portfolio of Chromalox 


Radiant Ileater Application Reports. In addition, the portfoli 
includes catalog sheets and technical data on the Chromalox 
“RAD” heaters 

355—Electric Fans. A new Emerson-Electric Master in 
catalog, illustrating in color and describing in detail t 
plete line of 1949 fans, is offered by the Emers | 
Mfg. Co., St. Louis 21, Mo 

362—Hot Water Heaters. Informative and wel 
data are available from M. M. Iledges Manufacturing Co., Inc 
Chattanooga, Tenn., on their line of Mertland Automat 
water heaters. 

366—Propeller Fans. The Herman Nelson ( Moline 
Ill., announces its new Bulletin 3111 containing | izes of 
technical information and concise details about d | It 
lrive propeller fans as well as practical, proven 

369—Electric Fans. A 28-page, profusely illustrat ookl 
describes in complete detail, this company n Ins 
Booklet available from Emerson Electric Manufa ing Ce 
St. Louis 21, Mo 

370—Seco Fans. New bulletins by Seco-Lite Manufacturing 
Co., 4916 Easton, St. Louis 13, Mo., are now av illus 
trating Seco Belt-Driven cooling fans and window fan Bu 
letins contain data on installations in homes, apartment n 
mercial, and industrial applications 

374—Window and Attic Fans. <A _ four-page catal 
completelv illustrated and containing descriptive informat 
the new low cost “all in one package” window and attic f 
has just been released by the Viking Air Conditioning Cv 


Illustrations of aut 
timer are nclu 


5601 Walworth Ave., Cleveland 2, Ohio 
matic ceiling shutter and automatic electric 


380—Flectric Water Heaters... New specification sheets are 


now available for a full line of cylinder and table top models 
featuring the Water Hotter, from the White Products Cor, 
Middleville, Mich. 

381—Heaters and Circulators. The complete Mimar 
Products, Inc., Brooklvn 5, N. Y., is included in a fo vhich 
gives specifications, features, and prices of all Mimar heater 
and air circulators 

383—Fans. Catalogs Nos. 863 and 864, just issued by Chel 


sea Fan & Blower Co., Inc., 1206 Grove St., Irvington 11 
N. J., include descriptive copy. specifications, dimensions, photo 
graphs, etc., of a full line of fans for residential. commercial 
and industrial uses. These catalogues include information on 
17 types of ventilating and comfort cooling equipment varying 
in size from 12 inches to 60 inches. 


384—Electric Fans & Drills. Signal’s complete line for 1949 
is shown in a new catalog just off the press, featuring a wide 
varietv of desk. pedestal, exhaust, and vent fans. Literature on 
drills. telegraphic equipment, and motors is also available from 
the Signal Electric Mfg. Co., Menominee, Mich. 

389—Flectric and Gas Water Heaters. Four page illustrated 
folders explain outstanding features of Fowler water heaters 
including porcelain lining, “black heat’ elements, and 3-way 
insulation. These folders list specifications. dimensions, and 
construction details, and are available from Fowler Manufactur 
ing Company, 2545 S. E. Gladstone St., Portland 2, Ore 


ELECTRICAL SOUTH for NOVEMBER, 1949 














ders, Frary & Clark for the past 
twenty-five years. 

Mr. Oliver also announced the ap- 
pointment of two district manages 
for portable electric appliances in the 
southeastern states. R. C. Beatty, 
formerly sales manager for Louis O. 
Bowman, Inc., in Richmond, Vir- 
ginia, was at one time district sales 
manager for the Proctor Electric 
Company, and prior to that was asso 
ciated with Proctor and Gamble. His 
new territory with Landers, Frary & 
Clark will be in Tennessee, Georgia 
ind South Carolina 

Ralph Moore will serve as district 
nanager for portable electric appli 
inces for the company in Virginia, 
North Carolina and West Virginia. 
Prior to his association with Landers, 
rary & Clark. Mr. Moore was con 
nected with the Goodvear Tire and 


Rubber Company, of New York 


Statement of Ownership 


management, cir- 
the Acts of Con- 




























f Ele pub monthly at Ma- 
lett l 1948 

§ t County of Fulton. 

Be ary Public in and for the 
Stat aforesaid, personally ap- 
p ‘ who having been duly 
sw r ¢ ording t aw poses and Says 
hat he is the Business Manage of the Elec- 
trical South, and that the following is, to 
the best of his knowledge and belief, 
tatement of the ownership manage 
et f the aforesaid publication, 
date shown in the above ca on required by 
I Act f August 24, 1912, amended by 
A March ‘ ) embodied in Section 

Posta Laws nd Re ations, printed 
n the reverse side « h form to-wit: 

] hat th name and addresses of the 
publisher, edits ind business manger, are: 

Publisher, W. R. (¢ Smith Publishing Co. 


Editor, Ca W. Evans, Atlanta, Ga. 
Business Manager, Frank P. Bell, Atlanta 





a.; 
Mc- 





m., and Mrs. E. L. Philpot, Atlanta, Ga.; 
Mrs. Seba J. Jones, Atlanta, Ga.: and A. 
I Robert Atlanta, Ga 

3. That the known bondholders, mortgagees 
and other security holders, owning or hold- 
ing | per cent or more of total amount of 
bonds, mortgages, or ther securities, are: 


1 That the two paragraphs next above 
“iving the names of the owners, stockholders, 
security holders, if any, contain not 
the list stockholders and secur‘ty 
pany but also in cases where the stock- 
or security holders appear upon the 
of the company as trustees or in any 
fiduciary relation, the name of the 
rson or corporation for whom such trustee 
ng, is given; also that the said two 
rapks contain statements embrecing af- 
fiant’s full knowledge and belief as to the 
circumstances and conditions under which 
stockholders and security holders who do not 
appear upon the books of the company, as 
trustee hold stock and securities in a capa- 
city other than that of a bona fide owner 
and this affiant has no reason to believe that 
any other person, association, or corporation 
has any interest, direct or indirect, in the 
said stock, bonds, or other securities than 
so stated by him. 
FRANK P. BELL, 
3usiness Manager. 
Sworn and subscribed before me this 21st 
day of September, 1949. 
SEBA J. JONES, 
Notary Public at Large. 










AS EASY AS ONE-TWO-THREE 


WHITE’S NEW 
PORCELAIN TABLE TOP 
ELECTRIC 
WATER-HEATER WITH 
“WATER-HOTTER” 


See that gleaming acid-and-stain-re- 
sistant top on this handsome White ; 
Automatic? It’s helping to put White ( 
sales twenty-five per cent ahead of the % 
industry! 

And that’s not all! This White 
Automatic Water Heater contains 
an extra profit in the form of reduced } 
installation cost. Just “walk” it into G 
position, turn two connections, slide 
the top into place, and you're done 

. €asy as one-two-three. 


PLUS WHITE’S NATIONALLY 
ADVERTISED "“‘WATER-HOTTER”’ 
It’s a White exclusive! ““Water- 
Hotter” —a specially designed baffle 
that provides 6.9[, more hot water 
than utility requirements. Plus loads 
of other easy-to-sell, easy-to-see 
White features that mean more sales 

. extra profits for you. 

See them all! Call your White Dis- 
tributor ... or write White. But do 
it now! 


WHITE PRODUCTS CORPORATION 


Hot Water Specialists Since 1930 
Middleville, Michigan 





Copyright 1949, White Products Corp Patented 
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New 80 Gallon 
Models Complete 
the Line of White 
Cylinder and 
Table Tops. All 
10-Year Guaran- 
teed. See them at 
your distributor 
today! 
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Product Parade 








Frigidaire Ranges 


l'OUR NEW MODELS have been ad 
ded to the household electric range 
line of Frigidaire Division, General 
Motors Corporation, Dayton 1, Ohio. 
Prices range from $154.75 for a 
small, compact 21-inch model RK-3 








to $349.75 for the large 40-inch two 
oven range, RM-75. Highlighting 
development of the new models is a 
completely new, faster-heating Rad 
iantube surface cooking unit. 

The new line of Frigidaire ranges 
now includes § models. 


oS 
Water Heaters 


A NEw, complete line of clectric 
automatic storage water heaters has 
been announced by the A. O. Smith 
Corporation, Kankakee, II]. 

The new line, called the “Milwau 
kee,” is being offered as a companion 
line to the company’s Permaglas de 
luxe glass-surfaced stecl round and 
table top heaters, and represents the 
third phase in the A. O. Smith’s 
three-point product program to pro 
vide full marketing coverage for all 
water conditions and in all price areas. 

oo 
Portable Heater 


A NEW PORTABLE electric heatei 
with a rotating reflector that throws 
both radiant and _ fan-forced heat 
throughout a room has been an- 
nounced by General Electric Com 
pany’s automatic blanket and sun 
lamp division, Bridgeport, Conn. 

The highly polished aluminum fan 
blade, which takes the place of the 
usual non-reflecting small fan, re 
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volves at the low speed that has been 
found to produce maximum ail 
movement with the greatest throw of 
heat. 

Because the fan-heater proper 1s 
suspended between U-shaped arms 
arising from a circular steel base, 
heat can be directed at any single 
angle from horizontal up 


e 
Cleaner Nozzle 


AN IMPROVED rug nozzle for its 
Model 50 tank-type cleaner has been 
announced by The Hoover Company, 
pioneer manufacturer of clectric 
cleaners, North Canton, Ohio. 

The new nozzle is part of standard 
equipment on all Hoover tank-tvpe 
cleaners now on dealer shelves. 

Main feature of the new nozzle 
is a sturdy, nine-inch floating brush 
mounted on springs, designed to do 
a more thorough job of removing 
both embedded dirt and surface lit 








ter. ‘The bristles of the brush are 
fastened to a bar of cast aluminum 
and trimmed so they will “toe” into 
the clinging litter on the rug’s su 
face, kicking it forward into the pow 
erful suction stream. 


e 
Hotpoint Dishwasher 


A NEW “READY-PLUMBED” automa 
tic dishwasher that reduces installa- 
tion cost as,much as 60 per cent has 
been introduced by Hotpoint, Inc., 
5600 W. Taylor St., Chicago 44, Ill. 

The machine is built into a com 
plete sink equipped with a new fau- 
cet that allows the housewife to con- 








temperature and volume 


Lhe combination 


trol water 
by a single lever. 
appliance was developed to mect th 


sharply increased demand for auto 
matic kitchen equipment resulting 
from the accelerated apartment house 
building program. 

he new appliance has a motor 


and pump that empty the water from 
the dishwasher into the sink drain 
pipe. ‘This eliminates special plumb 
ing connections when the dishwasher 
is installed in the kitchen, ac 
to the manufacturci 


ording 


Electric Percolator 


SIMPLICITY OF OPERATION 1s thi 
outstanding feature of the new Miu 
ro-Matic clectric percolator now be 


ing added to the line of Mirro alum 





inum cooking utensils by the Alumin 
um Goods Manufacturing Co., Mani 
towoc, Wisc. 

All the housewife has to do is add 
water and coffee to the percolator 
and plug it into an clectric outlet. 
An automatic thermostat controls the 
600-watt heating element and 
changes the circuit to a 30-watt 
warming clement when the coffee 
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KITCHEN CLOCK $@95 
DOOR CHIME 


That price tag puts Liberty’s Kitchen Clock 
Door Chime way ahead competitively. But price 
is only half the story—the quality is there, too. 
Silent, self-starting, U. L. approved clock is 
powered by a trouble-free sealed-in-oil move- 
ment. High-volume resonator type door chime 
sounds two notes for the front door, one for the 
rear—operates on any good bell transformer. The 
neat modern case, finished in white refrigerator 
enamel and trimmed in chrome is right at home 
in any kitchen. 

Size—9” high, 8134” wide, 3%” deep (clock 

face 5” square). 
Standard Package—6 chimes (individual gift 


packs). 
Shipping Weight—(6 chimes) 28 pounds. 
BIE MMM iene 6.5 ida whee Pecle we Sanne $9.95 


(Fed. tax on clock $1.00 extra) 


Belg (Ill 
MANUFACTURING COMPANY 


MINERVA, OHIO 
DOOR CHIMES, BELLS, BUZZERS, TRANSFORMERS. SIGNALING DEVICES 
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SINCE 1924 





All Roads lead to... 


\ qs Condilign "9 


is 


tion 


; STATE FAIR GRO 
JAWUA 
i Society 
i 4 American © 
yore conn Ventilating Engineers 
ot Heot! 








AND IDEAS THAT MEAN PROFIT \. 
AND PROGRESS : 


Lay your plans now to attend this ‘ 
great Exposition. Here will be con- i 


centrated the latest developments in 
conditioning air in all types of build- 
ings — domestic, commercial, and 
industrial. You'll have an unequalled 
opportunity to exchange ideas, get 
sound solutions to problems that may 
be puzzling you in air conditioning, 
heating, and ventilating. 

The new products you'll see, the 
wealth of new IDEAS you'll absorb, 
the contacts you'll make, will pave 
new paths to profits for you. Remem- 
ber the dates. Bring your associates. 
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has percolated for the required 
length of time. The thermostat also 
compensates for varying amounts of 
water so that 4 to 8 cups of coffee 
may be prepared with equally good 
flavor 


Duplex TimeKeeper 


[HE MARKETING of a new type 
electric clock to be known as the Du 
plex TimeKeeper has been announ 
ced by The Advanced ‘TimeKeeper, 
Inc., 1180 Raymond Blvd., Newark 
yaa ie 

The Duplex 


bodies a dual movement which 


l'imeKeeper cm 
n 





sures the correct time regardless of 
current interruptions. Electric cur 
rent to a clock is frequently inter 
rupted during a storm, when a fusc¢ 
is blown or even when the clock cord 
is accidentally or intentionally pul 
led from the plug. When interrup 
tions do occur—even though for only 
one second—Duplex spring power 
immediately and unfailingly takes 
over the job until current is resumed 
And the spring movement needs re 
winding less than once a veat 


NESCO Cooking Set 


A NEW, one-package set of its four 
most popular stainless steel utensils 
has been introduced recently by the 
National Enameling and Stamping 
Company, Milwaukee, Wisc., manu 
facturers of NESCO Evenheet stain 
less steel cooking ware. 

Known as the “Hospitality Set,” 
the complete unit will retail for 
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$19.95. It consists of a 2- and 3-quart 
covered sauce pan and an 8%4- and 
10¥2-inch covered fry pan. Each item 
is wrapped and cartoned individually, 
then packed four to a master carton 
for simplified handling 


Zenith 1950 Line 


THE ADDITION of 20 new radio and 
television sets to its current line has 
been announced by Zenith Radio 
Corporation, 6001 West Dickens 
Ave., Chicago 39, Il. 

The new Zenith additions include 
three table model radios; two table 
radio-phonograph sets; one radio con 
sole model; two radio-phonograph 
console combinations; and twelve 
television receivers 


The four AM-FM-tel 


console combinations provide auto 


radio-phono 


matic 3-speed record changer with 
the single Cobra Tone Arm which 
plays 78, 33-1/3, and 45 r.p.m. re 
cords. This unit iccommodates 
twelve 7-inch, twelve 10-inch, ten 
12-inch, or ten 12- and 10-inch re 
cords intermixed, and is automatic 
even to a final shutoff 


Coolerator Refrigerator 


INTRODUCTION of a new Coolerato 
deluxe §8-cubic-foot refrigerator, the 
Magic Select-O-Shelf Model 9RDSO 
has been announced by The Cool 
erator Company, Duluth, Minn. 

he new IRDS80 is designed esp« 
cially for replacement sales and for the 
smaller kitchens of modern homes 
where limited space is an important 
sales factor, according to the manu 
facturer. 

With emphasis upon greater vei 
satility of storage space, the 9RDS80O 
features a new tvpe of shelving known 
as the “Select-O-Shelf” which permits 
the homemaker to “design her own 

















refrigerator interior.” More than a 
half dozen different arrangements arc 
possible with these shelves to cope 
with such special space problems as 
storing a giant watermelon or a big 
turkey as well as to provide convenient 
storage for evervday foods 


© 
Combination Sink 


A COMBINATION SINK, clothes wash 
er, and dishwasher has been unveil 
ed by Thor Corporation, Chicago, 
IH. 

One mechanism and one set of 
ontrols operate both the dishwasher 





ind the clothes washe Phe ma 
chine is converted from one func 
tion to the other bv a change of in 
ner tubs (porcelain enameled stcel fo 
clothes washing, stainless steel fo 
dishwashing) on a vertical drive shaft 


ocated in the left half of the sink 


Wl 
® 


Television Manual 


[HE TELEVISION DEALER'S problem 
of installation and service has been 
carefully analyzed and presented to 
gether with many constructive recom 
mended procedures in a comprehen 
sive 16-page “Manual of Experience’ 
published by the National Association 
of Electrical Distributors (formerh 
N.E.W.A.). 

In announcing that the new ‘Tel« 
vision Manual for Dealers is now avail 
able to dealers and others in the in 
dustry, Charles G. Pyle, managing di 
rector, pointed out that this Manual, 
which follows one prepared earliet 
for the Association’s members, deals 
with every important aspect of the 
subject. It is, to quote the introduc 
tion, “intended to act as a guide to 
prospective television receiver dealers 
or as an instrument through which 
existing dealers can improve then 
present mode of operation.” 

Among subject headings in the 
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Manual are: selling the set—tacts and 
pitfalls; dealer responsibility, factors 
affecting the service set up, direct 
dealer service, service company, liabil 
ity, service problems, etc. 

The Manual was prepared undet 
the direction of the Association’s 
Service and Repair Parts Committee 

The Association announces _ that 
dealers and others in the industry may 
order their copies through the head- 
Copies are 25 cents 
Address the Nation 


quarters office. 
cach (prepaid). 


il Association of Electrical Distribu 
tors, 500 Fifth Avenue, New York 
18, N. ¥ 

2 


Gibson Refrigerators 


[Two New Gibson space-making 
refrigerators, featuring top-to-toe re 
frigeration for apartments, home 


building projects, cottages, and small 


homes have been announced by Gib 
son Refrigerator Company, Green 
ville. Mich 
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Each of the two models has in ex 
feet of 


cess of 7 cubic storage capa 


ED 
* 


SUPERIORITY 


iS TIME-PROVEN 


ein Sales 








..-in performance 


For 25 years Pryne & Company Only Blo-t has the nine-posi 
has bee sfving hom , : : 
1a een satisfying hor tion control switch which permits oper 
manulacturing superior ver h d 4 
- } i auion at the exact speed requ by th 
designed particularly for hor on je CRO Epe equired by the 
Today Blo-Fan has wider and degree of air pollution. Only Blo-Fan 














city, vet the v tit ina Fic OI space used thusiastic acceptance than any has the patented blade which c 
eg : make. Electrical contractors like i the volume of a fan with the pow f 
tne « e ol ata with re Ov role 
for a 4 ft. refrigerator. The addi cause, as one typical electrician ex- ; - ; F ra 
pressed it: “Blo-Fan is easy to install blower. And, don't forget, Blo-Fan p 
tional capacity is made possible by a y customers like i, ond it never gives seca Racadalladtsca is dic iad acs 
new design using a full ength door e any trouble.” Building is booming — whisk away steam 


a fan belongs to 
opportunities for extra profit are plen- — 


grease and odors as they rise, before 





tiful if you will merely mention Blo-Fan 


Du Mont Television 


A COMPLETE LINE of 19-inch tele 
vision receivers is now being deliver 
ed to dealers franchised bv Allen B 
Du Mont Laboratories, Inc. 

Acceptance of Du Mont’s Brad 
ford with the short-necked 19-inch 


tube caused them to augment their 
line with additional receivers 
to keep up with the demand for 19- 
inch sets, reported the manufacturer. 

I'he new models, all consoles, have 
the short-necked Du Mont 19-inch 
tube, producing a direct-view picture 


1 
three 
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ventilators to your customers 


Joundry 


they can spread 


*Trade Mark Reg 


Manufacturers of Pry- Lites, recessed lighting firtures 


Factories: Pomona, California; Newark, New Jersey 


Warehouses: Los Angeles, San Francisco, Chicago 


Stocked by more than 500 wholesalers in over 350 cities 
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of 203 square inches, full-range FM 
radio, and provision for attaching a 
record-plaver. All three models come 
in mahogany veneers, and blond ko 
rina models will also be available at 
slightly higher prices 


Sales Training 


(Continued from page 86 


cant is sent out to be interviewed by 
the store manager. Our store man 


ager will talk with the applicant to 
feel him out and 


or not he will get along agreeablv with 





determine whether 

the others. 
We have a definite 
signing the applicant to a store in the 
] ] No, it 


neig! 
convenience. We 


reason { ds 


t\borhood where he lives. 
is not for the man’ 

man to the extent 
that we want him to sleep half an 


hour later in the morning. 


don't cater to thx 


} l 


But the new man will fecl bette: 
circulating around in a section of thx 
city where he bumps into friends and 
frequenth 


living among. thosc 


acquaintances Besides, 


the man will be 
more or less on his own intellectual 
level 

Kew men who have spent then 
lives living, mixing socially with the 
laboring class, can meet on an equal 
basis with mcn and women living in 
the exclusive section of a citv. ‘The 
salesman will feel inferior, and he wil 
try to talk up to these people until he 
becomes so discouraged he will think 
himself into a failure. 

lake the revers« the salesman 
issociated with those in 


better circumstances all his life and 


who has 


LOSC beneath 
1 fail miser 
ibly trving to gear his conversation 
down to their intellectual level. As 
far as the prospect is concerned, this 


put him out calling on ¢] 
! 
I 


him. ‘lhe salesman wi 


salesman is a smart alec trving to 
treat them as though thev lacked an 
understanding of what was being told 
them. 

Over a period of time, the experi 
enced salesman can talk on the level 
with the prospect wherever he finds 
him, but this is not for the new man 
breaking into the game. 

So finding the right type man _ to 
fill the salesman’s role narrows down. 
depending on the type prospect he 
will contact. This, of course, in 
volves time and money. But we have 
found no satisfactory short cut. 

Daily we interview salesmen ‘who 
are currently trying to sell appliances; 
but we could not justifiably hire 
them. For when a salesman knocks 
on a prospect’s door, he is Flato’s 
in person. From the salesman, the 
prospect decides subconsciously whe 
ther or not he wishes to deal with 
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I'lato’s. It is not a question entirely 
of whether or not the prospect is in 
terested in buying, you see. Other 
wise, the sale would have been made 
long before our man got to the pros 
pect, in many instances. 

Che training of our new men is 
put in the hands of our trainers and 
supervisors. ‘They are all seasoned 
and capable salesmen in their own 
rights. But we do not expect the im 
possible of them. ‘They can only 
hape and reshape the men sent them 
-not make them into personalities 
for which they were never intended. 


Christmas Promotions 


(Continued from page 80) 


which are now a regular part of the 
store’s annual holiday merchandising 
program. Here are some of the fresh 
new ideas which have been develop 
ed year by year to produce maximum 
Christmas sales 

|. TELEPHONE CALLS TO 
BUSINESSMEN’S EMPLOYEES 
Keeping a close personal contact with 
most customers, the store is familiar 
with the business occupation of each, 
and more important, the type of gifts 
Knowing that 


most office employees “chip-in’’ fot 


which each desires. 
the “boss’ present” each year, the 
management make: 
ing the office, and explaining to any 


a policy of phon 
emplovee who answers that the boss 
is interested in a specific item, sug 
gesting that the employees get up a 
fund to buy it for his Christmas gift. 

“This works like a charm,” it was 
indicated. 
that a customer 


“For example, we may sec 
idmires a certain 
item in the store every time he comes 
in. When we call the office, we can 
always get someone interested in the 
idea, and the employees will chip in 
to buy it. usually 
grateful for the suggestion and will 
ing to act on it at once.” 

Z. TELEPOONE CALLS TO 
WIVES AND RELATIVES—The 
same type of solicitation gets excel 
lent results with wives, fathers, bro 
he St. Louis store gets 
the name and address of every regular 
customer, and at some time prior to 
the holiday season gets an idea of 
how many relatives the customer has. 
It is simple, of course, to phone the 
man’s wife and suggest a proper gift. 
If she has already planned something 
else, the store representative asks for 
the names of close relatives, and calls 
one after another until he gets re 
sults. Invariably, the person phoned 
appreciates the idea, since the store 
guarantees that the item is “wanted.” 

3. PRICE BRACKET GIFT DIS- 
PLAYS—Taking a cue from jewelry 


| mplovees arc 


thers, ctc 


stores who offer gifts collected toge 
ther in various price brackets, the St 
Louis store displays separate gift de 
partments in which all items are one 
price—$3 on this table, $5 on that, 
$7.50 on a third, etc. This encour 
ages customers who have budgeted a 
specific amount for each name on the 
gift list—and there are thousands of 
customers who will do just that thi 
Christmas—to buy with confidence. 
Many women buyers have been lured 
into the store through the enthusiasm 
of other customers for this idea, ac 
cording to the St. Louis stor¢ 

“Most gift buvers at Christmastime 
are afraid they will have to spend too 
much time to find an acceptable gift 


I 
++ 


in a predetermined price range,” 
was stated, ‘“‘and by solving this prob 
lem in advance for them, they are 
bound to be gratified.” 


this idea shows better profit per item 


] + 
iC 
Incidentall 


since most $2.50, $2.98 items for ex 
ample, are marked at $3 

4. DISTRIBUTING GIF’ SUG 
GESTION LISTS Beginning in 
November, the St. Louis store print 
up mimeographed gift suggestion lists 
which cover more than 300 items 
from stock, each with a handy box 
ilongside the listing in which to write 
names of people and all priced in 
round-number figures which mak« 
it easv for gift buvers to make thei 
sclections “with a pencil in advance.” 


I'he store distributes 


esc to eve;ry 


tl 
one who comes in with the sugges 
tion that “this mav make vour toli 
day shopping more simple.” More 
are mailed out in direct-mail fashion 
with statements, to lists of neighbo: 
hood homeowners, clubs, ctc., and 
show excellent returns. ‘VUhe number 
of people who come in dunng the 
later holiday carrying these lists prove 
that such ideas get results 


Rural Selling 


(Continued from page 78 


an immediately installed washer sh 
pays the same $1.50 a weck in install 
ment payments for about a year and 
a half, after which it won't cost het 
anything except clectricity and = de 
preciation. 

“T sold a farmer a range after show 
ing him that it was costing more to 
get stovewood cut and stacked than 
the weekly payments on an electric 
stove. One woman bought a refrig 
erator when she learned the weekly 
payments were less than what she 
paid out each week for several hun 
dred pounds of ice.” 

Immediately after a power line is 
constructed and the juice squirted 
into a community, Stacy loads his 
truck with appliances and heads to 
wards the illuminated countryside. 
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One day the load will be all wash knocks on her door and tells her he monev and many of them pay spot 


ers, another day ranges, then refrig has come to see if it is working cash for their purchases, Stacy has 
erators, and so on. He says he can satisfactorily and to show her how to an arrangement with -two Pulaski 
make more sales when he conditions use it to best advantage. If any banks to finance his term purchases 
his mind on one appliance for the defects have developed, he corrects The banks give him helpful infor 
dav. them immediately. She appreciates mation on the financial condition 
Hie drives up to a home and in this solicitude and relavs it to all the of all farm prospects and what the 
trigues the woman with the fact that ncighbors she — as leads. ire able to buy 
he can unload a washer and put it “Is vour washing nachine saving However, he has worked the coun 
to work immediatelv. If he can catch vou much work?’ % inquires. “If ty so thoroughly he knows practicalh 
her when she is actually doing her vou install a water heater to supply every one by name and most every 
week’s wash, it’s finc He puts the the hot watcl for its use, you will salable fact about his situation In 
machine to work and does the wash really have something. And don’t his farm-to-farm visits he jots down 
tht before her eves. If none of his those clothes have to be ironed?” in his notebook everv detail about 
monev-saving, drudgerv-saving argu Each sale or follow-up gives Stacy every farm that might lead to a sale 
ments work. he offers to leave—for 1 fine opportunity to check the fur (his includes. first of all. the expres 
i specified time 1 demonstrator ther needs of cach home. Does the sed intentions of cach prospect. None 
vasher it her home for free usc If farm produce enough vegetables, of them, of course, bu ll thei 
it the end of that time she decide: fresh meat, or other perishables to needs at oncc Othe needs that 
not to take it, she pavs nothing justify a deepfreeze unit? Does the he discovers in thes¢ home contacts 
I usc this method not onlv on woman work away from home? If ir¢ put down whether expressed in) 
vashers, but refrigerators and other eaty sae ERO a Laundr mat. Does VOoCd! mtcntions or not When he 
yliances so the feel of the machink shic agile 1 big family? A dishwasher plans a day 2 rip on ranges, for CX 
ind the wav it annihilates drudger vould be ideal. unpic, he takes this notebook and 
gets such a strong hold on her imagi Every home is a prospect for a picks out all the range prospects 
asics iat the close-out sonial radio. ‘he idea of a plug-in-receive ilong a certain route Some davs he 
casv,” he explaine In one te to replace the old batter set is too closes out + o1 ) ranges ind puts in 
ito I placed 45 major appliances tantalizing to resist Ihe radio is a 1 hasty call to the branch house fo 
mn demonstration use and made +3 zine demonstrator seller. Stacy says eplacement stock 
1. 7 1s best receivers to farmers are the Stacv started his store in 1937. H« 
‘oe ae ee ae table models that range up to $50 was then vorking in a garage wher 
gas fae f° Za sete. * While the farmers are all making he was doing a lot of electrical scr 
through his sold customers When 


he sells a farm woman a new range, 





for example, he offe her a_priz 

ror ¢ ich nev purchase! she secures 

or lh Somctim t ‘> for each =" 

wal * aencee i SOUTHEASTERN REPRESENTATIVE & WAREHOUSE 

major apphance he sells as the result W. BERRY & CO. 

of such a lead. Sometimes it is an 88 Pryor Street, N.W., Atlanta 3, Ga. f 
clectric percolator or other clectn 


“This. bonus work eciallv well | 
nm a newly opened REA territory,” 
ud Stac When a woman buys 





deeptreezer machine, a range, wash 
cr oO hat not, the nearby neighbors : 
vho haven't bought com« ovel to KEEP AIR FRESH — ail 
sce how it is working he new 


ustomer who is showing off her pur 


hased appliance is usually cnthusias AND CLEAN 
tic over what it is saving her. With 


the bonus incentive to spur her on 


sh talks t | ] I | ) Po abs . 
sie lk it to all her friends She The “FRIGID” line of ventilating equipment, 
passes these leads on to me and they including blowers, exhaust fans, spray booth 
ire the richest ones I have.” fans, attic fans, etc., is especially recom- 

; —_ mended for use in plants and factories which 

l’or example, there was a customer ve: a 
; operate under conditions requiring year round 

to whom he had recenth sold al ventilation. 
rang¢ \ few days later she walked 


Follow up these factories in your territory — 
tell them — sell them ‘FRIGID’’ — it means 


inte his Minor Hill store with a 
friend who had recently married. The “bonus” profits for you from these sources 
voung bride bought a range, refrig which might ordinarily be overlooked. 

erator, washer, and many small ap 
pliances. The woman got a hand 





some bonus for bringing him that WRITE FOR 
business—that’s just one example of CATALOG AND 
how the method has paid off. LITERATURE 


Fach sale has a follow-up visit 





"his is to head off carly complaints 


and to create an opportunity to talk CIRCULATORS & DEVICES MFG. CORP. 
new sales. For cxample, a woman 2 22 Rose Street « New York ork 7,.N-Y. oe 





has recently bought a range. He ORE ON Sem a SEG Ue Fever cel hve 2 
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vice work on the side. He did such 
a fine selling job on this that he was 
asked by the Westinghouse district 
manager at Nashville to take the 
Giles County agency for that line of 
appliances. ‘The old dealer, whose 
headquarters were at the countyseat 
of Pulaski, was not promoting the 
line vigorously 

Stacy accepted, opened up a small 
store near his home in Minor Hill, 
ind barnstormed every farm territory 
coun 
with a 


in which the darkness of the 


tryside had been shatterec 
new powel Inc 
During the wat 


get appliances, he 


vhen he couldn't 
made a good liv 
ing servicing gadgets already in_ usc 
ind keeping up contacts with the 
same farm customers he had built up 


In his small Minor Hill store Stacy 


keeps his brother, Freeman Corde 
to wait on drop-in customers while 
he and his truck carrv the campaign 
directly to the farm doo 

On his installation and © service 


trips to thie yuntt he carries with 


him Ed Marbut 


i part-time employe 
who drives 


morning and afternoon 
ind gives Stacv his be 
tween-tim<¢ eTVICeS Hd is a_ fin 


school bus 


lectrician 








Manufacturers 


Representatives 
Wanted... 


Prepare now for next season’s business 


Air Equipment Co., manu- 
facturers of the well-known 
Nitecool* and Koolmaster’ 
attic, window and commer- 


cial fans are seeking sales 
and distribution representa- 
tion in the following states: 
Indi- 
ana, lowa, Kansas, Kentucky, 
Minnesota, Nebraska, North 
and South Dakota, Ohio. 


Pennsylvania and Tennessee. 


California, Colorado. 


Air Equipment Co. offers— 
protected franchises — top- 
grade equipment — national 
advertising. Write direct for 
complete information. 


Reg. Trade-Mark 


AIR EQUIPMENT CO. 


1713, W. Carroll Ave., Chicago 12, Illinois 


55 Years of Experience and Proaressive Management 


Established 1894 





Since Pulaski is the countyseat 
and the largest Giles County trading 
center, Stacy recently set up another 
small store there for drop-in custom 
ers. This one is operated by Ed 
Cottrell, another fine salesman and 
electrician. Stacy, on his rounds, 
keeps in phone contact with both 
stores for emergency calls and new 
leads 


Inventory Allergy 


(Continued from page 76) 


cight working days 


of any special 
these unusually 


without benefit 
ictivity, 
arge stock shipments 
by the retail 
actually sold 
those eight 
three 


promotion 

had been disposed of 

crs—man of whom 
Cory 

davs than in the 

months. Cozy revived the old axiom 


more products in 


previous 


that the display and availability of 
varied and quality merchandise in a 
store is itself an impetus to business 


-and a stimulant to what may ap 


pear on the surface to be a latent 


demand. 
‘Dunn and 


Bradstreet recently 
published a brochure called ‘You 
Can’t Do Business From an Empty 
Wagon. This tith 


mered home to evervon 


hould be ham 
doing busi 
ness today, and it is especially appli 
vholesalers in 


cable to retailers and 

the houseware business who, unles 
their current buving habits changc 
violently, are each going to lose thou 


to inadequate 
stocks during the next three months 

“This nation,” Alsdorf, 
“has achieved its economic gzeatness 
because its business leaders at all 
times maintained a sense of adven 
ture and of risk. Certainly, it is 


sands ot dollars due 


1 
contended 


necessary to appraise Our economic 
whatever ad 
based upon 
the short run and the long possibili 
ties. However, the spit of enter 
prise must always dominate — the 
American business scene; the retailer 
cannot operate in reverse by first ac 


position and to make 


justments are necessary 


cepting a customer’s order and then 

securing the merchandise. Sales clerks 

can’t be trained to do an aggvessive 

sclling job by telling customers, “Sorry 
we don’t have any.” 

The retailer must be sensitive and 
cognizant of public demand—and 
be adaptable to it regardless of his 
own fears, and must put his major 
emphasis on aggressive selling—not 
conservative buying. In order to re- 
inain in business he must have his 
finger on the customer’s pulse and 
beat the customer to the shelves with 
the goods and services the customer 
will buv. 

“If the retailer in the housewares 
field, through excessive caution, un- 


reasonable pessimism, and inventory 
allergy, fail to anticipate this busting 
at-the-seams demand for their pro 
ducts,” concluded Alsdorf, “‘tnen 
they will have lost from 1/2 to ] 
billion dollars in retail sales during 
the next three months—sales which 
are irretrievable. Unless our custom 


ers are met at the counter, now, in 
their holiday buying mood, then we 
shall never recoup in January-Febru 


iryv-March of 1950, the unfilled con 


sumer demands of October-Novem 
ber-December of 1949.” 


Product Promotion 
(Continued from page 75 

“We have kept ill the background 

colors soft and subdued fo: 


clams Mr. Reinher~z 


‘These pastel shades emphasize the 


several 


reasons,” 


colors of the point-of-sale dramatiza 
tions, and, since we get greate c 
flection from light yackgrounds 
make the white boxes appear much 
whiter than the vould against 


vhite or cream backdroj 
Mr. Reinherz 
[he customer is 
the beauty of 
for that reason we have ceiling spots 
entire wall displ 


CXp wned rurther, 
the refrigerator, and 


trained on the 


? 
She reacts secondly to what the rr 
frigerators will do for h We're 
ready for that by having several hard 


hitting demonstzations either insid« 
on top of, or near the box itself.’ 


he department feels that demon 
strations and concrete evidence cd 
the most to convince the customer 
For that reason they have + incorpo 
rated a sizable number into thei 
selling scheme. Onc ich demon 
stration, furnished by t manufac 
turer, involves numezous tests madc 


salesm il) 
different 


piece of porcelain te 


before the customer by the 
These tests include 
liquids to a 


applving 


prove its resistance, heating metals 
to show comparative heat resistance 
etc. 

“We have several of the boxes run 
ning,” explains Mr. Reinherz, “and 


have installed two-way thermometers 
which ave hooked up by 
to the freezer compartment and to 
the food compartment This dem 
onstrates safety zone and 
zone in both sections of the refrig 
erators, and shows the customer that 
her food will be safe and at the prop 
er temperature at all times. Cus 
tomers react favorably to this visual 
proof of temperature control 


vires both 


qGangel 


“On another box actually in opera 
tion, the word “Proof” is written in 
red on the outside of the freezing 
compartment, and a thin layer of ice 
covers this. The ice extends ové1 
each side of the compartment, and 
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this demonstzation is used to “prove” 
efficiency and freezing capacity of 
the refrigerator.” 

Refrigerators are turned at differ 
ent angles so that the prospect has 
1 complete view. And the salesman 
has plenty of room to point out over 
il construction of the box. Onc 
refrigerator is turned completely 
round, facing the wall, and the 
manufacturer’s placard is attached 
vhich points out sturdy construction, 
width, and the fact that the box is 
orcelain all over. 

‘A gadget Magic De 
froster has been one of our most po 
tent selling helps,” claims Mr. Rein 
1 device which auto 


time 


called the 


herz “This 
matically defrosts at a desired 
wv setting a dial on the front, and 
shuts itself off. We have these 
ind demonstration in_ the 


then 
fo sale 


1 


y + + 
COTC Dut 


use them primarly as an 
ntrance to hom 

Bv using this Magic Def-oster, 
vhich retails at $10.00. the salesmen 
front door, back to the 


and size up the ref-igerator. 


et in the 


pretense of demonstra 
Defroster Recenth 


records on retrigera 


il] under the 
ting the Magic 
VC checked oul 
tors sold back in 1934, and sent sales 
men with Magic Defrosters to those 
boxes 


ustome’s, knowing that then 

VCT¢ 15 Carts old. Chev ( isually 
sought in the benefits of new re 

frigerators—particular| the freeze 
ynpartments—into the conversa 


tion. and that their old ref-igerator 


is worth monev towards a modern 


new on The housewife was then 
ited to the store for a demonstra 
tion of the new boxes 
We have sold 2 out of 7 refrig 
rator vhen the Magic Defroste: 


has been used, and even if’ only the 
Magic Defroster is left with the cus 
rome! ind we nave sold 400 of 
them—she has a reminder of Maison 
Blanche.” 


Advertising at Maison-Blanche is 


ilwavs hard-hitting and has som: 
thing to offer the customer—gives 


ier a definite reason to come to Mai 
[he department 
advantages of the specific 
pushing, gets 
the name brand before her, and then 
makes an attractive offer that makes 
her want to come to Maison-Blanche. 

\ recent full-page black 
ind white ad, appearing on the first 
page of the second section. “Society 
ind Woman’s Page,” of The Times 
Picavune, New Orleans’ morning 
newspaper, showed a_ 14-inch-high 
illustration of a refrigerator. The ad 
ties in with the demonstration which 
the salesmen execute in the store— 
that of different tests made on porce- 


son-Blanche to buv. 
ties in the 


refrigerator thev are 


reverse 


lan—so that when the _ prospect 
comes to see the box, all these claims 
are proved to her, and she is that 
much further along towards being 
convinced. 

“We have found that promotion 
of all-porcelain boxes in New Orleans 
is the best bet,” explained Mr. Rein 
herz, ‘“‘since those made of a material 
other than porcelain turn vellow in a 
city of this climate. 

“We advertise twice a week in the 
and different models are 
handle 


newspapers, 
given the 


only one line. 


push because we 
\\ GC we 


advertise—onlv on 


seldom us¢ 
radio to special 
whenever possible, 
fullest extent wit] 


combining 


occasions And 
we tic in to the 


promotions, 


} 
store-wide 
manufacturer’s displavs and also the 
ones similar to those used 


out the 


through 


stove durnng the promotion 


‘After anv contact with a custom 
er, we feed her by direct mail or post 
cards and literature put out by the 
manufacture! Thev are extremels 
clever and interest-arousing promo 
tions The post cavds have proved 


to be especially valuabie at pulling 


the prospect into the 


p | stove to wit 


ness the demonstrations of proof and 


learn the answers to thy questions 


isked on the ITas 


Ft. Worth’s Newest 


’ . , . 
(Continued from page 75 


By this route a shopper cannot avoid 


insvection of St-ipling merchandis 

The parking cente1 
inaependent operators, has 
cars. With 
tomers it can handle as manv as l, 


590 a dav and has accommodated as 
: 


leased out te 
1 capacity 


> , 
of 5U0U in-and-out cus 


manv as YUU in one dav. 
Both Stripling’s and the 


have noted a steadily increasing popu 


opel ito: 


parking center, which 
means floor traffic 
of its modern design, anv one Cal 
is instantly 
of parking space is so generous that 
the door of anv parked car mav_ be 
without 


laritv of the 
mon¢ Because 


available and_ provision 


fully opened making con 
tact with an 

Stripling’s appliance department 
is not departmentalized as far as 
salesmen are all 20 
salesmen sell any and all appliances. 

“There isn’t anything new in this 
Morgan emphasizes, “and 
we operate just like eve-vone else 
Salesmen work on straight 8 per cent 
commi’sion and have alternate floor 
davs. We do a lot of door-to-door 


idjoining Cal 


concerned and 


business,” 


work, use ‘door openers’ and use 
our users. Almost every month there 
is a contest with attractive pzizes for 
salesmen. 


“There was a time when we spot- 
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omparison proves: 


OWER 


WATER HEATERS 


op them all tov 
customer appeal 





FOWLER invites comparison by those 
who se/l/ and those who buy water 
heaters. 

See why Fowler is the most-wanted, 
easiest-to-sell water heater on the mar- 
ket today. 


FOWLER ELECTRIC WATER HEATERS 
offer these outstanding advantages: 
PORCELAIN-LINED to prevent rust and corro 


sion. (Water never touches metal.) 

TRIPLE, BUILT-IN INSULATION. Retains maxi 
mum heat in tenk; assures hot water supply always 
“BLACK HEAT” lock-on, external-type elements 
give top efficiency and long life 

COPPER HEAT TRAP eliminates wasteful hot 
water circulation in ¢ 


ADJUSTABLE, AUTOMATIC THERMOSTAT keeps 


water at desired temperatures, day and night 


umbing system. 





BUILT TO LAST. Designed for trouble reli 
able service. Heavy gauge stee! construct 
Pressure tested . Baked enamel! finish 
20 YEAR PRORATED WARRANTY . Backed 


by a national manufacturer with 35 years of water 
heater experience 
CAPACITIES: 5 to 80 
with 


3 Table top models 
30 and 40 gallon 





OO OOOOOO 





s also available 





FOWLER GAS WATER HEATERS 
have porcelain-lined tanks and are built 
to the same high quality standards as 
Fowler electric water heaters. All 
models are backed by manufacturer’s 
liberal warranty. Available in 3 sizes. 











sell the best!... Sell FOWLER 
Electric « Gas 
WATER HEATERS 
rw. SHACKELFORD,” 
Fa:tory Representative 


216 Brighton Rd., Atlanta, 
Ga., Phone Vernon 8360, 


Distributorships Open — 


ew now 


for com- 


i s 
availabl Writ 
plete information. 


MANUFACTURING | 
COMPANY == 






2545 S.E. Gladstone 
Portland 2, Oregon 
















“BUFFALO” BELTED 
VENT SET 


\ OUR profits and 


your reputation gain when you deal in “Buffalo” 


The “Buffalo” and con- 
tractors know that. And the reasons? More sales, 
because “Buffalo” 
Fans backed by a 71-year reputation for quality. 


Fans! many dealers 


you're selling user-approved 
Better performance on the job, because “Buffalo” 
knows how to build peak efficiency and endurance 


“Buffalo” 


knows installation problems and builds fans ac- 


into fans. Easy installation, because 
cordingly. For best results . . . and most sales 
- + » in any ventilation application, write us now 


for complete information. 


A 







BUFFALO “BREEZ-AIR” ATTIC FAN 


BUFFALO FORGE COMPANY 


210 MORTIMER STREET , BUFFALO, NEW YORK 
Canadian Blower ‘&° Fotge Co., Ltd., Kitchener, Ont. 


Branch Offices in Ail Principal Cities 
BREEZO FANS BELTED VENT SETS 
E BLOWERS BELT-AIR FANS 


LABEL 


ALL BUFFALO FANS CARRY THIS 





Grader MIMERTISERS 


PA 2a 








The Advertiser's Index is published as a convenience, and not as a 
part of the advertising contract. Every care will be taken to Index 


correctly. No allowance will be made for errors or failure to insert 
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Elgo Shutter & Mfg. ( 0 
Adam Electric Co., Frank 14 

Advertising Council 1% F 

Air Conditioning Products C« 02 
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Air Controls, Inc. 

Federal Ele I luct ( 
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Air Equipment Co 98 
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American Coolair Corp 5 Cc 
American Steel & Wire Co 15 
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Isco Copp. Tube & Products, 
Cornish Wire Co. Isc es ' « te 
. Ine 68 
Crouse-Hinds Co. ‘ 
. Insulation Mfr Corp 2 
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ted ice cards for prospects, followed 
ice wagons and even parked at ice 
decks and took down license num- 
bers, then got the ice customer’s 
name. But in Fort Worth, it isn’t 
as casy as it was to spot refrigerator 
prospects by ice cards. ‘Vhe ice com 
panies have gotten smart and don't 
use cards, but other devices that they 
frequently change. We even had 
the co-operation of some ice delivers 
men and paid them a commission. 
[hey co-operated because they knew 
they could not keep us from selling 
1 box, anvhow. But we depend for 
prospects now on the usual proce 
dures, and our service departments.” 

Stripling’s major appliance service 
department, 15 blocks removed, op 
erates independently of the sales de 
partment, with a manager and two 
issistants. ‘Thirty men and 15 trucks 
are constantly busv “servicing ever\ 
thing we scll” and a volume of pros 
pect names clear through the depart 
ment. 

Morgan is especially proud of the 
radio service department, located in 
the basement of the appliance dec 
partment building. Each of six men 
has his own work bench and _ testing 
equipment and Morgan describes this 


department as onc of the finest in used in awarding prizes at carnivals 


equipment and talent in the South. ind fairs is used, with high sales 
In the month of June, Stripling’s entitling a salesman to multiple spins 
appliance department sold 150 gas of the wheel. 
ranges—and in one day sold 30- In this contest the prizes includ 
during one of the promotion events ed: a man’s two-suiter all-leather bag. 
about which the store is so particulat 1 casting rod and reel, a $15 reel, 
“This was in celebration of a dou two .22 caliber rifles, a flash camera 
ble anniversary,” Morgan explains and a wind-proof lighte1 
‘The 56th anniversary of Stripling’s In Stripling’s appliance department 
career in one location in Fort Worth there are perhaps a dozen lines of 
and the 65th anniversary of existenc« major appliances for salesmen to 
in the state of Texas. In that length vork on, but no traffic appliances 
of service the store has built a great Chese are handled by the main stor 
following of customers and there are icross the street 
40,000 open accounts on the books. “We know ow ilesmen are not 
so we must be sure a_ promotion interested in traffic appliances,” ex 
event is good and solid plains Morgan, “so we don’t attempt 
Chis promotion on ranges was the to move them in this department 
result of a special buv. In fact, the “We have a happy, hard-working 
range was practically made to order sales force With the volume we 
for us bv a leading manufacturer. expect to do this year, all salesmen 
l'o it we added some extras, with will make an exccllent income. W< 
the whole at a very attractive price, want to keep them happy, so. we 
vhich enabled us to move ranges as don’t push traffic appliancc 
we did.” ‘But we have no agreements with 
June also featured one of — th ilesmen, cxcept on Our on 
Stripling contests for salesmen. promise is that we will not increase 
"hese contests involve the usual the staff faster than necess 
point basis for sales of major appli to the point where it will be mmprac 
inces, governed to an extent bv stor¢ tical for anv one salesman to earn 
stocks; and a wheel similar to thosc the income he is accustomed to.’ 





















Replica of a 19th Century oil 

lamp. A fast moving fixture 

for early American homes. 
A beautiful crystal-silver fixture 
which has met the popular de- 
mand. This fixture sells itself. “<&# 


ty 4 


949 East 72nd St. 





GLATTHAR QUALITY is already 
well known and respected in 
the field of Residential Light- 
ing. Equally well known is the 
company’s policy of fair deal- 
ing with Jobbers, Dealers and 
Representatives. 

Write for further details on how 


J ha dle the > fast- [- “ce ” ° ene 
Resear menpaapnendpe st an Echo” Automatic Ceiling Shutters 


ing products in your territory. 


Certain territorics available for distributors and jobbers. penthouse, the louvers being operated by the suction of the fan 


NN 
a Feta | ELGO SHUTTER & MFG. CO. 
THE GLATTHAR Lighting COMPANY 2738 W. WARREN _— DETROIT 8, MICH 


Cleveland 3, Ohio 








A Popular 
Automatic Shutter 


You'll like it because of its ex 
ceptionally snug fit. You'll like 
it because it is exceptionally sen- 
sitive to air currents. You'll like 
it because it eliminates blade 
flutter. And you'll like it because 
it has swivel joints that never get 
loose or rattle. Sizes from 8” to 
72” square — also rectangular 











a ” 


Used for attic ventilation. Installed in attic floor at the base of a 
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CT/ PROPERLY TRAINED MEN 
HAVE THE “KNOW HOW’ 


PRACTICAL SHOP TRAINING 


In 
ELECTRICITY, MAJOR APPLIANCE 
Service, Maintenance, Installation 
Write for Catalog ESS—Veterans ask about GI Training 


Manufacturers, distributors, etc., when you need 
TRAINED men contact CTI Placement Bureau. 


COMMERCIAL TRADES INSTITUTE 


200 South 20th St., Birmingham, Ala. — Phone 7-0555 


Member: Southern Association of Private Trade Schools 






















UNIT-FANS 


Offer dealers the opportunity to simplify their profits — at 
the same time materially reducing inventory cost. With the 
addition of simple attachments to the basic Reed Unit-Fans 
—Window, Attic, Vertical Air Discharge Attic Fans, Portab'e 
Floor Fans, or Commercial Exhaust jobs can be displayed and 
sold. 

Only Reed “Comfort Cooling” Units offer you these 
features. Write today for catalog, prices, etc. 


REED UNIT-FANS. Inc. 091,57 CHARLES AVE. 


NEW ORIFANS TA 


























pide] wile 
SHUTTER 

WITH ALL THE 
FEATURES 























FRONT VIEW—CLOSED 





IT TAKES THE LOAD OFF THE FAN! 


Aluminum louvers open fully, permitting capacity fan 
operation. New heavy reinforcement strip adds strength and 
long life to the louvers, assures quiet operation and perfect 
counterbalance, prevents rattling. Deep shroud protects shutter 
from high winds. Tie-rod, brackets and bearings inside frame, 
not exposed to weather. Special finish resists corrosion. Many 
other features. 


WRITE FOR NEW AIR-FLO CATALOG 43-B 


Illustrations and details of the complete Air-Flo line. 


Air Conpitioninc Propucts Co. 


2340 W. LAFAYETTE BLVD. - 





DETROIT 16, MICH. 
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Signal 
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Co 
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Electric Mfg. Co 56 
John A 


& Stoll Co., Ine 54 


no Electric Co 
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Electric Mfg. Co. 


Engineering & Mfg. Co. 67 


Simplex Wire & Cable Co. 53 
Slater Elec. & Mfg. Co. 60 
Smitheraft Lighting Division 55 


to insert. 


Southern Carbon trush Ce 
Inc 
Electrica Corp 


Southern 


Southwest Air Condition 


Nn 


Wagner Malleable Prox 
Western Insulated 


Westinghouse Electric Corp 


(Appliances 

Westinghouse f Cor 
(Lamps) 

Westinghouse Electric Corp 
(Transforme 

White Products Co 4 

Wiegand Co,, Edwin L xO 


Wind Way Fan and Ventilator 
Co. 


Wood Mfg. Co., Inc., John 


Y 


Youngstown Sheet & Tube Co 5l 
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For Your Most fhafftatle atenmemad 


SELL 
DOMINION 


APPLIANCES 





























iL . to the big mass market. 
Dominion appliances retail for less. They fit your 


customers’ family budget and Christmas budget. 
And Dominion’s liberal dealer mark-up puts more 
profit in your pocket. 


i¥L even the most discriminating 
customers. The Dominion line is an all new line, 
beautiful in gleaming chrome and black plastic - 
modern -- functional. All are tops in eye appeal. 


- Dominion appliances are 
designed and constructed for long life service. They 
contain the best and latest automatic timing and 
thermostatic controls. On point for point comparison 
you'll find that Dominion is the line you will want 
to recommend. 


Make this Christmas Season and 1950 your biggest 
profit year. Sell the complete line of Dominion 
table appliances. They are available through 
reputable jobbers across the nation. 


DOMINION ELECTRIC CORPORATION . MANSFIELD, OHIO 
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30W28 TWO SPEED 
WINDOW FAN. 


Dimensions: 30’’x 30” 
x 514” deep 


48” ATTIC — 


BASEMENT EXHAUST 


Westinghouse or G. E. 

Motors. Available in 2 or 34 

HP. 8 speeds. Free Air Delivery: 

Y2 HP: 12934 — 18526 CFM List $175.80 
34 HP: 13506 — 19350 CFM List 204.85 











Ge i SAin Conditioning ) fan Es. Dna, 


Phone CRescent ’171.1-2 1591-1671 DeKalh Ave Atlanta & GQeoenaraia tus A 











HERE ARE FEATURES THAT REALLY COUNT: 








USE THIS 4, 


i PLUG 


PANELBOARD 


og ——— — —-——--) GD swine 
I 














Wherever a large number 
of branch circuits for lights, 
appliances and business 
machines must be switched 
and protected. 


Thermal-~, Magnetic — Multi-breaker unit gives 2-way 
circuit protection. Thermal element holds harmless 
momentary overloads but trips on continuous overcur- 
rents before wire insulation is overheated. Magnetic 
element trips quickly on “'shorts’’ to localize damage. 


Simple to Add or Change Circuits—Four circuit Multi- 
breaker units have ‘‘Plug-in’’ feature. Any combination 
of 15, 20, 30, 40, or 50 ampere circuits available ‘‘off- 
the-shelf."" Dummy units can be inserted to anticipate 
future requirements. 


I 

I 

: 

I 

j 

I 
2 

I 

l 

I 

I 

I 

I 

1 
3) 

| 

I 

I 

l 

: 

Easy to Wire—Multi-breaker units can be swung or I 
lifted out to attach wires. Approved connector eliminates » 4 
“looping.” 4) 
Smaller Size—Compact Multi-breaker unit permits more 
circuits and larger wiring gutters without increase in 
overall panel size. Better utilization of wall and column 


space. 
Illustrated NMO Bulletin gives complete information on the 


new Panelboards. Address Square D Company, 6060 Rivard St., 
Detroit 11, Michigan. 





COMPANY 


ek) 


SQUARE J) 


DETROIT ° MILWAUKEE ANGELES 








..-1TO 


og: ‘ring material for . 
ecific wir een a productive, 
ke the right choic 
ade idea 
Look them over fo 


a specific job 

profita 
es every step of th 
s right off your 


A sp ‘ 
idea in plannin 

To help you ma ' 
we've picked five tailor-m 
Electric distributor's shelves. 


your planning job. 





UNDERFLOOR WIRING is the ideal system for this kind of 
equipment. G-E Fiberduct raceways or Q-Floor Wiring 
provide for outlets in the floor practically anywhere, any 
time they’re needed. As room arrangement is changed—as 
desks are moved—as electrical appliances are added—out- 
lets can be moved or added, too, in a matter of minutes. 
For a drafting room that keeps pace with the times, give 
it flexibility with G-E Fiberduct or Q-Floor Wiring. 


2. MERCURY SWITCHES are General Electric’s silent switches 
you’ve heard so much about. They’re made for spots where 
people constantly flip lights ON and Orr. After years of 
operation, they keep on doing their job well. A pool of 
mercury flows from the open to closed position silently— 
with no apparent friction or wear. G-E mercury switches 
fit whereve: standard switches fit—carry a full 10o-ampere 
rating. 


*Trade-mark Reg. U.S. Pat. Off. 
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TYPE TW WIRE. Here’s another good bet for the installa- 
tion that’s going to stay modern in the years ahead. 
Small-diameter, long-life General Electric Type TW wire 
conserves space in conduit—leaves room for additional 
wiring later on, without additional raceways. This smooth, 
thermoplastic wire is an installation-timesaver, too, be- 
cause it pulls through conduit easily—makes cutting and 
stripping a fast operation. 


CONDUIT, of course, should be General Electric White— 
the rigid conduit that’s hot-dip galvanized to stand up 
through the years. Wherever installation plans call for long 
life and low maintenance costs, specify G-E White. 


HEAT-RESISTANT Deltabeston* fixture wires are a “must” 
in a location like this. Where lamps burn continuously, 
heat-beating Deltabeston wires are a wise precaution. Make 
sure they’re part of every fixture you buy. And, to make 
your fluorescent installation complete, specify G-E Watch 
Dog* starters. They automatically cut out blinking lamps 
—keep lighting continuous and even. 


Why not get the habit of looking to your General Electric distributor 
for ideas and advice—as well as for wiring materials? He has a full 
line of materials to choose from—and a wide range of experience 
he'll gladly share with you. Contact him for information—or write to 
Section K14-1124, Construction Materials Department, General Electric 
Company, Bridgeport 2, Connecticut. 
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